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Managing  desktop  security  can  be  challenging. 
That’s  why  there’s  Windows  XP  and  Office  XP. 


Recognize  any  of  those  issues?  Or,  perhaps,  all  of  them? 
We  thought  so.  Many  of  these  issues  can  be  related  to  your 
legacy  desktop  software;  fortunately,  many  of  them  can  be 
addressed  by  features  in  Microsoft*  Windows'  XP  Professional 


and  Microsoft  Office  XP  Professional.  Want  specific  examples? 
The  Group  Policy  feature  in  Windows  XP  Professional  lets 
you  define  related  user  groups  and  then  easily  assign  security 
settings  to  the  group  as  a  whole.  Office  XP  Professional 


offers  Macro  Virus  Protection,  which  lets  you  easily  configure 
applications  to  help  prevent  users  from  running  the  macro 
attachments  that  most  viruses  use.  Want  more  reasons  to 
upgrade?  Visit  microsoft.com/desktop 


'  2002  (jftr.'WsMp  and  UfodoKs  uttsfcwl  m !;  odemark*  fit  Mxifittft'Gotfifltiitipnjr  ilp-lW. 


WHY  NOT  BE  THE  FIRST  ON 
YOUR  BLOCK  WITH  A  SHIFT- 
ON-THE-FLY  DATA  CENTER? 


The  processing  power  you  need  to  deploy  new  applications  already  exists  within  your 
company’s  walls.  It’s  just  sitting  there. 

The  server  that’s  running  your  CRM  app  is  more  likely  to  be  operating  at  45%  of  its  capacity 
than  90%.  And  the  one  backing  up  your  database,  at  10%.  If  you  could  combine  and  access 
the  idle  processing  power  of  the  machines  you  already  have,  imagine  how  much  easier  it 
would  be  to  deploy  new  applications  and  develop  new  revenue-producing  services. 

At  Sun,  our  goal  is  to  drive  costs  and  complexity  out  of  the  data  center.  Our  vision  for  N1 
is  to  drive  up  utilization  of  the  servers  you  already  own  and  get  them  operating  together 
like  a  seamless,  single  system. 

Instead  of  having  systems  administrators  manually  reconfigure  and  re-cable  servers 
every  time  there’s  a  need  to  shift  or  add  new  resources,  imagine  a  single  person  able  to 
manage  these  changes  from  a  single  workstation. 


Instead  of  managing  individual  servers,  imagine  if  your  IT  staff  could  better  support  your 
business  objectives  by  responding  in  real  time  to  the  accounting  rush  at  the  end  of  the 
quarter.  Or  to  the  10,000  customers  clamoring  for  your  newest  services. They  would 
transform  themselves  from  systems  administrators  to  proactive  service  providers. 

Our  ultimate  goal  with  N1  is  to  transform  your  data  center  into  a  strategic  weapon.  When 
your  computing  resources  are  working  together  as  one,  you  become  your  competition’s 
worst  nightmare.  You  can  add  services  faster  than  they  can.  Handle  more  customers  than 
they  can.  Keep  up  with  the  ever-increasing  demand  for  information  and  services.  With  N1, 
you’re  not  just  playing  to  win.  You  are  winning. 


To  see  the  future  of  the  data  center,  visit  SUN.COM/WHVNOT 
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FROM  THE  EDITOR 

Powering  upstream.  6 


POWER  COMPANIES 

The  most  powerful  vendors  in  the  network  industry. 


The  10  most  powerful  companies  in  networking.  9 

Innovative.  Acquisitive.  Assertive.  Influential.  Our  2002  picks  continue  to 
push  the  technological  edge.  Not  even  a  prolonged  down  economy 

can  stop  their  power  moves. 

Pouuerometer  2002:  Company  reading 

R  big  dip.  16 

In  our  annual  survey,  readers  rate  no  vendor  more  power¬ 
ful  this  year  than  last.  But  they  remain  optimistic  that 
new  technologies  will  help  the  industry  regain  its  for¬ 
mer  luster. 


POUIER  STRUGGLES 

Four  contentious  issues  playing  out  in  the  network  incf 
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57  Clash  of  the  server  titans.  IBM,  HP  and  Sun  are  sparring 
over  strategies  for  building  self-healing,  self-managing  networks. 


...  . 

58  The  new  Web  services  dance.  IBM,  Microsoft  and  Sun  have  . 
come  to  the  Web  services  ball  with  opposing  ideas  over  a  so-called 
choreography  standard  that  would  automate  workflow. 


POWER  OF  TEGHNOLOGy 

Technologies  promising  to  empower  the  ente  prise. 


60  ULIhy  old  data  services  thrive  while  new  ones 
wither.  Optical  and  Gigabit  Ethernet  services  promise  big 
bandwidth  and  performance  boosts  at  great  rates.  So  why 
aren’t  they  being  used? 

62  Making  way  for  the  new  VPN.  Secure 
Sockets  Layer’s  arrival  on  the  VPN  scene  has  IP 
Security-based  VPN  vendors  rethinking  their  product 
portfolios. 
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Server  magic.  19 

New  automated  server  configuration  management 
software  promises  to  lessen  your  staff’s  workload  in 
the  data  center  while  boosting  server  security,  configu¬ 
ration  consistency,  and  availability. 

fl  security  godsend.  24 

By  blocking  the  everyday  barrage  of  network  probes,  intrusion- 
prevention  tools  are  giving  early  users  back  the  time  to  address  their 

most  serious  security  concerns. 

PDR  power.  26 

Slashed  billing  cycles,  improved  employee  retention  and  effective  recruit¬ 
ing  are  three  powerful  reasons  companies  are  turning  to  PDAs. 


POWER  PEOPLE 


PERSONAL  POWER 

Techniques  for  boosting  your  corporate  power. 

65  Don’t  be  a  scapegoat.  Saving  yourself  from 
corporate  finger-pointing  can  be  easy.  Communicate  and 
collaborate  with  business  peers,  and  be  sure  to  document 
those  meetings. 

66  Get  respect.  Doing  security  well  can  be  a  thankless  job. 
But  following  these  four  tips  will  get  you  the  recognition  —  and  the 
budget  —  you  deserve  for  keeping  the  corporate  network  safe. 
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68  Power  line  2002.  A  month-by-month  look  at  the  year’s 
highs  and  lows. 
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The  most  powerful  people  in  the  network  industry. 

The  50  most  powerful  people  in  networking.  29 

Power  perennials:  Annual  favorites.  30 
Power  e«ecutives:  Savvy  corporate  leaders.  32 
Power  users:  IT  execs  driving  organizational  performance.  38 
Power  standard-setters:  Working  to  ensure  interoperability.  40 
Lawful  power:  Tackling  heady  issues  facing  the  network  industry.  42 
Power  thinkers:  Guiding  vendors  and  users  through  the  downturn.  42 

Power  profiles 

Betsy  Bernard:  At  the  heart  of  a  new  AT &T.  44 
Daniel  Frye:  IBM’s  open  source  advocate.  46 
him  Goodman:  Setting  Dell’s  network  foundation.  48 
Don  Haile:  Fidelity’s  IT  treasure.  50 
John  Thompson:  Symantec’s  safe  pair  of  hands.  52 

Powerometer  2002:  CEO  reading  Nobility  needed.  54 

Our  annual  survey  of  readers  reveals  that  accounting  scandals  reflect 
poorly  on  CEO  power,  but  improved  customer  service  will  recharge  it. 
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The  bracket  game 

Jump  online  and  cast  your  votes  in  our  second  annual  bracket  game, 
in  which  we  pit  industry  powerbrokers  against  eacITcrther  in  daily 
showdowns  from  Jan.  6  through  Feb.  21.  We’ll  select  contenders 
from  our  list  of  the  50  most  powerful  people  in  the  network  industry 
(see  page  29)  plus  14  other  well-knowns.The  daily  winner  moves  to 
the  next  match  until  the  voting  ends  and  you  pick  the  most  powerful 
person  of  all. 
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The  Signature  Series.  The  Power  Issue  is  one  of  six  bimonthly 
issues  providing  insights,  opinions  and  information  on  the  biggest  trends  :;T-::.^;pj^^ 
shaping  the  networked  world.  Look  for  the  new  Extended  Enterprise  . 

Issue,  a  guide  to  the  latest  technologies  and  challenges  of  .building' an 
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extended  corporate  infrastructure,  coming  Feh.  17,  2003. 
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The  network  industry  is  a  cornerstone  of 


the  U.S.  economy;  at  its  best,  it  is  vital,  dynamic 
and  thriving.  But  this  year,  pestilence  descended 
on  our  already  economically  beleaguered  industry, 
spread  by  corrupt  corporate  enecutives  abusing  their  power. 

We  need  to  pull  ourselves  out  of  this  muck.The  corruption  of  power  is  the  pollutant, 
not  power  itself.  Power  is  the  embodiment  of  many  other  “p”  words  in  this  industry 
descriptors  like  productivity,  profitability,  performance  and  presence. 

The  bankruptcy  proceedings,  Securities  and  Exchange  Commission  investigations  and 
congressional  inquiries  will  continue  through  2003,  as  will  the  low  stock  prices,  shaky  earn¬ 
ings  and  layoffs.  But  more  importantly,  so  will  the  march  of  technology. True,  we've  seen  how 
abused  power  can  drag  down  the  industry  But,  we’ve  also  seen  how  companies  and  people 
can  power  the  industry  upstream. 

Many  of  the  executive  power  brokers,  hindered  as  they  are  by  single-digit  stock  prices  and 
disappointing  financials,  have  moved  aggressively  this  year  to  advance  their  companies  and, 
in  the  process,  the  industry  at  large.  For  example,  IBM  CEO  Sam  Palmisano  articulated  power¬ 
ful  visions  of  on-demand  computing  and  autonomic  systems  that  monitor,  heal  and  protect 
themselves,  then  promised  billions  to  turn  his  concepts  into  workable  products. 

Similarly,  Cisco  CEO  John  Chambers  shared  the  company’s  plans  for  boosting  its  ubiquitous 
IOS  software  with  capabilities  that  make  networks  more  resilient.  His  goal  is  to  make  possi¬ 
ble  continued  operations  between  routers  during  failures  or  planned  downtime.  Plus,  he 
continued  his  acquisitive  ways,  picking  up  five  start-ups  with  fresh  technologies  that  promise 
to  shape  Cisco’s  future. 

And  people  in  the  trenches  haven’t  stopped  churning  out  brilliant  ideas  for  products 
aimed  at  addressing  a  company’s  points  of  pain.  If  the  vision  is  powerful  enough,  it  has 
been  funded,  assures  Stu  Phillips,  general  partner  with  U.S. Venture  Partners,  in  Menlo 
Park,  Calif.  Security  wireless  LANs,  ultrahigh-speed  Ethernet,  software/systems  — 
these  are  all  areas  ready  to  be  powered  upstream  by  new  technology,  he  says 

You  don’t  get  groundbreaking  products  out  of  weak  research-and-develop- 
ment  programs  run  by  ineffective,  powerless  people.  And  you  don’t  get 
them  with  financial  fantasy,  either.  And  that’s  why  we  embrace  and  her¬ 
ald  all  the  powerful  people,  companies,  technologies  and  ideas  forging 
ahead  in  this  networked  world. 

Beth  Schultz 

Editor,  Signature  Series 
hschultz@nww.com 
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It’s  all  the 

computers  you  need, 

Introducing  one  computer  that  works  like  more 
than  one:  the  Compaq  Tablet  PC.  Connect 
it  to  its  optional  dock  and  it’s  a  desktop.  Attach 
the  included  keyboard  and  it’s  ready  to  go  as 
a  laptop.  Or  write  right  on  the  screen  and  you  can 
create  editable  documents  without  a  keyboard 
at  all. To  find  out  how  $1,699*  can  get  you  the 
computer  that  adapts  to  your  work  environment, cal! 

1-800-888-8129  or  visit  www.compaq.com/tabletpc/ad. 

When  it  really  matters,  choose  Compaq. 

The  Compaq  Tablet  PC. 
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When  Toyota  launched  a  series  of  online  marketing  initiatives  to  promote  new  vehicles,  consumer 
traffic  to  its  sites  began  to  multiply.  To  meet  the  needs  of  its  growing  audiences  without  over-provisioning 
its  network,  Toyota  turned  to  Akamai.  Our  distributed  content  delivery  approach  helps  Toyota  maintain 
top  site  performance.  By  extending  its  infrastructure  to  the  edge — closer  to  customers — Toyota  gains 
efficient,  reliable  delivery  of  highly  interactive  information,  such  as  sales  and  marketing  campaigns, 
while  maintaining  control  and  significantly  reducing  infrastructure  costs. 
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Learn  how  your  e-business  can  benefit  from  Akamai 
— get  our  Executive  Guide  to  E-Business  Infrastructure. 

www.akamai.com/NWmag2  1  -888-340-4252 
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Innovative,  Acquisitive.  Assertive.  Influential.  Oun  2002 
picks  continue  to  push  the  technological  edge.  Not  even  a 
prolonged  douun  economy  can  stop  their  power  moves. 
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Two  years  into  a  reor¬ 
ganization  that  included 
the  recent  sell-off  of  debt- 
ridden  cable  operations, 


illustrations  bv  noam  jones  AT&T  seems  anchored  in 


granite  compared  with  the  slippery  mud  in  which 
many  of  its  competitors  —  especially  WorldCom  —  sit. 

AT&T  is  showing  particularly  well  in  enterprise  data, 
the  future  for  carriers  all  of  types.These  days,  compa¬ 
nies  only  want  to  place  their  precious  packets  with 
tried-and-true  providers  —  preferably  those  that  own 
their  own  facilities. That  AT&T  fits  that  description  well 
is  starting  to  become  apparent  in  the  company’s  finan¬ 
cials.  In  the  third  quarter,  a  7%  growth  in  data,  IP  and 
managed  services  helped  offset  voice  losses  enough 
for  the  carrier  to  declare  a  profit  for  the  period. 

Hosting,  in  particular,  has  become  a  power  point  for 
AT&T.  With  the  crash  of  several  hosting  specialists  in 
2001  and  2002,  including  that  of  market  leader 
USinternetworking,AT&T  has  positioned  itself  for 
growth  in  this  business. 
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In  January  it  wrapped  a  homegrown,  $200  million  network 
management  suite  around  hosting  customers’ Web  sites,  adding 
oomph  to  encourage  collocation  users  to  move  up  to  managed 
services.  With  the  suite’s  event-correlation  functions,  AT&T  says,  it 
can  fix  performance  problems  before  they  affect  a  customer’s 
Web  site.  And  in  July,  the  carrier  struck  a  deal  that  has  Sun  selling 
AT&T  Web  hosting  services  through  its  massive  reseller  channel. 
By  September,  it  even  won  the  contract  to  host  one  of  the  most- 
visited  Internet  sites,  the  federal  government’s  Web  portal, 
FirstGov.gov. 

Other  technology  high  points  in  enterprise  data  came  through¬ 
out  the  year.  In  April,  AT&T  beefed  up  its  voice-over-ATM  manage¬ 
ment  options  to  help  enterprise  users  operate  hybrid  voice  and 
data  networks  more  easily  even  when  using  a  combination  of 
ATM,  frame  relay  and  IP  In  July,  it  announced  the  expansion  of  its 
global  network  to  20  sites  beyond  the  original  120  planned  for 
the  year;  confirmed  plans  to  deploy  new  worldwide  end-to-end 
private-line  services  by  April  2003;  and  said  it  was  “on  track”  for 
global  availability  of  its  Enhanced  Virtual  Private  Network  ser¬ 
vice.  And  throughout  the  year,  it  boosted  its  metropolitan  Gigabit 
Ethernet  network  and  now  boasts  availability  in  100  cities  in  38 
states  (although  some  question  any  incumbent  carrier’s  true 
commitment  to  Gigabit  Ethernet  services  —  see  story  page  60). 

And,  the  carrier  promises  continued  upgrades  to  get  its  net¬ 
work  to  an  all-optical  state.  AT&T  CTO  Hossein  Eslambolchi  has 
been  a  vocal  evangelist  for  creation  of  next-generation  intelligent 
networks.  He  speaks  of  elaborate  plans  to  make  AT&T’s  back¬ 
bone  so  intelligent  it  will  run  and  fix  itself.  A  lofty  vision,  perhaps, 
but  one  in  line  with  the  company’s  power  stature. 


GISCO 

Cisco  remains  a  gale-strength 
force  in  the  enterprise  market. 

For  starters,  the  company  contin¬ 
ues  to  be  a  buyer  among  a  sea  of 
for-sale  signs,  even  if  it  has  slowed 
its  pace  of  acquisitions  from  the 
dizzying  frenzy  in  2000.  From  May  though  mid-October,  it  bought 
five  companies  in  stock  deals  valued  at  approximately  $385  mil¬ 
lion.  It  gained  Andiamo  Systems,  for  Fibre  Channel  storage 
switches;  AYR  Networks,  for  distributed  routing;  Hammerhead 
Networks,  for  IP  aggregation  software;  Navarro  Networks,  for 
Ethernet  switching  ASIC  designs;  and  Psionic  Software,  for  intru¬ 
sion-detection  systems. 

The  Andiamo  and  Psionic  acquisitions,  in  particular,  represent 
moves  into  hot  market  areas  —  storage  and  intrusion  detection 
—  for  which  Cisco  set  its  course  in  2001.  Success  in  these,  plus 
wireless  networking,  are  crucial  to  Cisco’s  long-term  growth. 

Of  course,  buying  a  start-up  always  has  been  the  easy  part. 
Turning  the  acquired  technology  into  viable  products  and  those 
products  into  market  leaders  —  that’s  another  story.  In  IP  tele¬ 
phony  the  story  is  finally  shaping  up  to  be  a  good  one  for  Cisco. 
The  worldwide  market  for  enterprise  IP  telephony,  including  IP 
phones,  hit  $171  million  in  the  second  quarter,  21%  growth  over 
the  same  period  last  year,  Synergy  Research  Group  says.  Cisco’s 
market  share  was  46%. 

To  an  industrywide  sigh  of  relief,  the  router  chieftain  posted 
good  financials  throughout  the  year,  with  a  downright  stellar 
third  quarter  of  $729  million  in  net  income,  compared  with  a  net 
loss  of  $2.7  billion  for  last  year’s  third  quarter  (operating  profit 
more  than  tripled).  For  fiscal  year  2002,  ended  in  July,  the  compa¬ 
ny  reported  net  income  of  $1.9  billion  per  generally  accepted 
accounting  principals  (GAAP), compared  with  a  net  loss  via  the 
same  accounting  method  of  $1  billion  in  fiscal  2001  (pro  forma 
income  figures  vary  to  the  point  of  showing  a  net  income  of  $3.1 
billion  in  2001).  And  for  the  first  quarter  of  fiscal  2003,  which 
maps  to  the  calendar’s  2002  third  quarter,  Cisco  reported  net 
income,  via  GAAPof  $618  million  vs.  a  net  loss  of  $268  million  for 
the  first  quarter  of  fiscal  2002. 

Yet,  Cisco  remains  cautious.  In  May.it  quietly  reorganized,  drop¬ 


ping  from  1 1  to  eight  technology  groups,  in  what  the  company 
calls  a  natural  evolution.  And,  in  September,  it  dropped  Dell  as  a 
reseller,  reclassifying  the  company  as  a  competitor  on  the  low 
end. 

Cisco  remains  the  network  industry’s  bellwether. 


IELL 

The  gusto  with  which  Dell  suc¬ 
cessfully  has  attacked  the  enterprise 
network  market  is  a  testament  to  its 
industry  power. 

Hardly  a  month  went  by  without 
Dell  claiming  more  ground.  Some 
highlights:  In  February,  it  announced 
that  its  servers  would  be  the  heart  of  a  new  cluster-based  super¬ 
computer  to  be  marketed  by  Cray.  In  March,  Dell  and  EMC 
released  a  trio  of  management  software  for  EMC’s  Clariion 
servers.  In  April,  Dell  came  out  with  its  first  blade  server.  In  May,  it 
released  a  PC  with  a  Gigabit  Ethernet-equipped  motherboard 
and  completed  its  second-ever  acquisition,  that  of  network  ser¬ 
vices  company  Plural.  In  June,  it  teamed  with  Oracle  and  Red 
Hat  to  create  enterprise-ready  Linux. 

In  October,  Dell  and  EMC  announced  a  jointly  manufactured 
Fibre  Channel  switch.  By  November,  Dell  had  shipped  its  2  mil¬ 
lionth  PowerConnect  Ethernet  switch  port,  having  jumped  into 
the  market  only  a  little  more  than  a  year  before.  And  Dell  threw 
two  gauntlets  at  archrival  Hewlett-Packard,  first  by  signing  an 
agreement  with  Lexmark  to  develop  and  produce  Dell-branded 
inkjet  and  laser  printers. Then,  confirming  summer-long  rumors,  it 
showcased  its  first  PocketPC  handheld. This  after  besting  IBM 
and  HP  worldwide  for  third-quarter  PC  market  share. 

Financially,  Dell  was  golden  in  2002.  In  the  second  quarter,  its 
worldwide  product  shipments  rose  18%,  year  over  year,  in  what 
was  essentially  still  a  flat  market  for  IT  spending.  Like  Cisco,  Dell 
posted  a  whopper  of  a  third  quarter,  with  $9.1  billion  in  total  rev¬ 
enue,  up  22%. 

Others  met  Dell’s  success  with  wary  eyes.  Cisco,  3Com  and  HP 
reclassified  Dell  as  a  competitor,  canceling  their  reseller  agree¬ 
ments  with  it. 

Dell  is  biting  into  the  networking  industry  with  relish. 


EMC  furiously  defended  its  perch 
atop  the  storage  hill  in  2002  against 
marauders  IBM,  Hitachi  and  HP 
Losing  little  time  in  capitalizing 
on  a  relationship  formed  late  last 
year,  EMC  in  March  announced  a 
souped-up  trio  of  management  software  partly  designed  and 
tested  by  Dell. The  software  boosts  the  features  of  EMC’s  Clariion 
servers,  which  Dell  now  resells.The  pair  struck  again  in  October, 
on  the  one-year  anniversary  of  their  partnership,  with  the 
announcement  of  a  worldwide  manufacturing  agreement  and 
development  of  a  new  entry-level  storage-area  network  system. 

This  latter  move  gives  credence  to  EMC’s  years-long  assertion 
that  it  will  gobble  up  the  low-end  storage  market,  while  the  for¬ 
mer  gives  EMC  an  entry  into  Dell’s  internal  business  and  manu¬ 
facturing  efficiencies  —  widely  acknowledged  as  the  best  in  the 
business.  Lessons  learned  from  Dell  here  should  prove  valuable, 
as  financials  remain  EMC’s  Achilles’ heel.  It  is  burdened  with  two 
years  of  red  ink,  ongoing  layoffs  and  a  steadily  dropping  stock 
price  that  hovered  around  $6  in  mid-December  from  a  high  of 
about  $18  in  January. 

Still,  EMC  got  a  jump  on  competitors  in  September  when  it 
released  a  version  of  ControlCenter  that  automatically  provisions 
capacity  from  a  pool  of  multivendor  storage  devices  based  on 
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predefined  business  rules  and  application  needs. 
ControlCenter  is  one  of  four  products  comprising 
Automated  Information  Storage  multivendor  manage¬ 
ment  software,  the  obvious  main  hope  for  EMC’s  goal  of 
having  software  account  for  30%  of  sales  by  2004,  com¬ 
pared  with  less  than  25%  today. 

EMC  has  called  in  some  heavy  hitters  to  help  it  meet 
that  software  goal. This  year,  it  hired  Chris  Gahagan,  a 
respected  storage  industry  veteran  most  recently  with 
BMC  Software,  and  Mark  Lewis,  formerly  a  storage  exec¬ 
utive  with  major  rival  HPGahagan  is  senior  vice  presi¬ 
dent  for  EMC’s  Storage  Infrastructure  Software;  Lewis  is 
executive  vice  president  of  new  ventures  and  CTO. 

Such  moves  led  users  to  expect  EMC  to  sweep  power 
away  from  its  rivals  in  2003,  according  to  this  years 
Powerometer  survey  (see  story,  page  16). 


prove.  But  for  the  moment, 
HP  can  bask  in  the  glory  of  a  hard  fight  won  and  the 
sheer  size  of  its  new  self. The  merger  with  Compaq, 
completed  in  May,  instantly  gave  the  computer  vendor 
revenue  comparable  to  only  one  other  in  this  industry, 
IBM. 

Still,  HP  was  not  so  distracted  by  its  new  self  to  ignore 
its  technological  future.lt  defended  itself  in  storage  and 
progressed  well  in  network  management,  Linux  and 
wireless. 

In  storage,  the  years  notables  include  the  November 
announcement  of  software  that  delivers  on  the  concept 
of  industry-standard,  automated  management  of  multi¬ 
vendor  storage.  At  that  time,  HP  also  showcased  prod¬ 
ucts  that  comply  with  the  Storage  Networking  Industry 
Association's  Storage  Management  Interface  Speci¬ 
fication,  once  known  as  Bluefin.  And  separately,  HP 
inked  an  agreement  to  swap  APIs  with  Hitachi  to  enable 
multivendor  management. 

In  network  management,  HP  began  pitching  a  power¬ 
ful  service-management  ideology  for  Open  View.  The  gist 
is  to  convert  OpenView  into  a  business  process  man¬ 
agement  system  that  tracks  a  business  service,  such  as 
e-commerce,  across  applications  and  hardware,  rather 
than  as  independent  and  unrelated  pieces.This  dove¬ 
tails  with  its  Utility  Data  Center  (UDC)  architecture  for 
combining  grid  computing  with  system  management 
and  security  software.  UDC,  which  HP  promoted  heavily 
this  year,  is  intended  for  companies  that  build  their  own 
grids,  rather  than  those  using  the  hosted  model  that  IBM 
promotes. 

In  servers,  HP  introduced  a  single-port  10G  bit/sec 
blade  that  helps  position  it  as  a  high-end  switching 
player. This  moves  it  away  from  the  growing  image  that 
it  merely  was  duking  it  out  with  Dell  for  the  low-end, 
commodity  market. 

As  for  Linux,  HP  underscored  its  commitment  with 
numerous  yearlong  product  moves:  a  disaster-recovery 
storage-product  package;  a  more  secure  version  of  the 
operating  system;  various  servers;  and  a  service  to  help 
migrate  users  from  Unix  to  Linux.  However,  the  com¬ 
pany  sustained  a  blow  to  its  image  as  an  open  systems 
vendor  when  Bruce  Perens, senior  strategist  for  Linux 
and  open  source  code,  left  in  September,  citing  conflicts 
with  management  over  his  open  source  political 
activism. 

Partnerships  also  flavored  HP’s  year.  It  inked  two  agree¬ 


ments  with  Microsoft,  one  a  multiyear,  multimillion  con¬ 
tract  to  manage  product  technical  support  and  the 
other  a  $50  billion  joint  marketing  agreement  to  de¬ 
velop  and  promote  .Net.  In  April,  it  demonstrated 
streaming  media  on  mobile  phones  from  its  partnership 
with  NTT  DoCoMo;  in  November,  it  partnered  with 
Nokia  to  create  a  package  for  remote-asset  manage¬ 
ment  over  wireless  links. 

But  HP  still  has  much  to  do  to  smooth  out  the  merger. 
In  November,  former  Compaq  CEO  Michael  Capellas 
resigned  his  post  as  HP  president  to  become  CEO  of 
beleaguered  WorldCom.  Some  pundits  think  the  move 
was  disadvantageous  to  the  newly  merged  company, 
which  could  have  used  Capellas’  operational  skills.This 
announcement  followed  news  from  a  September  filing 
with  the  Securities  and  Exchange  Commission  that  the 
total  number  of  jobs  HP  will  cut  by  October  2003  would 
be  16,800  (8,200  from  HP  divisions  and  8,600  from 
Compaq  units), some  12%  more  than  the  15,000  jobs 
that  Fiorina  announced  at  the  deal’s  close. 

When  it  comes  to  the  networking  industry,  size  isn’t 
everything,  but  it  sure  helps. 


IBM 

Among  all  the  vendors 
on  this  list  of  power  elite, 
IBM  has  best  used  this 
period  of  industry  unrest 
to  improve  its  relative 
power  position.  Under  the 
leadership  of  new  CEO 
Sam  Palmisano,  Big  Blue  heaved  forward  in  all  the 
industry  hot  spots  this  year:  integration  services,  Linux, 
security,  storage,  Web  services,  wireless  and  grid  comput¬ 
ing. 

Clearly,  the  biggest  muscle  it  built  in  2002  is  in  integra¬ 
tion  services,  with  the  $3.5  billion  acquisition  of  Price- 
waterhouseCoopers  Consulting  in  July  Other  feats  here 
include  winning  a  $4  billion  outsourcing  contract  from 
American  Express  and  securing  an  eight-year,  $1.2  bil¬ 
lion  outsourcing  deal  from  Nextel. 

Among  abundant  open  source  movements  was  the 
much-touted  delivery  of  a  Linux-based,  lower-cost  main¬ 
frame  in  February. 

As  for  security,  in  January  IBM  inked  a  deal  with  Veri- 
Sign  to  create  a  managed  “entitlement  service”  that  will 
combine  online  authentication,  digital  credentials  and 
policy  management  with  customer  and  partner  data.  In 
April.it  again  teamed  with  VeriSign  and  Microsoft  to 
publish  the  Web  services  security  specification,  WS- 
Security;  and  released  the  ThinkPad  T30  laptops,  which 
feature,  among  a  plethora  of  new  technology,  integrated 
encryption  processing  chips  that  store  users’  keys  and 
certificates. 

In  storage,  it  forged  a  multiyear  alliance  in  April  with 
Hitachi  for  storage  networks  open-standards  technolo¬ 
gies,  then  sold  its  hard  drive  businesses  to  Hitachi  for  $2 
billion  in  June.  And,  like  EMC.it  exchanged  APIs  with 
HP  In  wireless,  among  other  moves,  IBM  and  Nextel 
agreed  to  co-develop  enterprise  mobile  e-business 
products,  a  deal  outlined  as  part  of  the  outsourcing 
contract  announced  in  January 

In  grid  computing,  an  area  of  obvious  long-term  use  to 
server  vendors,  Big  Blue  released  new  software, storage 
and  servers,  a  development  framework  known  as  grid 
services,  and  a  promise  in  February  to  grid-enable  its 
“entire  product  portfolio."  IBM  also  inked  two  $200  mil¬ 
lion-plus  supercomputer  deals:  a  nine-year  contract 
with  the  National  Centers  for  Environmental  Prediction, 
and  one  with  the  Department  of  Energy  to  build  what 


IBM  says  will  be  the  fastest  supercomputer  to  date. 

The  downside  of  2002  was  weaker,  albeit  still  prof¬ 
itable,  financials.  IBM  laid  off  1,400  microelectronics 
employees  and  15,600  from  Global  Services,  but  gained 
30,000  through  the  PricewaterhouseCoopers  Consulting 
acquisition.Growth.it  hopes,  will  come  from  the  middle 
market. 

IBM’s  research  continues  to  blossom,  too.  In  January  it 
announced  that  it  was  the  entity  awarded  the  most  U.S. 
patents  for  the  ninth  consecutive  year.  Its  3,41 1  patents 
in  2001  marked  the  first  time  more  than  3,000  U.S. 
patents  were  granted  to  one  holder  in  one  year. 

Plus,  IBM  launched  its  engrossing  Autonomic  Com¬ 
puting  initiative  for  making  all  of  its  products  able  to 
configure,  heal,  optimize  and  protect  themselves.  Out  of 
this,  IBM  says,  will  come  on-demand  computing  for 
which,  in  October,  Palmisano  committed  $10  billion.  On- 
demand  computing  turns  the  infrastructure  into  a  virtu¬ 
alized,  utility-like  service.  It  crosses  borders  between  a 
company  and  its  partners,  is  more  flexible  and  views 
entire  business  services,  not  just  hardware  and  bits  of 
code,  as  its  building  blocks.  IBM’s  iron-pumping  moves 
throughout  the  year  illustrate  just  how  much  muscle  it 
has  to  flex. 


urn 


Like  a  powerful  engine, 
Intel’s  under-the-hood  tech¬ 
nologies  continually  move 
the  network  industry.  Its 
ever-more-powerful  chips 
have  given  Linux  the  oomph  it  needs  to  be  looked  at 
seriously  by  corporations.  Its  support  for  wireless,  storage 
and  blade  servers  has  fueled  emerging  hot  spots. 

This  year,  Intel  released  the  2G  Xeon  Processor  MP 
server  chip  (formerly  known  as  Gallatin).  Speedier,  with 
more  cache  memory  than  the  previous  Xeon  DR  it  is 
the  result  of  a  new  manufacturing  process  that  creates 
thinner,  thereby  faster,  connections  between  compo¬ 
nents.  On  the  desktop  side  came  the  Pentium  4,  with  its 
Hyper-Threading  technology  and  whopping  3.06-GHz 
CPU  that  lets  PC  makers  build  machines  with  excep¬ 
tional  performance.  Intel  says  Hyper-Threading  can 
boost  speeds  of  multithreading  applications  by  25%. 

Always  a  threat,  Intel’s  speedy  chips  this  year  chased 
RISC-based  vendors  right  off  the  course  at  times.The 
well-publicized  move  in  January  by  securities  firm 
E*Trade  to  yank  out  Sun  systems  for  Linux/Intel-based 
systems  is  a  case  in  point.  Sun  was  forced  to  gear  up  by 
announcing  an  Intel  Itanium-2  Linux  server  (which 
directly  competes  with  its  bread-and-butter  RISC  and 
Solaris  wares). Then  in  October, Sun  further  bowed  to 
heavy  user  pressure  and  agreed  to  port  Solaris  9, 
launched  in  May,  to  the  Intel  platform. 

In  February,  Intel  released  a  controller  that  puts  two 
Gigabit  Ethernet  ports  on  one  chip. These  smaller  chips 
are  sure  to  spur  this  technology’s  adoption.  And  in 
September,  it  agreed  to  collaborate  with  IBM  on  blade 
server  chip  manufacturing.  Some  analysts  predict  this 
partnership  of  silicon  powerhouses  could  quickly  lead 
to  domination  in  the  young  blade  server  market. 

As  for  wireless  nets,  particularly  802. 1 1  b,  Intel  means 
business  —  $150  million,  to  be  exact. That’s  the  sum  the 
chip  maker  promised  to  invest  in  seeding  wireless  start¬ 
ups.  When  announced  in  October,  Intel  already  had 
spent  $25  million  in  support  of  more  than  10  such 
companies.  But  that’s  a  fraction  of  Intel’s  network 
technology  venture  moves.  Its  $500  million  Intel 
Communications  Fund,  established  in  1999,  had  made 
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more  than  80  investments  in  17  countries  as  of 
October,  Intel  says. 

Like  most  others.  Intel  rode  some  bumps  in  2002.  In 
October.it  lost  a  second  patent  infringement  suit  over 
its  Itanium  processors  to  Intergraph. The  first,  in  April, 
cost  Intel  $300  million;  the  second  might  cost  $150  mil¬ 
lion  to  $250  million. These  hits  come  on  top  of  basically 
flat  revenue  this  year  over  last. 

As  one  result  of  weak  financials,  Intel  pulled  the 
plug  in  June  on  its  Web  hosting  operations,  which  had 
grown  from  two  data  centers  at  the  business’  1999 
launch  to  eight  in  2000.  Intel  says  it  will  use  the  data 
centers  internally.  Also  in  June,  Intel  stepped  away 
from  InfiniBand, saying  it  would  leave  those  chips  to 
others,  including  Mellanox  Technologies,  in  which  it 
has  an  equity  investment. 

Speed  bumps  aside,  Intel’s  work  in  the  industry  makes 
it  a  “stealth  aggressor,”  Forrester  Research  says.The  firm 
applies  this  term  to  companies  that  use  technology  to 
slingshot  themselves  ahead  of  competitors  during  tur¬ 
bulent  times. 


Microsoft’s  immense 
hoard  of  industry  power 
remained  as  safe  as  ever  in 
2002. 

The  company’s  share  of 
server  and  desktop  operat¬ 
ing  systems  is  locked  tight,  and  it  is  even  gaining  share 
in  the  PDA  market.  In  the  third  quarter  of  2002,  it  had  a 
30%  share  of  that  market,  compared  with  28%  last  year, 
with  rival  Palm  dropping  to  48.6%  from  50%,  Gartner 
says.  And  angry  protests  over  the  licensing  scheme 
Microsoft  announced  in  2001  didn’t  hurt  the  company’s 
power  to  implement  it  this  year,  albeit  with  a  few 
tweaks. 

Microsoft  pushed  hard  into  several  emerging  areas, 
namely  handheld/wireless,  Web  services,  CRM,  instant 
messaging,  even  storage.  Its  move  into  smaller  form  fac¬ 
tors  itself  took  many  forms,  from  the  $96  million  cash  it 
spent  for  location-based  services  software  maker 
Vicinity  to  the  launch  of  the  Tablet  PC  operating  system. 
And  it  spent  the  year  readying  the  world  for  Office  11, 
due  out  in  mid-2003.This  will  be  the  software  giant’s  piv¬ 
otal  move  into  its  Internet-based  applications  strategy 
.Net. The  suite  supports  XML,  which  Microsoft  says  it 
hopes  will  turn  Office  into  a  universal  client  that  could 
front-end  any  XML-supported  back-end  system. 

To  that  end,  Microsoft  pounded  on  Web  services 
doors,  even  though  in  April  it  lost  a  moving  force 
behind  .Net  —  its  COO,  Rick  Belluzzo,  who  took  the 
CEO  position  at  Quantum.  In  September,  Microsoft  and 
HP  signed  a  $50  billion  joint  marketing  agreement  to 
develop  and  promote  .Net.  And  the  ongoing  saga  of  the 
Web  Services  Interoperability  Organization  (WS-I) 
underscored  Microsoft's  growing  advantage  over  its 
biggest  Web  services  rival, Sun.W-SI,  which  Microsoft, 
IBM,  BEA  Systems  and  others  founded  in  February,  now 
boasts  150  members.  Microsoft  holds  one  of  nine  per¬ 
manent  board  positions  and  so  far  has  kept  Sun  from 
that  roster.  (However,  it  seems  likely  that  Sun  will  grab 
one  of  two  new  board  seats  next  year.) 

The  software  maker  also  shoved  instant  messaging  fur¬ 
ther  into  the  enterprise  with  announcements  such  as 
the  one  in  November  for  MSN  Messenger  Connect  for 
Enterprises,  a  service  to  extend  and  manage  MSN 
Messenger  across  the  firewall.  Microsoft  stepped  into 
CRM,  too, announcing  in  July  an  application  for  small 
and  midsize  businesses.  Gunning  for  storage,  in 


September  it  announced  storage  management  software, 
expected  to  ship  with  .Net  Server  in  2003. 

Perhaps  the  best  example  of  Microsoft’s  unflagging 
power  is  its  continuously  black-ink  financials.  It  report¬ 
ed  revenue  for  fiscal  2002,  which  ended  in  June,  up  12% 
over  2001, at  $28  billion,  with  a  net  income  of  $8  billion. 
For  its  first-quarter  2003,  which  maps  to  the  calendar- 
year  third-quarter  2002,  it  reported  a  26%  year-over-year 
increase  in  revenue.  And  as  rivals  such  as  IBM,  HP  and 
Sun  choked  out  news  of  more  layoffs,  Microsoft  laid  out 
plans  in  mid-July  to  hire  5,000. 


SUHNTH! 

Symantec  graces  this 
year’s  list  of  most  powerful 
companies  because  of  its 
growing  dominance  of  the 
security  market  and  its 
improved  service  to  the 
enterprise  in  these  times  of  need. 

In  the  cutthroat  security  market,  Symantec  is  expand¬ 
ing  its  presence.  Last  year,  Symantec  established  itself  as 
the  vendor  with  the  largest  share  of  worldwide  security 
licensing  revenue  —  a  status  Gartner  and  IDC  expect  it 
to  hold  for  2002,  too.  Even  President  Bush  understands 
that  kind  of  power  —  in  September,  he  appointed  Sy¬ 
mantec  CEO  John  Thompson  to  his  security  advisory 
organization,  the  National  Infrastructure  Assurance 
Council  (see  related  story,  page  52). 

But  the  trifecta  of  acquisitions  Symantec  pulled  off  in 
August  tops  the  list  of  the  company’s  2002  accomplish¬ 
ments.  It  bought  Recourse  Technologies,  Riptech  and 
SecurityFocus.  From  these  it  grabbed  technology  for 
stronger  intrusion  detection,  security  monitoring  and 
security  alerts,  respectively. This  after  its  first  acquisition 
of  the  year,  only  a  month  earlier,  of  Mountain  Wave, 
which  gave  it  a  security  information  management  tool. 

Symantec  wasted  little  time  incorporating  these  pur¬ 
chases  into  sellable  products  and  services.  In  October,  it 
announced  its  Security  Management  System  2.0,  based 
on  the  Mountain  Wave  technology.  A  new  version  of  the 
security  alerts  subscription  service,  DeepSight  Alert 
Services  4.0,  from  the  SecurityFocus  acquisition,  rolled 
out  in  November.  While  Symantec  already  had  an  intru¬ 
sion-detection  system  of  its  own,  it  ditched  it  in  favor  of 
Recourse’s  ManHunt  technology.lt  showed  strength  by 
acquiring  what  was  shaping  up  to  be  its  most  formid¬ 
able  rival  in  this  promising,  emerging  field  and  recogniz¬ 
ing  better  technology  when  it  saw  it. 

Products  such  as  Symantec  Enterprise  Firewall  7.0 
also  are  helping  the  company  push  its  edge  in  more  tra¬ 
ditional  wares. The  full-inspection  firewall,  released  in 
February,  supports  the  Advanced  Encryption  Standard, 
speeds  of  up  to  1.5G  bit/sec,  easier  VPN  deployment 
and  secure  videoconferencing  through  the  firewall. 

True,  Symantec  suffered  a  couple  of  black  eyes  when 
security  watchers  issued  alerts  on  holes  found  in  its  fire¬ 
wall  products  in  the  summer  and  fall.  But  Symantec 
responded  quickly  with  patches  and  its  own  alerts,  or  in 
one  case,  worked  with  the  alerting  organization  to  post¬ 
pone  sounding  the  general  alarm  until  it  had  patches  at 
the  ready. 

On  the  desktop  side,  Symantec  began  offering  a  client 
that  integrates  antivirus,  personal  firewall  and  intrusion- 
detection  technologies. This  product  will  help  compa¬ 
nies  shore  up  network  clients,  which  are  “the  most- 
costly  and  least-secure  IT  asset,"  the  company  says.  Man¬ 
aged  security,  the  emerging  area  that  pundits  had  been 
quick  to  dismiss,  has  been  booming  for  Symantec,  too.  It 
signed  55  new  deals  in  its  third  quarter,  ended  Sept.  27. 


With  business  booming, strong  financials  and  a  hand 
on  the  security  technologies  of  the  future,  Symantec  is  a 
power  on  the  rise. 


VERIZON 

The  momentum  of 
Verizon’s  power  carried  it 
through  2002  like  a  tropi¬ 
cal  storm  heading  for 
shore.  If  all  goes  as 
Verizon’s  direction  indi¬ 
cates,  companies  soon  will 
get  another  financially  stable  national  provider  from 
which  to  buy  services.  In  November,  this  incumbent  of 
the  Northeast’s  local  phone  service  announced  plans  to 
launch  business-class,  voice  and  data  long-distance  ser¬ 
vices  in  its  traditional  territory  early  next  year.  It  has  won 
approval  to  offer  long-distance  services  in  all  of  its  15 
local  service  areas  except  for  three  —  Maryland,  West 
Virginia  and  the  District  of  Columbia. Those  it  expects  to 
add  during  the  next  several  months,  officials  say. 

It  then  wants  to  invade  56  markets  nationwide  with  a 
premium  business-class  service,  competing  head  to 
head  with  the  likes  of  AT&T,  WorldCom  and  Sprint.  In 
addition  to  basic  voice  and  data,  it  will  offer  integration 
services  such  as  network  management,  data  storage, 
business  recovery  and  security. This,  on  top  of  other 
enterprise  data  services  it  announced  this  year, such  as 
a  managed  service  to  provide  companies  with  the  use 
of  a  Cisco-based  voice-over-IP  network. Verizon  made 
international  headway,  too.  In  March,  it  rolled  out  frame 
relay  and  private  line  on  its  international  network,  which 
lets  multinational  companies  connect  to  branch  offices 
in  select  cities  throughout  Europe,  Asia  and  Latin 
America. 

Through  its  subsidiary  Verizon  Wireless,  the  carrier 
whirled  all  over  wireless  and  3G.  In  February,  it  launched 
its  limited-availability  high-speed  service,  and  is  racing 
against  AT&T  and  Sprint  to  bring  3G  coverage  to  cities 
nationwide.  Gateway,  through  a  deal  inked  in  October,  is 
reselling  this  Code  Division  Multiple  Access  service.  Also 
this  year, Verizon  Wireless  forged  a  couple  of  agreements 
with  AOL.The  first  brings  AOL  content  and  services, 
from  headline  news  to  e-mail  access  to  cell  phones.The 
second  offers  Instant  Messenger  to  its  wireless  sub¬ 
scribers,  letting  chat  occur  between  buddies  on  PCs  or 
phones. 

Verizon’s  run-in  with  the  Recording  Industry  Associ¬ 
ation  of  America  (RIAA)  has  powerful  implications,  too. 
In  July,  the  RIAA  subpoenaed  Verizon,  pressing  it  to 
reveal  the  identity  of  an  ISP  subscriber  accused  of  giv¬ 
ing  away  copyrighted  music  as  MP3  files. Verizon 
refused  to  snitch,  and  in  October,  12  groups,  including 
Yahoo  and  other  large  ISPs, submitted  arguments  in  sup¬ 
port  of  Verizon’s  position.  Web  privacy  has  gained  a  pow¬ 
erful  ally. 

The  one  downer  is  Verizon’s  crashed  plans  to  own  a 
Tier-1  backbone.  Its  main  partner  in  that  arena,  Genuity, 
is  now  in  Chapter  1 1  bankruptcy,  as  part  of  a  purchase 
plan  that  Level  3  Communications  announced  in  late 
November. Verizon  this  summer  walked  away  from  its 
opportunity  to  buy  80%  of  Genuity,  although  it  is  still  a 
lender  to  it. 

Fiscally,  these  moves  are  paying  off.  Although  revenue 
was  essentially  flat  for  most  of  the  year,  even  as  it 
poured  on  the  capital  investments.  In  the  third  quarter, 
the  company  reported  $17.1  billion  in  total  operating 
revenue  and  $2.1  billion  before  nonrecurring  items  in 
earnings.  Revenue  rose  by  a  little  less  than  1%  overall. 

Telephone  company  competitors  had  better  grab  their 
raincoats.  ■ 
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100%  Dell  performance  and  reliability 
for  up  to  50%  less  than  the  competition. 


Dell  PowerConnect  Switches...100%  no-brainer. 
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Dell  |  Managed  Switches 

PowerConnect”  3024*  Switch  PowerConnect™  3048*  Switch 


Scalable,  High-Performance  Managed  Switch 

•  24  Fast  Ethernet  Ports  Plus  2  Built-In  Gigabit50  Uplinks 

•  Up  to  12.8  Gbps  of  Wire-Speed  Switching  Capacity 

•  Stackable  -  Supports  up  to  144  FE  Ports  in  a  Stack 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement2 

£  mm  as  low  as  $17/mo.,  (46  ports?0) 

60  Days  Same-As-Cash 

rJJJ  E-VALUE  Code:  13817-  S11205 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement!2  add  $77 


Rack-Dense,  High-Performance  Managed  Switch 

•  48  Fast  Ethernet  Ports  Plus  4  Built-In  Gigabit50  Uplinks 

•  Up  to  21.6  Gbps  of  Wire-Speed  Switching  Capacity 

•  Stackable  -  Supports  up  to  144  FE  Ports  in  a  Stack 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement52 

as  low  as  $29/mo.,  (46  pmts?0) 
Jail  ll  60  Days  Same-As-Cash 

E-VALUE  Code:  13817-  S11209a 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement,52  add  $199 


PowerConnect™  3248*  Switch  PowerConnect™  5224*  Switch 


NEW  High-Performance  Enterprise  Class  Managed  Switch 

•  48  Fast  Ethernet  Ports  Plus  2  Built-In  Gigabit50  Uplinks 

•  Multi-Layer  Traffic  Classification  at  Layers  2, 3,  and  4 

•  Advanced  Management  via  Browser  or 
Industry-Standard  CL1 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement52 

as  low  as  $29/mo..  (46  pruts”) 
mMMM  60  Days  Same-As-Cash 

WWW  E-VALUE  Code:  13817-  S11209b 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement?2  add  $199 


NEW  High-Performance  All-Gigabit50  Managed  Switch 

•  24  Copper  Gigabit50  Ports  Plus  4  SFP  Fiber  Uplinks 

•  Layer-3  Aware  Class  of  Service  Prioritization 

•  Advanced  Management  via  Browser  or 
Industry-Standard  CLI 

•  3-Yr  Next  Business  Day  Part  or  Unit  Replacement52 

g*  as  low  as  $63/mo.,  (46  ports?0) 

Jr)  V’lllll  60  Days  Same-As-Cash 

b  IWW  E-VALUE  Code:  13817-S11221 

Recommended  upgrade: 

•  3-Yr  7x24  4-Hr  Part  or  Unit  Replacement!2  add  $299 


Managed  switches  you  can  count  on  to  do  more  than  just  save  money.  Just  what  you’d 
expect  from  Dell,  proven  technology  that  cuts  costs.  Equipped  with  the  latest  industry-standard 
technology,  PowerConnect  switches  are  highly  interoperable  and  easily  integrate  into  an  existing 
network.  They're  scalable  for  future  growth  and  have  easy-to-use  management  features  to  help 
you  improve  network  up-time  and  security.  Choosing  Dell  PowerConnect  switches  means  you  won't 
have  to  sacrifice  performance  for  price.  And  that's  a  concept  you’ll  definitely  want  to  plug  into. 

Dell  PowerConnect  3248  Outperforms 
the  Cisco  Catalyst  2950  and  3COM 
SuperStack  3  Switch  4400  by  up  to 
45%  in  Layer  2  Throughput  Tests. 

Tolly  Group  Report  #202149 
-  September  2002 
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Growing  your  network.  Easy  as 


Click  www.dell.com/switch  Call  1-877-301-3355 

toll  free 


Call:  M  F  7a  9p|Sat  8a  5p  a. 

Pricing,  specifications,  availability,  and  terms  of  offer  may  change  without  notice  Taxes  and  shipping  charges  extra,  and  vary,  and  not  subject  to  discounts.  U  S  new  purchases  only.  Dell  cannot  be  responsible  for  errors  in  typography  or  photography 

“This  device  has  not  been  appioved  by  the  Federal  Communications  Commission  for  use  in  a  residential  environment  This  device  is  not.  and  may  not  be.  offered  for  sale  or  lease,  or  sold  or  leased  for  use  in  a  residential  environment  until  the  approval  of  the  FCC  has  been  obtained 

‘Monthly  payment  based  on  48-month  Quickloan  at  12.99%  interest  rate  for  qualified  Small  Business  customers.  Your  interest  rate  and  monthly  payment  may  be  same  or  higher,  depending  on  your  creditworthiness  Minimum  transaction  size  of  $500  required  Maximum  aggregate 
financed  amount  not  to  exceed  $25,000  Under  60  Days  Same-As-Cash  QuickLoan.  interest  accrues  during  first  60  days  after  Quickloan  Commencement  Date  (which  is  five  days  after  product  ships)  if  balance  not  paid  within  these  60  days  OFFER  VARIES  BY  CREDITWORTHINESS  Of 
CUSTOMER  AS  DETERMINED  BY  LENDER  Taxes,  tees  and  shipping  charges  are  extra  and  may  vary  Not  valid  on  past  orders  or  financing  QuickLoan  arranged  by  CIT  Bank  to  Small  Business  customers  with  approved  credit  'This  term  indicates  compliance  with  IEEE  siandard  802  3ab 
for  Gigabit  Ethernet,  and  does  not  connote  actual  operating  speed  of  1  Gb/sec  For  high  speed  transmission,  connection  to  a  Gigabit  Ethernet  serve!  and  network  infrastructure  is  required.  -Technician,  replacement  pan  or  unit  (depending  on  service  contract)  will  be  dispatched  if 
necessaiy  following  phone-based  troubleshooting  Service  may  be  provided  by  third-party  provider.  Subject  to  parts  availability,  geogiaphical  restrictions  and  terms  of  service  contract  Service  timing  dependent  upon  time  of  day  call  placed  to  Dell  Replacements  may  be  refurbished 
U  S  only  Dell,  the  stylized  E  logo.  E-VALUE,  and  PowerConnect  are  trademarks  of  Dell  Computer  Corporation  ©2002  Dell  Computer  Corporation  All  rights  reserved. 
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Realism  needn’t  eHclude  optimism,  even 


in  a  tough  economy  uuhen 


these  concepts  seem  to  occupy  separate  quadrants  of  the  philosoph¬ 
ical  plane.  True,  the  network  industry  still  is  nursing  a  hangover  from 


the  optimism  binged  on  during  the  Internet  bubble.  Netuuork  executives 


(uuho  aluuays  have  been  realists)  knouu  the  cure:  neuu  technology. 


While  a  company  can’t  ignore  its  financial  performance,  they  say,  honest- 
to-goodness  new  technology  is  more  important  to  improving  power  in  the 
eyes  of  the  IT  customer  than  encouraging  short-term  financial  reports. 

That’s  the  message  gleaned  from  this  year’s  Powerometer  survey  of  250 
Network  World  readers.  Specifically,  nearly  half  the  participants  agree  —  14% 
strongly  —  with  the  statement  that  the  network  industry  is  more  powerful 
than  other  industries  (such  as  energy,  accounting  and  financial  services) 
also  battered  in  this  downturn.  Likewise,  half  say  a  company’s  ability  to  pro¬ 
duce  great  new  technology  is  a  more  important 
power  consideration  than  is 
the  ability  to  meet 
quarterly  financial 
projections. 


ILLUSTRATION  KEITH  NE6LEY 


Respondents  nevertheless  issued  a  “power  correction”  in  this  year’s  survey. 
Using  a  scale  of  1  to  100,  readers  rated  a  company's  power,  with  100  being 
the  most  powerful.  Comparing  this  year’s  means  —  the  Power  Ratings  — 
with  200 l’s  reveals  that  readers  don’t  consider  a  single  company,  mighty 
Microsoft  and  Cisco  included,  as  more  powerful  this  year  than  last.  In  fact, 
the  Power  Rating  for  all  companies  dipped  to  a  five-year  low. 

Neither  do  readers  see  vendors  using  this  economic  slowdown  to  usurp 
power  from  each  other. The  top  10  companies  remain  in  nearly  identical 
rankings  as  they  stood  in  2001,  with  3Com  being  an  anomaly.  3Com 
jumped  from  No.  13  to  No.  10,  reaching  top-10  status  for  the  first  time  since 
1999.  But  this  is  less  a  credit  to  3Com  than  a  result  of  large  power  penal¬ 
ties  placed  on  troubled  vendors,  such  as  those  in  the  anemic  telecom 
sector  and  those  with  scandalous  financial  problems.  Last  year,  EMC  rated 


2002  Power  Rauings 

Using  a  scale  of  1  bo  100,  bhe  250  readers  uuho  parbicipabed  in  our  annual 
Pouueromeber  survey  did  nob  rabe  a  single  company  more  pouter  bhis  year 
bhan  lasb. 
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Microsoft 
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Cisco 
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Intel 
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IBM 
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Sun 
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Oracle 
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64.1 

-8.3% 

5 

7 

Dell 
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AT&T 
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Hewlett-Packard 
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3Com 
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Verizon 
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Nortel 

52.2 

56.0 

-6.8% 

14 

13 

EMC 

51.1 

56.7 

-9.9% 

11 

14 

Computer  Associates 

50.7 

50.9 

-0.4% 

24 

15 

Sprint 

49.5 

55.6 

-11.0% 

15 

16 

SBC 

47.9 

54.1 

-11.5% 

19 

17 

BellSouth 

47.5 

54.3 

-12.5% 

18 

18 

Novell 

46.6 

50.0 

-6.8% 

25 

19 

Qwest 

42.9 

53.5 

-19.8% 

21 

20 

WorldCom 

36.7 

55.6 

-34.0% 

16 

*  Survey  included  25  companies  in  2001 
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dens  rate  no  vendor  more  powerful  this  year  bhan  lasb.  Bub  bhey  remain 
inologies  will  help  bhe  indusbry  regain  ibs  former  lusber. 


No.  1 1,  ahead  of  3Com,  but  thanks  to  almost  two  years  of  operating  losses,  a 
sagging  stock  price  and  probes  into  its  accounting  practices,  readers  docked 
EMC’s  Power  Rating  by  about  10%. 

Yet,  readers  named  EMC  the  storage  vendor  most  likely  to  increase  power  in 
2003. This  is  thanks  to  its  growing  partnership  with  Dell  and  the  boosting  of  its 
executive  payroll  with  some  former  big  rivals.  Likewise,  readers  are  similarly 
optimistic  over  the  chances  for  AT&T,  Dell  and  Verizon  to  increase  power  over 
their  competitors  in  the  next  12  months  (see  related  story,  page  9). 

In  its  entirety,  the  survey  reveals  that  network  executives  still  believe  in  tech¬ 
nology’s  power  to  change  the  world  —  just  as  it  always  has.  But,  they  know 
these  disruptive  technologies  take  hard  work, not  imaginative  accounting.* 


Pouuep  losers 

Readers  reduced  the  Pouter  Ratings  of  sin  companies  by  about 
10%  or  more,  ujhile  boosting  no  company's  rating. 
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Despite  across-the-board  company 
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soeady  pannings 

Like  racecar  drivers  paused  by  bhe 
yellouu  flag,  bop  vendors  are  holding 
fairly  steady  in  the  pouuer  rankings 
of  last  year.  3Com  alone  moved  up 
three  paces  into  the  bop  10,  a  spot 
it  hasn’t  occupied  since  1999. 
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Readers  see  RT6T  and  Verizon  as  the  buuo 
dabacom  providers  most  likely  do  snatch 
pouuer  in  2003. 


Babdleuuorn,  sure,  but  more  readers  name 
EMC  as  the  storage  vendor  more  likely  to 
increase  pouuer  in  2003  bhan  any  other. 
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as  bhe  computer  system  maker  best 
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Through  a  phone  • 
survey  conducted  by 
Research  Concepts.in 
Berlin,  Mass.,  we 
asked  250  readers  to 
rate  company  and 
CEO  power,  using  a 
scale  of  1  to  100,  with 
100  being  the  most 
power.  We  then  com¬ 
pared  this  year's  mean 
—  dubbed  the  Power 
Rating  —  with  last 
year's.  From  this  we 
calculated  the  per¬ 
centage  of  change  in  a 
company's,  or  individ¬ 
ual's,  year-over-year 
Power  Rating.  The  pur¬ 
pose  was  to  measure 
network  vendor  and 
CEO  power  in  the  eyes 
of  the  user  community 
(see  story,  page  54). 

We  surveyed  readers 
from  a  variety  of  indus¬ 
tries,  with  the  finance, 
government,  health¬ 
care  services  and 
manufacturing  sectors 
providing  some  60%  of 
participants.The 
remainder  came  from 
seven  other  industries, 
including  aerospace 
and  utilities.  All  read¬ 
ers  held  IT  titles  in  the 
network  field  and 
worked  at  companies 
with  more  than  1,000  ' 
employees,  half  for 
organizations  that 
employed  10,000  or 
more  people.  (See  de¬ 
mographics,  page  55.) 

This  year,  we  redu¬ 
ced  the  number  of  ven¬ 
dors  and  CEO  survey, 
subjects  from  25  to  20, 
We  felt  this  change  .  . 
better  reflects  tbd§e^$ 
who  are  watch-ed  as  A 

■  . 

industry  benchmarks;  ■ 
of  power  Howeverr>. 
this  change  did  affepl^ 
the  ranks  of 
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To  hire  an  electrical  contractor  who  employs  IBEW  workers,  contact 
your  local  NECA  chapter  or  IBEW  local  union.  To  find  a  NECA 
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contractor,  call  The  NECA  Connection  at  800-888-6322. 
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www.thequalityconnection.org 


National  Electrical  Contractors  Association 
International  Brotherhood  of  Electrical  Workers 
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New  automated  server  configuration  management)  software  promises  to 
lessen  your  staff’s  workload  in  the  data  center  while  boosting 
server  security,  configuration  consistency,  and  availability. 


BU  DENISE  DUBIE 


Network  downtime  is  not  an  option  for  Priceline.com. 
The  ULIeb-based  “name  your  price”  travel  services  compa¬ 
ny  —  widely  known  for  its  comic  ads  featuring  “Star  Trek” 
legend  UUilliam  Shatner’s  crooning  —  cannot  separate  busi¬ 
ness  from  technology.  Priceline’s  IT  infrastructure,  applica¬ 
tions  and  supporting  software  tools  are  the  business. 

Specifically,  the  company’s  bottom  line  depends  directly  on 
500  Microsoft  ULIindows  NT  and  UniH  servers  staying  avail¬ 
able  to  support  millions  of  customer  page  views  per  day. 

“Technology  is  the  foundation  of  our  business.  If  the  Web  site 
is  closed,  then  the  store  is  closed,” says  Ron  Rose,  Priceline  CIO. 
The  Norwalk,  Conn.,  company  estimates  that  one  hour  of 
downtime  costs  about  $50,000. 

So  last  year  when  a  slew  of  new  companies  started  making 
claims  about  reducing  manual  tasks,  speeding  problem  reso¬ 
lution,  automating  server  configuration,  and  providing  consis- 


Travel  services  company 
Priceline.com  takes  server 
uptime  so  seriously  that  it 
took  off  after  automation 
configuration  management 
software  as  soon  as  it 
heard  about  the  new  cate¬ 
gory,  CIO  Ron  Rose  says. 


tency  and  security  across  data  centers,  Rose  paid  attention. 
“We  take  mean  time  to  repair  on  our  servers  so  seriously  that 
I  had  to  investigate. The  store  cannot  appear  closed  to  any 
customers  at  any  time,”  he  says. 

BladeLogic,  a  systems  and  server  management  start-up,  stood 
out  among  the  companies  Rose  investigated. The  company’s 
BladeLogic  Configuration  Manager  software  modules  provi¬ 
sion,  analyze  and  manage  networked  servers  from  a  secure 
console.  The  software  automates  many  configuration  processes 
that  normally  are  handled  manually,  such  as  the  application  of 
patches  or  the  collection  of  inventory  information.  Rose  says 
most  appealing  is  that  BladeLogic  provides  cross-platform  man¬ 
agement. 

“Data  center  architectures  are  very  problematic  from  an 
administrative  perspective,  so  tools  that  help  unify  the  adminis¬ 
tration  of  these  heterogeneous  environments  are  the  wave  of 
the  future,”  he  says. 

Priceline  runs  two  Web  site  infrastructures  across  three  physi¬ 
cal  sites  —  corporate  headquarters  and  two  data  centers  — 
with  a  total  of  400  production  WinTel  or  NT-based  servers  and 
about  100  big  Sun  servers  for  Oracle  databases.  Rose  deployed 
BladeLogic  about  nine  months  ago  in  the  data  centers  and  has 
run  the  software  in  full  production  mode  for  about  six  months. 
With  BladeLogic, “there  are  fewer  detectable  errors  and  a 
greater  level  of  security  across  servers,”  he  says. 

And,  while  Priceline  has  yet  to  perform  a  return-on-invest¬ 
ment  study  from  a  cost  standpoint,  Rose  says  he  can  control 
more  servers  with  fewer  people  because  manual  configura¬ 
tions  have  been  eliminated. 

Moonlit  servers  and  spinning  plates 

Besides  BladeLogic,  companies  such  as  CenterRun,  Jareva, 
Moonlight  and  PlateSpin  have  emerged  in  the  past  18  months 
or  so  promising  to  reduce  staff  hours  and  eliminate  configura¬ 
tion  errors  when  provisioning  data  centers. 

And  established  management  software  vendors  such  as 
Hewlett-Packard,  Novadigm  and  Marimba  have  enhanced  their 
software  to  distribute  patches  automatically  or  configure 
servers  consistently  across  data  centers,  for  better  security  and 
availability  These  management  vendors  are  responding  to  a 
number  of  factors:  the  shortage  of  skilled  IT  workers;  the  need 
to  eliminate  server  configuration  errors,  which  can  lead  to  net¬ 
work  downtime,  on  e-business  and  e-commerce  Web  sites;  and 
the  evolution  of  software  toward  automation  features. 

Managed  services  provider  Loudcloud  even  changed  its  busi¬ 
ness  model  and  its  name  to  get  into  the  automated  configura¬ 
tion  management  game.The  company,  now  called  Opsware, 
sold  its  managed  services  business  to  EDS,  which  also  is  Ops- 
ware’s  largest  customer.  Opsware’s  System  3  platform  provides 
the  data  center  management  and  automated  server  configura¬ 
tion  Loudcloud  once  delivered  as  a  service. 

See  Server,  page  22 
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The  Enterprise-Class  Network  Next  Door 

Broadband  access  gives  small  sites  the  benefits  of  enterprise-class  network  services 


NETWORKING  TECHNOLOGY  ENABLES  ENTERPRISE 

employees  to  increase  productivity  wherever  they  work — at  a  headquarters 
campus,  a  distant  branch  office,  even  from  home.  However  in  the  past,  the 
options  were  limited  for  high-speed,  secure  network  access  by  small  remote 
sites  and  teleworkers.  Enterprise  network  managers  had  to  weigh  the  costs 
of  secure  but  expensive  leased  lines  or  integrated  services  digital  network 
(ISDN)  circuits  against  the  needs  of  individual  sites  and  users.  In  many 
cases,  these  costs  could  not  be  justified,  leaving  the  default  choice  of  dialup 
connections — but  with  the  trade-off  of  slow  speeds  and  user  frustration. 


Cisco  800  Series  and  SOHO  90  Series  Routers 


Today,  network  managers  can  consider 
supporting  access  to  enterprise  networks  via 
economical,  high-speed  Digital  Subscriber  Lines 
(DSL)  and  broadband  cable  services.  Although 
these  services 
have  received 
much  attention 
for  home  PC 
users,  enterprises 
can  leverage  them 
as  an  affordable 
way  to  extend 
virtual  private  networks  (VPNs)  and  other 
IP-enabled  services  to  teleworkers  and  small  remote 
sites.  Yet  before  they  will  support  a  large  number 
of  broadband  connections,  network  managers 
need  assurance  that  the  critical  issues  of  security, 
quality  of  service  (QoS),  manageability,  and  scala¬ 
bility  are  addressed  adequately  by  network  access 
solutions. 

The  key  is  finding  the  right  networking 
products  for  broadband  access  in  small  offices  and 
employee  homes  that  integrate  enterprise-class 
security  and  management  features.  Cisco  Systems 
helps  enterprises  and  users  get  the  most  from 
broadband  connections — offering  market-leading 
access  routers  with  integrated  security  features  and 
options  for  VPN  client  software  as  well  as  powerful 
central-site  routers,  VPN  concentrators,  firewalls, 
and  management  systems. 


More  Than  Just  a  Need  for  Speed 

When  it  comes  to  remote  network  access,  of 
course  speed  is  important.  Depending  on  the 
broadband  speeds  supported  by  service  providers 

in  each  location, 
remote  users  can 
enjoy  access  to 
data  applications 
at  the  same  per¬ 
formance  levels 
as  at  a  corporate 
office.  For  many 
locations,  the  performance  and  affordable  price 
make  broadband  services  an  attractive  replacement 
for  leased  lines  and  ISDN  circuits. 

However,  when  considered  from  the  perspective 
of  overall  enterprise  needs,  broadband  access  can 
enable  many  more  networking 
services.  For  example,  broad¬ 
band  provides  the  performance 
necessary  for  applications  such 
as  IP  telephony  for  off-site  phone 
extensions  and  IP  video  for  training  and  internal 
broadcasts. 

To  get  the  most  from  these  applications, 
networking  solutions  must  provide  the  robust 
features  for  security,  QoS,  IP  telephony,  ease  of  use, 
scalability,  and  manageability  required  for  VPNs  that 
may  eventually  connect  hundreds  or  thousands 
of  sites. 


To  learn  how  Cisco  VPN 
solutions  can  benefit 
your  network  visit 
www.cisco.com/go/pix 


End-to-end  security.  To  be  truly  effective, 
security  must  be  embedded  throughout  the 
enterprise  network.  Cisco  Systems  delivers  a 
comprehensive  portfolio  of  advanced  network 
security  solutions,  including  extended  perimeter 
security,  intrusion  detection,  identity  management, 
and  security  management. 

Integrated  and  managed  firewall  and  VPN 
capabilities.  The  security  design  and  policies 
implemented  at  headquarters  should  be  extended 
to  even  the  smallest  sites.  Remote  management  to 
assure  consistent  security  policies  and  proper 
firewall  operation  at  a  remote  site  are  also  essential 
for  protecting  network  access. 

Quality  of  service.  For  advanced  applications, 
QoS  capabilities  can  fine-tune  traffic  flow,  assuring 
high  performance  for  critical  applications  and  a 
satisfactory  user  experience.  Quality  of  service 
also  provides  the  bandwidth  management 
required  to  support  smooth  delivery  of  voice  and 
video  communications. 

Extend  Cisco  IP  Telephony  services.  By 

combining  a  broadband  cable  or  DSL  connection 
and  the  right  access  router,  an  enterprise  can  bring 
the  cost  savings  and  application  advantages  of  IP 
telephony  to  users  outside  of  the  corporate  campus. 
High-speed  encryption  and  QoS  features  in  the 
Cisco  800  Series  (www.cisco.com/go/830)  routers 
allow  corporations  to  extend  IP  telephony  to  remote 
sites.  An  IP  phone  can  be  con¬ 
nected  to  a  port  on  the  router’s 
10/100  LAN  switch,  then  utilize 
the  VPN  tunnel  initiated  by  the 
router  to  connect  to  the 
corporate  telephone  system. 

Easy  setup  and  configuration.  Easy,  reliable, 
and  consistent  setup  is  essential  for  broadband 
access  equipment.  An  access  router  should  be  easy 
to  install  and  activate  by  non-technical  users,  with 
a  configuration  that  is  tailored  to  the  enterprise's 
policies  and  network  parameters.  Cisco’s  remote- 
access  routers  offer  options  for  automated  or 


Advertisement 


pre-configuration,  or  allow  the  user  to  easily  set-up 
a  custom  configuration  with  the  Cisco  Router  Web 
Setup  tool. 

Management  from  a  central  location. 

Management  features  in  the  Cisco  IOS®  software 
provide  a  common,  familiar  foundation  for 
technicians  to  manage  Cisco  remote-access 
routers  from  the  headquarters  site.  Through  an 
in-band  or  out-of-band  management  link  on  the 
access  router,  a  technician  can  efficiently  download 


policy  updates,  change  configurations,  and  diagnose 
problems. 

Additionally,  the  CiscoWorks  product  family 
provides  a  collection  of  powerful  management 
applications  to  configure,  administer,  and 
maintain  a  Cisco  network  infrastructure.  The 
CiscoWorks  tools  improve  the  accuracy,  efficiency, 
and  effectiveness  of  network  administrators  and 
operations  staff  while  increasing  overall  network 
availability  with  tools  for  proactive  planning, 
deployment,  and  troubleshooting.  The  CiscoWorks 
family  of  products  helps 
manage  the  network,  devices, 
and  users  in  a  centralized, 
consistent  manner.  With 
Cisco  Easy  VPN  features  in  Cisco  routers  and 
security  products,  the  main  VPN  concentrator  can 
easily  connect  to  remote-site  routers  to  push  updated 
VPN  policies,  which  reduces  an  ongoing  activity  for 
VPN  management. 

Scalability.  Growing  numbers  of  remote 
connections  present  new  challenges  for  an 
enterprise  network.  The  overall  VPN  solution 


must  support  simple,  consistent  processes 
for  adding  new  sites  without  negatively 
impacting  network  performance,  compromising 
security  policies,  or  becoming  a  burden  for 
IT  personnel. 

Choosing  a  Broadband  Solution  for  Small 
Remote  Sites 

Together,  these  essential  access  features  point 
to  a  sophisticated,  business-class  router  as  the 
device  of  choice  for  small  remote  sites  or  teleworkers 

using  broadband  con¬ 
nections  to  a  large  enter¬ 
prise  VPN.  For  organi¬ 
zations  that  do  not 
require  all  of  these 
features,  security  appli¬ 
ances  or  personal  firewall 
and  VPN  client  software 
may  offer  adequate, 
lower-cost  choices  for 
network  access  from  a 
home  or  small  office. 

The  Cisco  830  Series 
of  secure  broadband 
routers  is  ideal  for  providing  VPN  connectivity  to 
small  remote  sites  and  teleworkers.  These  routers 
deliver  a  wide  range  of  integrated  security  features 
including  hardware-accelerated,  high-speed 
encryption  and  a  stateful  firewall  as  well  as 
advanced  QoS  features  for  high-quality  data, 
voice,  and  video  applications.  The  Cisco  830  Series 
also  supports  easy  deployment  and  remote 
management  with  Cisco  IOS  software  features. 

Cisco  also  offers  the  Cisco  SOHO  90  Series 
(www.cisco.com/go/soho90)  secure  broadband 
routers,  which  provide  firewall 
and  software  for  VPN 
connectivity  by  teleworkers 
and  small  sites  with  up  to  five 
users.  These  affordable  routers  are  easy  to  set-up, 
yet  provide  business-class  security  features  for 
small  offices  connecting  to  the  Internet. 
Choosing  a  VPN  Solution  for  the 
Headquarters  Site 

Equipment  that  terminates  user  VPN  tunnels  at 
the  headquarters  site  must  address  requirements 
for  manageability  and  scalability.  The  enterprise- 


Cisco  Systems  offers  many  choices  for  connecting  small  sites  and 
teleworkers  to  an  enterprise  VPN  over  a  DSL  or  broadband  cable  link 
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class  routers,  VPN  concentrators,  and  firewalls 
from  Cisco  Systems  give  enterprises  a  choice  of 
devices  for  meeting  these  requirements. 

Cisco  offers  several  enterprise-class  routers  for 
connecting  VPN  users  at  a  central  site.  Depending 
on  requirements,  routers  such  as  the  Cisco  7000 
family  or  Cisco  3700  Series  can  deliver  a  turnkey 
deployment  with  all  interfaces,  software, 
hardware,  and  the  browser-based  Cisco  VPN 
Device  Manager  software.  The  world-leading 
Cisco  PIX®  Firewall  Series  is  a  family  of 
purpose-built  security  appliances  that  deliver 
enterprise-class  security  services  such  as  a 
stateful-inspection  firewall,  IPSec  VPNs,  intrusion 
protection,  and  more.  Product  models  range  from 
compact,  desktop  firewalls  for  use  in  small  sites 
to  gigabit  firewalls  for  consolidating  VPN  access 
at  an  enterprise  headquarters  site. 

Cisco  VPN  3000  Series  Concentrators  provide 
high-density  connections  for  VPN  users.  This 
product  family  includes  models  to  support  large 
organizations  with  up  to  10,000  simultaneous 
remote  users.  The  Cisco  VPN  Client,  with 
unlimited  distribution  licensing,  is  provided  for 
all  versions  of  the  Cisco  VPN  3000  Series 
Concentrator. 


Making  the  Right  Investment 
for  Broadband  Access 


Enterprise  users  already  enjoy  high 
levels  of  network  performance  and  rich 
network  services  when  they  work  at  a 
large  site.  For  enterprise  network 
managers,  the  question  becomes:  Would 
you  make  any  less  of  an  investment  for 


network  access  and  capabilities  at  your 


remote  sites? 

Making  the  right  investment  means 
evaluating  the  key  criteria  of  security,  QoS 
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Server,  continued  from  page  19 

These  companies  all  offer  one  form  or  another  of  server  con¬ 
figuration  and  change  management  software,  an  IT  area  that 
vendors  and  users  either  overlooked  or  underestimated  in  the 
past  as  they  rushed  to  provision  servers  and  set  up  data  centers 
for  growing  ebusiness  initiatives. 

But  as  network  managers  look  to  squeeze  more  out  of  exist¬ 
ing  staff  and  servers,  industry  watchers  say  automated  configu¬ 
ration  management  tools  will  become  a  must-have  in  large  cor¬ 
porate  networks. 

“Right  now  IT  staffing  is  inelastic.  Staff  cannot  solve  the  server 
provisioning  and  management  problem  for  the  long  term,” says 
Ronni  Colville,  a  research  director  with  Gartner.“Feople  don’t 
scale  in  the  distributed  way  that  e-business  servers  scale.  I  don’t 
see  any  way  to  staff  up  to  adequately  support  the  servers  that 
support  e-business.” 

While  specifics  vary  among  vendors,  the  software  works  with 
a  “master”  centralized  server  and  software  agents  deployed  on 
managed  servers  throughout  the  data  center. The  server  soft¬ 
ware  communicates  with  the  agents,  which  capture  configura¬ 
tion  and  performance  data  on  each  managed  server.  In  some 
cases,  the  software  includes  scripts  that  can  kick  off  automated 
actions  to  report  configuration  errors  or  even  dynamically 
change  the  configuration  based  on  the  knowledge  built  into 
the  software.The  master  server 
can  contain  a  data  repository 
in  which  all  user,  application 
and  server  changes  and 
actions  are  stored,  or  users  can 
save  the  data  elsewhere. 

Software  applications  that 
perform  specific  automated 
tasks,  such  as  deployment,  com¬ 
parison,  notification  and  trans¬ 
port,  also  reside  on  the  central 
server.  And  some  vendors  offer 
applications  or  software  mod¬ 
ules  specific  to  third-party 
products,  such  as  BEA  Systems’ 

WebLogic  or  IBM  WebSphere 
application  servers,  that  provide 
automation  out  of  the  box. 

These  software  tools  can  be  pricey  ranging  in  cost  from  Blade 
Logic’s  $25,000  entry  price  to  Opsware’s  $250,000  low-end  imple 
mentation.  But  they  promise  to  reduce  staff  hours  by  automating 
server  provisioning  and  configuration  —  both  labor-intensive 
tasks,  especially  as  the  number  of  servers  in  a  network  grows.The 
products  also  can  provide  security  by  scheduling  and  distributing 
software  patches  on  a  onetemany  basis,  eliminating  holes  that 
human  administrators  potentially  could  miss. 

In  the  country’s  best  interest 

This  security  aspect  is  what  led  the  U.S.  Department  of  Energy 
to  implement  Opsware’s  System  3  automation  platform. The 
agency  wanted  to  better  secure  technology  assets  and  manage 
software  licenses  across  its  130,000  users, says  Karen  Evans,  the 
department’s  CIO,  because  it  felt  “an  increased  responsibility  to 
protect  essential  national  cyber  assets.” 

In  the  past,  the  Energy  Department  manually  provisioned 
servers,  which  didn’t  ensure  the  configuration  would  be  the 
same  across  all  resources  and  didn’t  create  a  central  point  of 
control.  System  3  lets  the  department  provision  servers  easily 
and  maintain  robust  configuration  control  throughout  the 
agency,  and  it  gives  Evans  a  handle  on  the  software  licenses 
across  the  department’s  multiple  sites.  Opsware’s  collection 
technology  has  helped  “gain  increased  savings”  by  centrally 
administering  the  software  licenses,  Evans  says. 

Such  also  is  the  case  at  Royal  &  SunAlliance  (R&SA)  USA,  a 
property  and  casualty  insurance  company  in  Charlotte,  N.C. 
R&SA  USA,  winner  of  our  2002  User  Excellence  Award,  tapped 
Novadigm’s  Radia  software  for  automatic  distributions,  then  dis¬ 
covered  its  usefulness  in  getting  a  handle  on  software  licenses. 
In  a  money-saving  project,  the  company  is  negotiating  higher- 
\olume  agreements  on  duplicate  software  licenses  that  individ- 


“RIGHT  NOW  IT  STAFFING  IS  INELAS¬ 
TIC.  STAFF  GANNOT  SOLVE  THE  SERV¬ 
ER  PROVISIONING  AND  MANAGEMENT 
PROBLEM  FOR  THE  LONG  TERM. 
PEOPLE  DON’T  SCALE  IN  THE  DIS¬ 
TRIBUTED  WRy  THAT  E-BUSINESS 
SERVERS  SCALE.” 

-  Ronni  Colville,  research  director,  Gartner 


ual  offices  had  bought,  such  as  mapping  software,  says  Roger 
Thibodeau,  chief  network  executive  at  R&SA  USA  (see 
www.nwfusion.com,  DocFinder:  3624). 

Other  benefits  of  server  automation  software  are  centralized 
control  and  volume  distribution,  which  also  serve  network 
managers  well  when  it  comes  to  software  application  updates. 
Not  only  can  these  tools  roll  out  application  updates  in  vol¬ 
ume,  but  they  also  quickly  roll  back  to  the  previous  version 
when  an  application  configuration  error  threatens  to  take  out 
one  or  more  servers. 

At  Priceline,  BladeLogic  has  tripled  the  speed  of  application 
rollbacks,  Rose  says.  He  notes  that  the  company  rolls  out 
upwards  of  300  application  updates  per  month  to  its  two  cross¬ 
platform  data  centers.  Some  rollouts  keep  the  company  up  to 
date  on  the  latest  technologies  and  others  involve  distributing 
patches,  but  until  recently,  application  rollouts  —  and  the  roll¬ 
back  process  when  application  errors  threatened  to  cause 
downtime  —  required  considerable  manual  work. 

“Most  people  don’t  focus  on  the  speed  of  rollback,  but  you 
realize  it’s  important  to  cause  a  minimum  impact  on  the  Web 
site  and  customers,”  Rose  says.The  greater  the  speed  you  can 
roll  back  a  problematic  app,the  more  likely  your  Web  site  and 
services  will  remain  available.” 

While  server  configuration  and  change  management  software 
is  not  new,  the  automation  and  dynamic  features  included  in 

these  tools  are,  says  Corey 
Ferengul.a  program  director  with 
the  Meta  Group.  He  says  these 
vendors  are  trying  to  eliminate 
server  and  application  failures 
caused  by  human  error  and 
improve  the  ratio  of  administra¬ 
tors  to  servers,  which  tends  to 
range,  depending  on  network  size, 
from  l-to-30  to  1  -to- 1 00  or  more. 

Automated  server  configuration 
software  would  lessen  the  time 
needed  for  the  administrator  to 
touch  all  the  servers  with  updates 
and  maintenance.  The  software 
ideally  also  wouldn’t  include  any 
errors.  Users  would  input  the  con¬ 
figuration  data  correctly  once  and 
be  able  to  reuse  and  apply  it  to  all  servers. 

“The  two  processes  that  network  management  vendors  did  a 
terrible  job  of  automating  are  configuration  management  and 
change  management,”  Ferengul  says.’About  half  of  the  issues 
that  happen  when  a  change  is  made  are  manual  errors. 
Automation  will  save  human  operators  from  inputting  errors.” 

While  Ferengul  says  these  tools  meet  a  real  customer  demand, 
many  vendors,  because  they  are  new,  lack  long  lists  of  proven 
implementations  —  a  must-have  in  today’s  IT  buying  environ¬ 
ment.  Another  drawback  is  convincing  network  administrators 
to  change  their  processes  to  support  these  automated  tools. 

The  market  for  intelligent  configuration  management  is  young, 
Ferengul  says,  noting  that  Meta  predicts  that  by  2006  corporate 
users  will  look  to  automate  much  of  the  management  of  their 
complex  application  and  Web  server  environments.  And  some 
big  vendors,  such  as  HP  with  its  Utility  Data  Center  software  and 
IBM  with  its  autonomic  computing  initiative,  are  working  toward 
providing  an  intelligent  network  of  hardware  and  software  that 
can  provision  itself  dynamically  —  with  the  knowledge  and 
understanding  of  the  environment  programmed  into  the  tools 
(see  related  story,  page  57). 

Still,  Ferengul  says,  most  of  today’s  vendors  that  do  bits  and 
pieces  of  automated  change  and  configuration  management 
might  lead  the  way  toward  broader  implementation  of  intelli¬ 
gent  automation  tools.  Patch  management  for  Windows  plat¬ 
forms  will  be  a  driver,  he  says. 

“Say  you  have  three  or  four  patches  per  month,  taking 
three  or  four  hours  per  patch,  per  server,  on  120  servers  with, 
say,  four  administrators  —  you  do  the  math,"  Ferengul  says. 
“There  aren’t  enough  hours  in  the  week  to  apply  patches. 
Numbers  like  that  will  get  people  looking  into  automating 
these  IT  tasks.”  ■ 
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Source:  Meta  Group 


At  CDW,  we  know  that  when  you  need  an  order,  you  need  it  now.  That's  why 
we  have  one  of  the  largest  selections  of  brand  name  technology  products 
available.  And  we  keep  it  all  in  our  state-of-the-art,  450,000  square  foot 
warehouse.  So  even  the  biggest,  most  complex  orders  are  pulled  quickly, 
correctly  and  shipped  right  away.  Most  of  the  time,  the  same  day.  In  other 
words,  just  the  way  you  want  it.  For  more  information,  call  or  visit  our  Web  site. 
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By  blocking  bhe  everyday  bar¬ 
rage  of  nebuuork  probes, 
intrusion-prevention  tools  are 
giving  early  users  back  the 
time  to  address  their  most 
serious  security  concerns. 

By  ilORNNE  CUMMINGS 


During  the  month  of  October,  Chris  da  Silva,  network  man¬ 
ager  at  California  State  University  in  Hayward,  spent  80%  to 
90%  of  his  time  combating  network  intrusions. 

“My  overall  job  here  is  maintaining  the  internal  campus  network,  but 
most  of  my  time  then  was  spent  dealing  with  security?  he  says.“And  that 
included  no-sleep  nights.” 

The  overtime  was  caused  by  of  a  flood  of  denial-of-service  (DoS) 
attacks  that  occurred  after  da  Silva  and  his  staff  thwarted  some  hackers 
trying  to  gain  access  to  the  network.  Luckily  for  da  Silva,  late  in  the 
month  the  school  began  testing  IntruVert  Networks’  IntruShield  2600,  an 
intrusion-prevention  appliance  that  not  only  detects  intrusion  attempts 
but  also  blocks  them.  He  put  the  device  inline, set  it  to  reset  the  offend¬ 
ing  connections  and  saw  the  DoS  attempts  and  resultant  network  con¬ 
gestion  decreased  by  half. “The  change  was  instantaneous.  [IntruShield] 
shut  down  all  those  ‘bots’  the  hackers  had  hammering  on  us,”  he  says. 

Now  da  Silva  says  he  spends  50%  less  time  chasing  down  incidents 
than  he  did  before  installing  IntruShield. 

The  pouuer  of  one 

Intrusion  prevention  is  a  new  breed  of  security  tool  that  combines  the 
powers  of  intrusion-detection  systems  (IDS),  firewall,  antivirus  and  vulner¬ 
ability  assessment  wares.The  idea  is  to  reduce  the  false  positives  that 
hamper  so  many  of  todays  IDS  products  and  to  take  the  next  step:  block¬ 
ing  intrusions  in  real  time,  before  they  hit  the  network. 

Because  the  tools  are  new,  they  aren’t  perfect.  Da  Silva  says  false  posi¬ 
tives  can  be  a  problem.“In  the  default  threshold  mode  for  SYNs  [where 
hosts  open  up  connections  to  other  hosts] ,  IntruShield  will  trigger  a  false 
positive  if  you  have  a  busy  mail  server  with  a  ton  of  SYNs  in  a  certain 
amount  of  time,”  he  says. 

But  these  tools  also  can  learn  the  network  norm  over  time,  curtailing 
false  positives  as  a  result.“You  can  set  IntruShield  to  constantly  update 
the  activity  that’s  going  on  and  reset  its  thresholds,”  da  Silva  says.Then, 
only  when  it  sees  a  sudden  spike  does  it  consider  it  an  anomaly  and 
block  it.  It’s  more  intelligent  than  a  traditional  IDS.” 

Intrusion  prevention  also  is  more  expensive.  According  to  da  Silva,  a 
base  IntruShield  2600  model,  with  real-time  detection  speed  of  600M 
bit/sec,  costs  about  $34,000,  and  a  1G  bit/sec  4000  model  costs  about 
$100,000. 

“Because  it’s  an  ASIC-based  appliance,  it  costs  more,”  he  says.“IDSs  we 
had  cost  under  $5,000  each,  but  they  were  just  software  you  threw  on  a 
PC.They  didn’t  have  real-time  blocking.” 

So  far,  even  when  running  inline,  the  IntruVert  appliance  has  not  been  a 
network  bottleneck  and  has  worked  at  wire  speed,  da  Silva  says.The  tool 
averages  400M  bit/sec  throughput,  which  is  more  than  enough  to  handle 
his  Gigabit  Ethernet  network. 

R  tip  to  the  technology 

Mike  Phillips,  CIO  and  vice  president  of  IT  at  Texas  Tech  University 
Health  Sciences  Center  in  Lubbock,  also  has  good  experiences  to  report 
on  intrusion  prevention.  He’s  tested  TippingPoint  Technologies’  UnityOne 
tool  since  August,  and  expects  to  roll  out  the  product  across  the  health¬ 
care  organization  in  early  2003. 

UnityOne  combines  IDS,  antivirus  and  vulnerability  assessment  fea¬ 
tures,  and  can  be  placed  inline  to  block  intrusions  in  real  time.“We’ve 
been  inundating  it  with  traffic  off  of  one  particular  subnet,  and  we’ve 
been  impressed  with  UnityOne’s  performance  and  its  ability  to  respond 


quickly’ Phillips  says,  indicating  that  the  device  runs  at  up  to  2G  bit/sec. 
“That’s  more  than  wire  speed.” 

Its  strong  vulnerability  assessment  is  important,  too,  given  that  the  cen¬ 
ter  registers  20,000  suspicious  intrusion  attempts  per  month.“It  knows 
what  we  have  running, so  . .  .only  alerts  us  and  blocks  things  we’re  vulner¬ 
able  to,”  Phillips  says.“Our  security  staff  can  now  deal  with  the  important 
issues,  probing  things  in  depth,  instead  of  chasing  butterflies.” 


Time  and  manpouier 

Another  intrusion-prevention  tool  is  ForeScout  Technologies’  Active- 
Scout.  Although  this  appliance  blocks  intrusions  in  real  time,  it  does  not 
rely  on  vulnerability  assessment  or  attack  signatures.  Instead,  ActiveScout 
blocks  traffic  based  on  a  hacker’s  network  scans  before  an  actual  attack.  It 
replies  to  these  scans  with  tagged  false  information  that  it  will  recognize 
and  block  should  the  hacker  use  the  information  to  launch  an  attack. 


Chris  da  Silva,  network  man¬ 
ager  at  California  State 
University,  has  time  to  ponder 
the  big  security  picture  now 
that  an  intrusion-prevention 
appliance  takes  care  of  rou¬ 
tine  hack  attempts. 


MARTIN  KUMIK 


Barry  Choisser,  network  manager  at  Risk  Management  Solutions,  an  in¬ 
surance  risk  modeling  firm  in  Newark,  Calif.,  had  evaluated  IDSs  for  two 
years  before  he  discovered  ActiveScout.“I  really  wanted  something  that 
didn’t  require  updating  signatures  all  the  time.  ActiveScout  blocks  every¬ 
thing,  and  I  never  have  to  fool  with  it,”  he  says. 

ActiveScout  adds  to  the  security  architecture  without  adding 
headaches,  he  says,  citing  the  example  of  a  recent  attempted  worm  infil- 
tration.“We  were  getting  5,000  hits  more  than  normal,  but  nothing  got  in. 
ActiveScout  gives  you  an  extra  layer  of  protection  that  offloads  the  fire¬ 
wall.  You  don’t  throw  away  the  firewall,  the  virus  scanner  or  anything  like 
that,  but  with  this, you  can  offload  a  lot  from  them,”  he  says. 

The  bottom  lines,  Choisser  says,  are  time  and  manpower.“Because  who 
has  the  time  to  configure  these  things  and  deal  with  pages?  They  are 
truly  proactive.” 


Cummings  is  a  freelance  writer  in  North  Andover,  Mass.  She  can  be 
reached  at  jocummings@attbi.com. 


Finally  -  the  missing  piece! 


Today’s  ever-growing  data  centers  make  it  harder 
than  ever  to  get  hands-on  control  of  all  your  servers 
and  network  devices.  Now  you  can  have  direct 
access  to  every  device  in  your  data  center  from  any 
location,  all  from  a  single  screen.  Manage  and  maintain 
servers  in  your  local  rack  or  across  the  world. 


Total  system  control  over  analog  or  IP  connection 
means  complete  ‘at  the  computer’  troubleshooting 
from  anywhere. 

Now  it’s  all  falling  into  place.  Avocent’s  advanced 
analog  and  digital  KVM  solutions  -  the  perfect  fit 
for  the  server  room  and  enterprise. 


For  the  complete  picture,  download  a  free  KVM  Tech  Guide  today  at 
www.kvmguide.com  or  call  1 -866-AVOCENT  (286-2368),  ext.  3005. 


Avocent,  the  Avocent  logo,  “The  Power  of  Being  There".  “KVM  over  IP”,  DSR,  DSView.  DS1800.  and  CPS  are  trademarks  of 
Avocent  Corporation.  All  other  marks  are  the  property  of  their  respective  owners.  Copyright  c  2002  Avocent  Corporation. 


Avocent 

The  Power  of  Being  There 
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Slashed  billing  cycles,  improved  employee  retention  and 
effective  recruiting  are  three  reasons  companies  are 
burning  bo  PDfls. 

By  STEVE  ULFELDER 


Once  considered  a  toy  for  corporate  techno  uuhizzes  or 
gadget-happy  managers,  PDHs  are,  in  increasing  numbers, 
becoming  a  daily  business  tool  for  front-line  workers.  And  ana¬ 
lysts  project  wide-scale  adoption  over  the  nent  two  years. 

Of  course,  passing  out  PDAs  is  simple  and  relatively  inexpensive.The 
challenges  of  corporate  deployment  come  in  data  integration, synchro¬ 
nization  and  security  says  Bill  Clark,  a  Gartner  analyst.  Companies  that 
are  vigilant  over  business  processes  will  be  best-positioned  to  reap  the 
benefits  of  PDAs  because  they  already  have  robust  back-end  systems 
into  which  these  devices  easily  fit,  he  adds. 

The  transportation  and  financial  services  industries  have  led  the  way 
on  PDA  implementations,  but  manufacturing  and  healthcare  also  have 
seen  their  share  of  forward-looking  applications,  says  Scott  Lundstrom, 
an  analyst  at  AMR  Research. 

Healthier  data 

The  North  Shore-Long  Island  Jewish  (LIJ)  Health  System  in  Great 
Neck,  N.Y,  is  one  example  of  a  healthcare  organization  powering  up 
with  PDAs.  About  300  physicians  now  use  Palm  PDAs  to  capture  and 
track  billing  information  as  they  make  their  rounds,  rather  than  relying 
on  the  old  method  of  writing  out  patient,  procedure  and  diagnosis 
information  on  index  cards.The  cards  would  filter  in  at  the  end  of 
each  day  —  if  we  were  lucky’ says  Rick  Carney,  CIO  at  North  Shore-LIJ, 
the  nations  third  largest, nonprofit  secular  healthcare  system.  About 
20%  of  the  records  simply  vanished, “and  a  lot  of  what  we  did  get  was 
unreadable,  which  led  to  data-entry  problems  and  delays  in  billing.” 

In  November  2001,  North  Shore-LIJ  ditched  the  cards  in  favor  of  Palm 
Ills,  which  physicians  pluck  presynced  from  cradles  as  they  enter  the  hos¬ 
pital.  ChargeKeeper,  an  application  from  PatientKeeper,  tracks  patient  vis¬ 
its,  procedures  and  prescriptions.  On  the  doctors’ way  out,  they  return  the 
Palms  to  their  cradles,  and  the  data  is  uploaded  to  an  Oracle  database. 

For  an  investment  that  Carney  characterizes  as  “several  hundred  thou¬ 
sand  dollars  —  well  under  a  million,”  North  Shore-LIJ  claims  a  490% 
return  on  investment.The  company  enjoys  cleaner,  more  complete  data, 
which  means  less  manual  data  entry  and  fewer  invoices  “bounced”  by 
the  billing  system,  Carney  says.“We’re  sending  bills  out  faster, so  we’re 
being  paid  faster]’  he  adds. 

Another  healthcare  company  — Visiting  Nurses’ Association  (VNA) 
Home  Health  Systems,  in  Santa  Ana,  Calif.  —  began  using  PDAs  as  an 
employee  retention  tool.The  company’s  nurses  and  clinicians  are  paid 
by  the  visit;  to  earn  as  much  as  their  peers  in  hospitals,  they  must  see 
about  six  patients  per  day, says  CEO  Jeneane  Brian,  who  also  is  a  devel¬ 
oper  who  wrote  one  of  the  Palm  applications. 

In  2000, VNA  Home  Health  had  a  severe  retention  problem:The 
turnover  rate  within  nurses’  first  90  days  on  the  job  was  27%.  One  reason 
was  that  the  traveling  nurses  faced  48  minutes  of  paperwork  per  hour  of 
care  delivered.  Hospital  nurses’  paperwork  load  was  30  minutes  —  60% 
less  than  their  traveling  counterparts. VNA  Home  Health  nurses  were 
leaving  the  company  because  to  make  a  reasonable  salary  they  had  to 
spend  evenings  and  weekends  doing  paperwork. 

In  early  2001,  the  company  distributed  250  Palm  Ills.  Nurses  sync  their 
devices  twice  a  day.  In  the  morning,  they  download  patient  information 
they  need  for  the  day;  in  the  evening,  they  upload  their  records  to  a 
Microsoft  Access  database. VNA  Home  Health  uses  Bendragon  Software’s 
Forms  3.1  as  the  development  platform  for  its  homegrown  applications 
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and  Pendragon  SyncServer  2.0  for  data  synchronization. 

The  new  system  is  good  for  patients  and  nurses  alike,  Brian  says.'Jn  the 
old,  paper-based  system,  latency  of  data  was  extraordinary  Clinicians  were 
forced  to  make  decisions  on  the  fly  [because  they  hadn’t  gotten  the]  slug¬ 
gish  paper  data,”  she  says.  Now  nurses  have  access  to  all  the  information 
they  need  from  physicians,  pharmacists,  social  workers  and  others. 

With  paperwork  demands  reduced  up  to  45%  and  hourly  pay  thus 
effectively  increased, VNA  Home  Health’s  turnover  rate  within  nurses’  first 
90  days  has  plunged  to  4.5%,  Brian  says.  In  an  employee  satisfaction  sur¬ 
vey,  the  company  asked  if  the  presence  of  a  PDA-based  system  would 
influence  nurses’  future  decisions  to  work  for  an  agency;  99.9%  said  “yes.” 

fln  electronic  recruiter 

Indeed,  PDAs  can  be  effective  recruiting  tools.The  University  of  South 
Dakota,  one  of  Network  World's  2002  User  Excellence  Award  Honorable 
Mentions,  can  attest  to  that  (www.nwfusion.com,  DocFinder:  3623).  A  few 
years  ago,  the  university  noticed  the  colleges  with  which  it  competed 
were  touting  laptop  programs,  which  it  deemed  too  pricey  says  Roberta 
Ambur.CIO  at  the  school,  in  Vermillion.“We  knew  PDAs  would  be  cheap¬ 
er,  and  we  liked  the  additional  mobility  they  offered," she  says. 

The  school  launched  a  first-of-its-kind  program,  requiring  freshmen  to 
use  Palm  PDAs  to  register  for  classes, e-mail  questions  to  professors,  take 
notes, schedule  appointments  with  advisers  and  the  like.  Students  and 
faculty  use  XTNDConnect  Server  from  Extended  Systems  to  synchronize 
and  send  data  to  each  other  and  to  their  PCs. 

Now  in  its  second  year,  with  2,700  devices  in  use,  the  program  is  an 
incontrovertible  success.  Professors  have  begun  to  optimize  lectures  and 
tests  around  the  Palms’  capabilities  and,  more  importantly  freshman 
enrollment  has  risen.  Anecdotal  evidence  shows  the  PDAs  are  a  factor  in 
the  higher  enrollment.  Indeed  as  the  PDA  sheds  its  gadget  image,  it  is 
becoming  a  factor  in  corporate  competitiveness,  too. 

Ulfelder  is  a  freelance  writer  in  Southborough,  Mass.  He  can  be  reached 
at  sulfelder@yahoo.com. 
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The  new  IBM  (©server  BladeCenter.™  It’s  a  sense  and  respond  world.  You  need 
an  infrastructure  that  is  flexible,  on  demand.  Now  you  can  remotely  deploy 
new  servers  in  minutes,  rather  than  hours  or  days!  Inside  the  new  BladeCenter, 
individual  blade  servers  can  be  hot-swapped  in  and  out  of  a  single  chassis2  On 
demand.  And  because  BladeCenter  uses  Intel®  Xeon™  processor-based  blades, 
you  get  flexibility  without  sacrificing  the  performance  you  need  for  your  data 
center.  The  result  is  an  incredibly  dynamic  systems  environment,  one  that  lets  you 
scale  out  to  add  capacity,  reconfigure  on  the  fly  and  create  an  infrastructure  with 
no  single  point  of  failure.  To  get  an  interactive  demo  on  BladeCenter,  or  for  special 
financing  information,  visit  ibm.com/eserver/bladecenter  or  call  1  800  426-7777 
and  mention  priority  code102AX004.  (g )  business  on  demand 


isancf  oth#  countries, 
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Customer  experience  will  vary  depending  upon  configuration  and  other  factors  *’Blade  servers  for  BladeCenter  are  sold  separately.  IBM.  the  e-business  logo,  eServer,  BladeCenter  and  e-business  oridemand  ar 
International  Business  Machines  Corporation  in  the  United  States  and.or  other  countries  Intel,  the  Intel  Inside  logo  and  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the 
company,  product  and  service  names  may  be  trademarks  Or  service  marks  of  others  2002  IBM  Corporation  All  rights  reserved.  V 
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How  YOU  DOING  ON  THOSE  QUARTERLY  GOALS? 

When  you  rule  information  instead  of  the  other  way  around,  things  look  up. 
Every  day,  EMC  Automated  Networked  Storage  lets  IT  departments  cut  60 
percent  out  of  per-megabyte  costs,  consolidate  storage  management,  and  triple 
disk  utilization  —  all  at  a  surprisingly  affordable  price.  Which  might  explain 
why  no  one  delivers  more  networked  storage  than  EMC. 


Learn  how  other  companies  did  more  for  less  in  the  EMC  Answers  White  Paper  series  at  EMC.com/ANS 
MAXIMIZE  your  automated  networked  storage  knowledge  by  registering  for  monthly  updates  at  EMC.com/insite 
Call  the  experts  and  discuss  how  you  really  can  get  more  for  less  with  EMC  at  1-866-464-7381. 


EMC2 

where  information  lives 


EMC*  ana  EMC  are  registered  trademarks  and  where  information  lives  is  a  trademark  of  EMC  Corporation.  ©2002  EMC  Corporation.  All  rights  reserved. 
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Pouuen  requires  balance.  The  50  people  uue've  selected  as 
Phis  year’s  most  powerful  network  players  sometimes  make 
it  look  easy,  but  deciding  uuhen  to  take  risks  and  when  to 
play  it  safe  is  a  true  art. 

□ur  list  covers  representatives  from  the  vendor  community  - 
both  perennials  and  up-and-comers  -  users,  the  government 


sector,  those  uuho  make  standards  come  to  fruition,  and 
thought  leaders.  No  tuuo  people’s  jobs  are  eHacbly  alike.  Neither 
are  their  hobbies.  One  pouuer  player  relanes  at  the  gold  mine 
he  bought  in  California.  Another  is  restoring  a  classic 
Corvette.  A  third  escapes  bo  his  Montana  ranch  uuhen  it's 
time  bo  put  uuork  aside.  Once  again,  it’s  all  about  balance. 
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Chambers.  Ballmer.  McNealy.  These  names  are  as 
much  a  parti  of  the  network  industry  as  the  routers  and 
switches  moving  the  bibs  and  bytes  around  the  world.  By 
virtue  of  the  organizations  they  lead  and  the  pervasive¬ 
ness  of  the  technologies  over  which  they  lord,  they  have 
become  perennial  figures  on  our  power  list. 


JOHN  CHAMBERS 

President  and  CEO.  Cisco 

John  Chambers 
is  the  only  ven¬ 
dor  executive  to 
be  ranked 
among  Network 
World's  most 
powerful  since 
the  Power  Issues 
inception  in 
1994.  Back  then,  when  he  was  vice  presi¬ 
dent  and  president-elect,  he  earned  his 
spot  for  his  acquisition  prowess,  a  skill 
he  has  demonstrated  artfully  throughout 
his  stewardship  of  Cisco.  In  2002, 
Chambers  oversaw  the  acquisition  of 
five  more  start-ups.  Chambers’  charisma 
continues  to  wow  customers  and  bodes 
well  for  his  visions  of  Cisco  in  new  mar¬ 
kets,  such  as  storage  and  security  (see 
Cisco  profile,  page  10). 


TIM  BERNERS-LEE 

Director,  UUorld  UUide  UUeb 
Consortium 

Next  to  icon 
Chambers, 
Berners-Lee  is 
the  only  other 
person  whose 
name  has  con¬ 
sistently  graced 
the  power  list 
since  1994.  His 
influence  persists  through  his  work 
with  W3C  —  an  organization  that  has 
grown  in  stature  annually  —  and  for  his 
position  as  senior  research  scientist  at 
the  MIT  Laboratory  for  Computer 
Science.  He  even  continues  to  pile  on 
the  accolades  as  inventor  of  the  World 
Wide  Web:  This  year,  Berners-Lee,  a  Brit, 
received  the  Albert  Award  from  the 
acclaimed  British  Royal  Society  of  Arts 
for  his  work  with  the  Web. 


SCOTT  MCNERLU 

Chairman,  presidents  and 
CEO,  Sun 

Sun  was  weaker  in  2002  than  it  has 
been  in  a  long  time,  but  it  has  a  history 
of  rebuilding  itself  out  of  the  sheer 
chutzpah  of  its  leader,  Scott  McNealy. 
This  stalwart  retains  his  place  among 
the  industry’s  most  powerful,  a  position 


he  has  enjoyed 
since  1995. 
Admittedly, 
McNealy  faces 
bigger  problems 
than  ever 
before,  with 
Sun's  belea¬ 
guered  stock 
price,  fiscal  losses,  layoffs,  mass  execu¬ 
tive  exodus  and  market-share  erosion  to 
less-expensive  Intel/Linux  servers.  Even 
so,  the  high-end  server  market  is  still 
Sun’s  to  lose.  And  reasons  abound  to 
believe  McNealy  will  shake  Sun  out  of 
its  troubles.  Right  now,  he  is  duking  it 
out  with  Microsoft  for  Web  services, 
pushing  into  storage  and  helping  shape 
future,  intelligent  infrastructures. 


tunity  and  the 
wherewithal  to 
command  what 
opportunity  he 
finds. The  series 
of  acquisitions 
he  led  from 
1998  through 
2001  has  set  up 
SBC  well  for  its  role  today  —  that  of  an 
up-and-coming  national  carrier. This 
month,  SBC  standardized  pricing  of 
data  services  nationwide.  SBC  also  con¬ 
tinues  to  deploy  its  national,  OC-1 92 
backbone,  due  for  completion  by  mid- 
2003.  As  for  long-distance,  SBC  already 
services  five  of  its  13  local  states,  and 
Whitacre  has  been  pushing  hard  to 
gain  approval  next  for  the  lucrative  $10 
billion  California  market. 


LRRRy  ELLISON 

Chairman  and  CEO,  Oracle 

The  flamboy¬ 
ant  founder  of 
Oracle  lost  none 
of  his  panache 
this  year,  even 
though  his  com¬ 
pany  has  been 
taken  down  a 
few  pegs.  In 
November,  he  delivered  his  remarks  to 
the  OracleWorld  conference  from 
Auckland,  New  Zealand,  where  he  was 
competing  in  the  Louis  Vuitton  Cup  sail¬ 
boat  racing  series  as  a  member  of  the 
Oracle  BMW  Racing  team.  Granted,  his 
splashy  lifestyle  belies  his  company’s 
problems.  Once  the  undisputed  leader  of 
the  database  market,  Oracle  in 
2002  lost  chunks  of  that  busi¬ 
ness  to  IBM  on  the  high  end 
and  Microsoft  on  the  low, 
researchers  report.  But  Ellison 
will  battle  back  with  a  loyal 
user  base,  plenty  of  business 
smarts  and  a  cache  of  indus¬ 
try  power,  accumulated  since 
his  first  appearance  on  this 
list  in  1996. 

EB  UJHITRCRE 

Chairman  and  CEO. 

SBC  Communications 

On  the  most  powerful  list 
since  1997,  this  tough-as-nails 
Texan  has  a  nose  for  oppor- 


STEVE  BRLLMER 

As  the  official 
leader  of 
Microsoft,  and 
one  of  its  two 
strongest  person¬ 
alities,  Ballmer 
has  indisputable 
power  —  even  if 
he’s  only  been 
named  among  the  industry’s  most  pow¬ 
erful  since  2000.  As  his  legendary  story 
goes:  He  dropped  out  of  Stanford 
University’s  business  school  in  1980  to 
join  Bill  Gates  in  his  then-30-employee 
start-up.  Ballmer  now  oversees  50,000 
employees  in  more  than  70  countries  at 
Microsoft,  which, 
no  doubt,  today's 
Stanford  busi¬ 
ness  students 
study.  While 
Microsoft’s 
antitrust  troubles 
have  amounted 
to  a  slap  on  the 
wrist,  Ballmer 
wants  people  to 
know  he's  taking 
the  reprimand 
seriously.  In 
November,  he 
admitted  that 
Microsoft  does 
have  responsibili- 


More  online! 


Cast  your  votes  for  the  most 
powerful  network  players  in  our 
second  annual  bracket  game, 
online  beginning  Jan.  6. 

DocFinder:  3630 


CEO,  Microsoft 


ty  for  affecting  other  industries  and  he’s 
been  proudly  pointing  out  that 
Microsoft  moved  quickly  to  establish 
the  board-level  antitrust  compliance 
committee  that  the  case’s  settlement 
required. 


MICHAEL  BELL 

Chairman  and  CEO,  Dell 

Dell  came  to 
the  most  power¬ 
ful  list  in  1998, 
credited  then 
for  his  brazen 
success  story 
and  his  entry 
into  the  server 
market.  Since 
then,  he  has  led  his  company  to  com¬ 
mand  server  and  PC  sales.  Within  his 
choice  of  capable  Kim  Goodman  (see 
profile,  page  48),  Dell  also  has  seen  his 
company  quickly  become  a  consider¬ 
able  contender  in  network  gear.  Next 
up,  Dell  hopes,  is  dominance  in  switch¬ 
ing  —  and  storage,  PDAs  and  printers, 
among  other  hardware  goodies  (see 
Dell  profile,  page  10). 


IVRN  SEIDENBERG 

CEO,  Verizon 

In  March, 
Seidenberg 
assumed  the 
title  of  CEO, 
leaving  his  for¬ 
mer  co-CEO, 
Charles  Lee,  to 
the  company's 
chairmanship. 

As  Verizon’s  sole  chief,  Seidenberg 
boosts  his  already  considerable  power, 
first  noted  on  this  list  in  1999  as  Bell 
Atlantic  head.  Going  forward, 
Seidenberg  will  continue  to  elevate  the 
carrier  from  its  regional  foundation  to 
the  truly  national  status  he  wants.  With 
a  flurry  of  approvals  in  the  fall  to  offer 
long-distance  in  the  northeast, Verizon 
has  gotten  clearance  for  long-distance 
services  in  all  of  its  15  local  service 
areas  except  three  —  Maryland,  West 
Virginia  and  Washington,  D.C. 
Seidenberg  is  counting  on  adding  those 
to  the  company's  roster  in  2003  (see 
Verizon  profile,  page  14). 
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Does  your  remote  access  leave  you  a  little...  exposed? 


For  enterprise-class  security,  access  and  management,  Fiberlink  has  you  covered. 

Just  how  secure  is  your  remote  access?  How  dependable  is  it?  How  hard  is  it  to  manage?  If  you  want  easy  answers  to  these 
tough  questions,  you  need  Fiberlink.  Only  Fiberlink  delivers  a  level  of  integrated  security,  access  and  management  that  optimizes 
remote  access  —  anytime,  anywhere.  The  confidence  of  policy-enabled  remote  access,  with  integrated  authentication,  intrusion 
detection,  VPN,  distributed  firewall  and  virus  protection.  And  robust  tools  that  give  end-users  easy  access  and  administrators 
fewer  headaches.  It's  no  wonder  that  leading  industry  analysts  recommend  Fiberlink  to  their  clients.  Did  we  also  mention  that 
our  customers  typically  reduce  their  costs  by  as  much  as  80%? 

Learn  more  at  or  call  N  today.  Before  you  catch  something. 


Fiberlink  Global  Remote:  !or  mobi'e  professionals  Fiberlink  Secure  Broadband:  for  telecommuters  Fiberlink  Global  Connect:  for  branch  offices 


N+1  UPS 

Scalable,  modular  and  manage¬ 
able  with  N+1  capability  for 
unmatched  levels  of  availability. 


PDU  with  System  Bypass 
Rack-optimized  design  with 
configure-to-order,  multi-branch 
whips  to  speed  installation  and 
eliminate  multiple  whips. 


Next  Generation  Enclosure 
i  Designed  for  the  cabling,  cooling 


Integrated  Cable  Routing 
Self-contained  cable 
routing  allows  for  instal¬ 
lation  anywhere  (no 
raised  floor  needed). 
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Information  Controller 
Monitor  as  a  complete 
system  through  a  single 
IP  address. 


Rack-mount  Air  Distribution  Unit 

Delivers  equalized  airflow  from  the 
bottom  to  the  top  of  the  rack  enclosure 
to  help  eliminate  unequal  temperatures 
and  protect  sensitive  electronics. 


PowerStru/\ure 


FREE  White  paper! 

Avoiding  Costs  from  Oversizing 
Data  Center  Infrastructure 


Just  mail  or  fax  this  completed 
coupon  or  contact  APC  for  your 
FREE  white  paper  -  Avoiding 
Costs  from  Oversizing  Data 
Center  Infrastructure  Better 
yet,  order  it  today  at  the  APC 
Web  site!  You  will  also  receive  a 
free  PowerStruXure”  CD: 
"Presenting  PowerStruXure". 

http://promo.apc.com 


Key  Code 

i  1 1 4y 


(888)  289-APCC  x2592  •  FAX:  (401)  788-2797 


Legendary  Reliability’” 


FRFF  lA/hito  nanorl  Auol[lln9 Costs  ,ram  OversHing 
rntt  VVIIIltJ  pdpui!  Data  Center  Infrastructure 

□  YES!  Please  send  me  my  FREE  white  paper  -  and  the  FREE  PowerStruXure” 

CD:  "Presenting  PowerStruXure"! 

□  NO,  I'm  not  interested  at  this  time,  but  please  add  me  to  your  mailing  list. 


Name: 


Title: 


Company: 


Address: 


Address  2: 


City/Town: State: Zip: Country: 

Phone: _ Fax; _ E-mail: _ 

I  I  Yes!  Send  me  more  information  via  e-mail  and  sign  me  up  for  APC  PowerNews  e-mail  newsletter,  j  Key  Code  i114y  | 

What  type  of  availability  solution  do  you  need? 

□  UPS:  0-1 6kVA  (Single-phase)  □  UPS:  1 0-80kVA  (3-phase  AC)  □  UPS:  80+  kVA  (3-phase  AC)  □  DC  Power 

□  Network  Enclosures  and  Racks  □  Precision  Air  Conditioning  □  Monitoring  and  Management 

□  Cables/Wires  Q  Mobile  Protection  □  Surge  Protection  □  UPS  Upgrade  □  Don't  know 
Purchase  timeframe?  □  <  1  Month  □  1-3  Months  □  3-12  Months  □  1  Yr.  Plus  □  Don't  know 
You  are  (check  1):  □  Home/Home  Office  □  Business  (<1000  employees)  □  Large  Corp.  (>1000  employees) 

□  Gov't,  Education,  Public  Org  □  APC  Sellers  &  Partners 
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as  you  grow 


new 


PowerStruXure's  integration  is  an  example  of 
thoughtful  design,  taking  many  of  the  costly, 
disparate  environmental  systems  in  a  data 
center  and  unifying  them.... " 

Greg  Tally,  Broadband  Editor 
Boardwatch  Magazine 


" ...  I  enjoy  the  fact 
that  I  can  buy  only 
what  I  need  now  and 
add  to  it  later  only 
when  I  need  to. " 


Michael  Touchstone 

Manager  of  Energy 
Conservation, 

Cox  Communications 


Winner  of  the  Windows  and  .Net 
Magazine  "2002  Reader's  Choice  Award 
for  Best  High  Availability  Solution  "  and  the 
GCN  “Best  New  Technology  Award"  at 
FOSE,  March  2002. 


Best 

New  Technology 

Awards  ..rose  • 


Environmental  Monitoring 

Local  or  remote  monitoring  of  tempera¬ 
ture  and  humidity  where  it  counts,  in 
your  enclosures. 


ix-.l 


*  / 


Legendary  Reliability 


HP/COMPAQ  •  SUN  •  IBM 


GUARANTEED 


COMPATIBILITY 


DELL  •  CISCO  •  LUCENT 


Planning  a  data  center  is  e 
Try  our  online  configurator 


With  "Fits  Like  a  Glove"  money 
back  guarantee!  See  Web  site 
at  right  for  details. 


or  download  a  FREE  White  Paper:  “Avoiding  Costs  from  Oversizing  Data  Center  Infras 


Visit  http://promo.apc.com  Key  Code  i114y  •  Call  888-289-APCC  x2592  •  Fax  401-78  . 
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Rack-mount  PDU 

Up  to  42  receptacles, 
monitored  to  eliminate 
branch  circuit  overloads. 


Manageable.  Modular.  Pre-engineered. 


•  V  r.  **!>'■ 


■  - 


From  IkW  to  5MW,  PowerStruXure  architecture  provides  a  patent-pending, 
integrated  approach  to  building  data  center  infrastructure  utilizing  stan¬ 
dardized,  pre-assembled  components. 


PowerStruXure's  scalable,  modular  design  lets  you  build  out  capacity  only 
as  it's  required.  You  can  also  easily  adapt  to  the  ever-changing  requirements 
of  your  server  room  or  data  center,  proactively  manage  the  physical  layer  of 
your  network  infrastructure,  and  increase  your  system  availability  per  dollar. 


Best  of  all,  you  will  never  be  boxed  in  by  proprietary  solutions. 
PowerStruXure  is  vendor-neutral  and  compatible  with  all  major  server  and 
internetworking  platforms,  including  HP/Compaq,  Dell,  IBM,  Sun,  Alcatel, 
Cisco,  Nortel,  Ericsson,  and  Siemens.  Find  out  today  why  experts  and 
users  agree:  you  no  longer  need  to  design  your  data  center  using  an  out¬ 
moded  approach. 
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for  the  open  source  operating  system 
Big  Blue  is  pouring  $1  billion  into  mak¬ 
ing  one  of  its  core  technologies  (see  full 
profile,  page  46). 

KIM  GOODMRN 

Vice  president  and  general 
manager,  Dell  Networking 

Ask  analysts 
about  the  impact 
Dell  is  making  in 
the  switch  mar¬ 
ket,  and  they’Ml 
tell  you  “a  re¬ 
spectable  dent.” 
Goodman,  as 
head  of  Dell  Net¬ 
working,^  the  one  swinging  the  hammer. 
She  is  quite  successfully  building  up  the 
company’s  switch  business  —  driven  to 
succeed  for  herself,  her  mentor  Michael 
Dell  and  the  African-American  communi¬ 
ty  at  large  (see  full  profile,  page  48). 

EVRN  KRPLRN 

President  and  CEO,  Avenbail 

Aventail.the 
company  that 
Kaplan  founded 
with  CTO  Chris 
Hopen,is  turning 
heads  with  its 
Secure  Sockets 
Layer-based  VPN 
appliances. 

While  rival  Check  Point  Software  might 
hold  the  lion’s  share  of  VPN  licenses  cur¬ 
rently,  the  no-client  technology  that  SSL 
offers  is  growing  in  appeal  as  companies 
desperately  seek  out  low-cost  ways  to 
offer  secure  access  to  remote  employees 
(see  related  story,  page  62).  By  2005,  sales 
of  SSL  VPN  products  will  reach  $840  mil¬ 
lion,  Infonetics  Research  predicts.  With 
more  than  400  companies  counted  as 
customers,  according  to  the  company, 
Kaplan’s  power  lies  in  an  immense 
opportunity 

SRNtlRU  KUMRR 

Chairman  and  CEO, 

Computer  Associates 

Say  what  you 
want  about  CA, 
it’s  still  a  $4  bil¬ 
lion  software 
mammoth,  with 
a  loyal  following 
for  products 
such  a<- 
Unicenter.  With 
the  November  retirement  of  founder 
Charles  Wang.  Kumar  has  assumed  the 
whole  leadership  caboodle.  While  hes 
now  in  the  unenviable  position  of  bat¬ 
tling  dual  government  investigations  — 
one  by  the  U.S.  Securities  and  Exchange 
Commission  and  the  other  bv  the  U.S. 
Department  of  Justice  —  he  nas  success 
fully  warded  oft  enemies  before. This 
year  he  fended  off.  for  tne  second  time, 
an  ouster  move  by  a  disgruntled  share¬ 


holder.  And  he  has  countered  future  criti¬ 
cism  by  refreshing  his  board  with  new 
members.  A  good  move,  from  the  early 
signs;  the  revitalized  board  recently  insti¬ 
tuted  new  comprehensive  corporate  gov¬ 
ernance  procedures,  to  the  applause  of 
users  and  investors. 

MRRIO  MRZZOLR 

Senior  vice  president  and 
chief  development  officer, 
Cisco 

In  May,  Mazzola 
tweaked  the 
organizational 
chart  that  put 
him  on  top  of  the 
1 1  major  technol¬ 
ogy  groups 
formed  from 
Cisco’s  major 
2001  reorganization  (that  had  skyrocket¬ 
ed  his  power  within  and  outside  the  com¬ 
pany).  In  this  latest  move,  he  lumped  all 
routing  with  access  technologies  into 
one  group,  and  placed  the  switching 
gang  in  a  crowd  with  voice  and  storage 
technology,  whittling  the  11  technology 
silos  to  eight.  His  hope  is  to  team  “experi¬ 
ence”  with  “emerging”  to  make  good  on 
Cisco’s  promise  to  better  integrate 
acquired  technologies  into  shippable 
products.  Mazzola,  a  native  of  Italy  who 
has  led  Cisco’s  LAN  switching  and  prod¬ 
uct  engineering  efforts  for  a  decade,  gets 
his  power  from  a  long  history  of  making 
good  on  promises. 

BILL  MCDERMOTT 

CEO  and  president,  SAP 
America 

SAP  wanted  a 
market  insider 
with  strong  sell¬ 
ing  skills  to  invig¬ 
orate  sales  of  its 
CRM  software  to 
U.S.  corpora¬ 
tions,  and  the 
German  software 
maker  found  that  person  in  McDermott. 
This  fall,  McDermott  abandoned  CRM 
market  leader  Siebel  for  relative  CRM 
underdog  SAP  At  Siebel,  McDermott 
headed  worldwide  sales  operations.  At 
SAPMcDermott  is  leading  all  business 
activities  in  the  U.S.  and  Canada.  In  years 
past,  dozens  of  SAP  executives  took  the 
opposite  flight  to  join  Siebel  —  which 
makes  McDermott's  move  even  sweeter 
for  SAP  which  slowly  is  becoming  a 
familiar  blip  on  Siebel’s  CRM  radar.  SAP 
also  is  hoping  McDermott  will  bring 
some  stability  to  his  post,  which  has 
been  a  bit  of  a  revolving  door  at  SAP 
McDermott  is  the  fourth  person  to  fill  the 
U.S.  CEO  role  in  three  years 

PHILLIP  MERRICK 

Cnamman  and  CEC 
UUebMebhoaE 


Respondents  to 
Morgan  Stanley’s 
ongoing  CIO 
Survey  series  reg¬ 
ularly  name 
application  inte¬ 
gration  among 
their  top  three  IT 
spending  priorities. That’s  good  news  for 
the  integration  software  company 
Merrick  founded  in  1996  with  his  wife. 
While  WebMethods  is  weathering  the 
technology  slowdown  better  than  some 
of  its  competitors  are,  the  company  could 
use  a  revenue  boost.  In  the  quarter  ended 
Sept.  30,  WebMethods  managed  to 
increase  license  revenue  13%  over  year- 
ago  figures,  but  fell  short  of  returning  to 
profitability  and  posted  a  net  loss  of  $4.9 
million. These  days  Merrick  is  champi¬ 
oning  his  company’s  “Enterprise  Dial- 
tone”  theme,  which  describes  a  simplified 
integration  network  that  hides  its  underly¬ 
ing  complexity  from  users  —  much  like 
the  phone  system  does  for  phone  callers, 
who  have  learned  to  take  a  dial  tone  for 
granted.  WebMethods  has  created  a  plat¬ 
form  with  a  simple  architecture  that  lets 
users  easily  plug  in  applications  and  busi¬ 
ness  processes,  Merrick  says. 

STEVE  MILLS 

Senior  vice  president]  and 
group  enecubive,  IBM 

Having  helped 
execute  a  multi¬ 
year  makeover  of 
IBM’s  software 
group,  Mills  today 
heads  the  $13 
billion  business- 
software  division, 
which  con¬ 
tributed  14%  to  2001  revenue.  Under  his 
jurisdiction  are  the  WebSphere  applica¬ 
tion  servers,  development  tools,  portals 
and  integration  software;  DB2  data  man¬ 
agement  resources; Tivoli  systems  man¬ 
agement  software;  and  Lotus  messaging 
and  collaboration  technology  Today,  Mills 
and  his  team  are  working  to  capitalize  on 
new  market  opportunities  and  develop¬ 
ment  efficiencies. This  fall,  the  software 
group  took  aim  at  midsize  businesses 
with  the  unveiling  of  less-expensive, 
scaled-down  versions  of  its  application 
server,  database,  portal  and  integration 
software.  By  shifting  development  prac¬ 
tices  to  take  advantage  of  reusable,  modu¬ 
lar  components  shareable  across  IBM 
software  lines,  product  teams  can  reduce 
the  time  required  to  develop  new  prod¬ 
ucts  by  80%.  Mills  says 

SRM  PRLMISRNO 

Presidenb.  CEO  and  chai’"'- 
man-elecb.  IBM 

Well-groomed  and  widely  respected, 
Paimisano  ascended  in  March  to  tne 
helm  of  IBM  —  a  setting  thats  more  tnan 
familiar  to  tne  company  lifer  wno  a 
some  point  during  his  29-vear  tenure  nas 


run  nearly  all  of 
Big  Blue’s  busi¬ 
nesses.  He  start¬ 
ed  his  command 
quietly,  then 
rocked  the  boat 
in  July  with  news 
that  IBM  would 
acquire  the  consulting  arm  of  auditing 
giant  PricewaterhouseCoopers  for  $3.5 
billion.  In  October,  Paimisano  publicly 
shared  the  full  course  he’s  charted  for 
IBM  and  its  customers.  His  vision  centers 
around  better  systems  integration,  open 
standards  and  “on-demand”  computing 
resources,  which  can  be  doled  out  as 
handily  as  electricity  so  companies  can 
become  more  responsive,  flexible  and 
resilient  to  market  shifts.  At  the  core  of 
this  new  wave  of  e-business  will  be  auto¬ 
nomic  systems  than  can  monitor,  protect 
and  heal  themselves,  says  Paimisano, 
who  will  assume  the  role  of  IBM  chair¬ 
man  on  Jan.  1. 

GREG  RE9ES 

Chairman  and  CEO,  Brocade 
Communicabions  Sysbems 

Can  Reyes’ 
charisma,  work 
ethic  and  busi¬ 
ness  acumen 
keep  storage 
switch  vendor 
Brocade  on  top? 
In  recent  months, 
Reyes  has  had  to 
deal  with  1 60  staff  cuts  and  key  executive 
departures  —  including  its  president, 

CTO,  vice  president  of  global  services  and 
vice  president  of  marketing.  Plus,  the 
company  is  experiencing  heavy  competi¬ 
tion  from  familiar  rival  McData  and  new¬ 
comer  Cisco,  which  jumped  into  the 
Fibre  Channel  storage  switch  market  with 
its  August  acquisition  of  Andiamo 
Systems.  On  the  flip  side,  Reyes  orchestrat¬ 
ed  Brocade’s  first-ever  acquisition  in  grab¬ 
bing  start-up  Rhapsody  Networks,  which 
makes  multiprotocol  switching  technolo¬ 
gy,  in  November.  And  in  October,  Brocade 
countered  McData’s  midrange  move  by 
introducing  a  32-port  switch  for  cus¬ 
tomers  who  need  more  than  the  entry- 
level  eight  ports  but  fewer  than  128  ports. 
Still  to  come  from  Reyes  and  Brocade  are 
rumored  256-port  storage  switches. 

LINDR  SRNFORD 

Senior  vice  presidenb.  enber- 
prise  on  demand  bransfor- 
mabion,  IBM 

One  of  the 
highest-ranking 
women  at  IBM 
Sanford  joined 
the  company  in 
1975  as  an  engi¬ 
neer  in  the  type¬ 
writer  division 
Her  first  hign- 
profiie  accomplishment  was  transform 
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He  anticipates  his  events’  every  need.  He  expects  the  same.  And  that's  just 

a  suspicious 

charae.  Since  his  cellphone  is  activated  on  the  network,  the  bank  could  get 
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to  him  immediately  with  a' copy  of  the  transaction.  The  charge  was  legit. 
Yep,  he  was  spared  the  hassle  of  his  card  refused  in  front  of  clients  at  the 
clubhouse.  At  Nortel  Networks™  we  call  this  "the  engaged  business 
model.”  And  we  make  it  possible  by  enabling  business  to  engage  theiT 
customers  through  delivering  critical,  time-sensitive  information  on 
whatever  device  they  prefer.  Before  they  even  know  they  need  it.  So 
businesses  can  win  the  loyalty  necessary  to  build  a  solid  revenue  base. 
Leveraging  solutions  like  contact  centers  and  application-aware 
switching.  Insuring  user  mobility  and  network  continuity.  Accelerating 
productivity  while  lowering  costs.  The  results:  customers  like  William 
become  customers  for  life.  All  delivered  by  our  enterprise  vision.  One 
network.  A  world  of  choice,  nortelnetworks.com/onenetwork 


Nortel  Networks,  the  Nortel  Networks  logo  and  the  Globemark  are  all  trademarks  of  Nortel  Networks.  ©2002  Nortel  Networks.  All  rights  reserved. 
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ing  IBM’s  S/390  mainframe  systems  from 
traditional  monoliths  to  enterprise 
servers  capable  of  handling  modern  e- 
business  applications.  Later  she  led 
IBM’s  up-and-coming  storage-systems 
division  and  its  developing  Shark  enter¬ 
prise  storage  line.  Sanford’s  new  chal¬ 
lenge  is  deploying  utility  computing 
internally. CEO  Sam  Palmisano  has  gone 
public  with  his  vision  of  utility-based,  on- 
demand  computing  resources.To  show 
its  commitment  to  that  vision,  IBM  is 
adopting  the  model  itself  —  and  begin¬ 
ning  with  the  new  year,  Sanford  will 
oversee  companywide  adoption  of  on- 
demand  initiatives. 

GIL  SHUJED 

Chairman  and  CEO,  Check 
Point  Software  Technologies 

Shwed  is 
founder  and 
ruler  of  the  com¬ 
pany  that  domi¬ 
nates  the  all- 
important  securi¬ 
ty  firewall  and 
VPN  markets.  As 
such,  his  power 
has  grown  as  the  security  industry  has 
matured.  Check  Point  owns  65%  of  the 
worldwide  enterprise  VPN/firewall  soft¬ 
ware  market,  according  to  IDC.and 
Shwed  is  the  mastermind  behind  its  suc¬ 
cess.  He  holds  a  patent  for  the  stateful 
inspection  technologies  on  which  Check 
Point  created  its  firewalls.  An  Israelite 
has  a  history  of  leading  security  projects 
for  the  Israeli  Defense  Forces  and  others, 


and  appeared  on  the  Forbes’  2002  list  of 
billionaires  under  the  age  of  35. 

TOM  SIEBEL 

Chairman  and  CEO,  Siebel 
Systems 

This  Montana 
ranch  owner  is 
all  business  in 
his  office.  He’s 
demanding,  com¬ 
petitive  and  oper¬ 
ationally  conser¬ 
vative,  with  a  rep¬ 
utation  for  run¬ 
ning  a  tight  ship.  Now  is  no  time  for  him 
to  loosen  control. The  company  he  built 
faces  mounting  competition  from  enter¬ 
prise  software  heavyweights  such  as 
Oracle  and  SAP  that  want  a  piece  of  the 
CRM  market  Siebel  pioneered. There’s 
also  Microsoft,  a  longtime  Siebel  partner, 
which  is  readying  a  CRM  product  of  its 
own.  Not  to  mention  the  string  of  bad 
publicity  this  fall  following  a  Nucleus 
Research  report  that  says  61%  of  23  Siebel 
reference  customers  surveyed  do  not 
believe  they  have  achieved  a  positive 
return  on  their  CRM  investment. 
Nonetheless,  Siebel  still  owns  the  lion’s 
share  of  the  CRM  market  and  continues 
to  upgrade  its  suite  with  broader  platform 
support  and  new  tools  for  automating 
business  processes  and  tackling  applica¬ 
tion  integration. 

JOHN  THOMPSON 

CEO,  Symantec 

Observers  say  the  discipline  learned  in 


his  28  years  at 
IBM  has  served 
him  well  in  revi¬ 
talizing  Syman¬ 
tec,  a  consumer- 
oriented  compa¬ 
ny  that  was 
foundering  when 
he  took  on  the 
CEO  role  in  April  1999.Today  Symantec  is 
an  enterprise  player  —  and  a  big  one  at 
that  —  and  Thompson  is  well  on  his  way 
to  meeting  his  goal  of  obtaining  70%  of 
revenue  from  corporate  customers  (see 
full  profile,  page  52). 

VICTOR  TSHO 

President  and  CEO,  Linksys 
Group 

Privately  held 
Linksys  came  to 
life  in  Tsao’s 
garage  —  he 
founded  the 
company  in  1988 
with  his  wife. 
From  a  humble 
start,  the  com¬ 
pany  today  commands  a  dominant  share 
of  the  market  for  wireless,  broadband  and 
network  hardware  for  home  offices  and 
small  to  midsize  businesses.  Part  of  the 
Linksys’  appeal  is  that  the  company 
knows  its  customers:  Pricing,  services  and 
support  are  geared  for  small  businesses 
and  home  users  who  don’t  have  big  bud¬ 
gets  or  the  expertise  to  troubleshoot  com¬ 
plex  network  problems.  Plus  Linksys  offers 
both  modular  and  all-in-one  products  — 


such  as  a  router  with  a  four-port  switch 
and  an  access  point  —  that  let  users  get 
all  the  hardware  they  need  in  one  box  or 
buy  piecemeal.  Exposure  also  helps: Tsao 
has  secured  space  for  Linksys  products 
on  the  shelves  of  major  retailers  including 
Best  Buy,  Circuit  City,  CompUSA,  Office 
Depot,  Office  Max,  RadioShack  and  Wal- 
Mart.  All  this  adds  up  to  stellar  revenue 
growth  of  981%  between  1997,  when 
Linksys  took  in  $32  million,  and  2001, 
when  the  company  snared  $347  million. 

JOE  TUCCI 

President  and  CEO,  EMC 

Despite  finan¬ 
cial  problems, 
workforce  reduc¬ 
tions  and  loss  of 
market  share, 
EMC  remains 
aggressive  —  it’s 
a  force  not  to  be 
underestimated. 
For  one.Tucci  created  a  separate  software 
division  to  focus  on  heterogeneous  stor¬ 
age  management.  For  the  past  year.Tucci 
has  worked  to  grow  EMC’s  software  and 
services  revenue  to  help  compensate  for 
shrinking  hardware  margins.The  goal  is  to 
reach  a  healthier  distribution  of  revenue, 
with  50%  coming  from  hardware,  30% 
from  software  and  20%  from  services. 
Tucci  also  continues  to  ramp  up  EMC’s 
midrange  Fibre  Channel  storage  lineup, 
relying  on  partner  Dell  for  manufacturing. 
He  also  managed  to  increase  EMC’s  R&D 
budget  from  8%  of  revenue  to  13%, 
Gartner  reports. 


□bhen  IT  eHecubives  mighb  be  paralyzed  by  the  poor 
economy  and  ids  effect)  on  their  budgets.  Nob  these  pouuen 
users.  They  continue  do  improve  IT  operations  and  find  neuu 
uuays  to  help  their  businesses  perform  in  an  unfriendly  cli¬ 
mate.  Rmong  their  ongoing  IT  initiatives  are  plans  to  roll  out 
uuireless  devices,  introduce  real-time  video  UUebcasbs,  tackle 
grid  computing  and  invest  in  disaster-recovery  technology. 


LINDR  DILLMRN 

Senior  vice  president  and 
CIO.  Information  Systems 
Division,  UUal-Mart  Stores 

When  Wal-Mart 
makes  an  IT 
decision,  its  sup¬ 
pliers  take 
notice,  because 
often  the  effects 
of  Wal-Mart ’s 
technology 
savvy  will  trickle 
down  to  them. The  most  recent  example 
is  Wal-Mart  s  announcement  that  it  is 


rolling  out  a  new  electronic  data  inter¬ 
change  system  to  let  its  thousands  of 
suppliers  swap  EDI  transactions  with 
Wal-Mart  using  the  Internet  rather  than 
proprietary  value-added  networks 
(VAN). The  person  at  the  top  of  the 
chain  is  Dillman.who  oversees  Wal- 
Mart  s  entire  IT  operations.  She  joined 
Wal-Mart  in  1991  and  helped  develop 
the  company’s  legendary  data  ware¬ 
house  and  supply-chain  management 
systems.  By  shifting  from  VANs  to 
Internet  EDI,  Wal-Mart  stands  to  save  mil¬ 
lions  in  VAN  fees,  analysts  estimate. 


MARK  FORMRN 

Rssociabe  director  for  IT 
and  e-governmenb,  U.S.  Office 
of  Management  and  Budget 

Forman  has  an 
enviable  amount 
of  IT  money  to 
allot  —  along 
with  plenty  of  IT 
projects  to  moni¬ 
tor.  He  oversees 
federal  IT  spend¬ 
ing,  which 

exceeded  $48  billion  in  2002  and  will  top 
$52  billion  in  2003.  One  of  his  biggest  chal¬ 


lenges  is  keeping  track  of  the  projects 
agencies  are  working  on,  to  reduce  dupli¬ 
cation  and  consolidate  hundreds  of  over¬ 
lapping  IT  projects  in  the  federal  govern¬ 
ment.  As  part  of  his  job,  Forman  directs  the 
activities  of  the  federal  CIO  Council.  He 
has  created  a  framework  to  manage  the 
modernization  of  government  systems, 
and  his  team  grades  the  progress  of  each 
agency  quarterly.  Security  is  a  key  con¬ 
cern.  Many  existing  systems  require  securi¬ 
ty  upgrades,  and  Forman  has  had  to  with¬ 
hold  some  IT  funding  to  encourage  agen¬ 
cies  to  fix  security  vulnerabilities  in  their 
old  systems  before  tackling  new  rollouts. 


(©serve 

r 

Winning  with  Linux®  and  Intel?  Online  diversified  financial  services  company  E*TRADE  Group,  Inc,  has  just 
installed  90  IBM  (©server  xSeries™  servers  running  Linux  to  support  their  E*TRADE  Financial  Web  site. 
Why?  Ease  of  use  and  Linux  driven  affordability  and  scalability.  Select  xSeries  models  feature  the  Intel  Xeon™ 
processor  to  give  you  superior  performance  and  cost-effectiveness. To  receive  a  complimentary  IDC  white  paper 
on  how  to  reduce  TOO  with  Linux,  head  over  to  ibm.com/eserver/etrade  (@^5^5  js  -ffe  Phy  ' 

All  numbers  and  results  reported  are  from  customer  sources.  This  customer  example  is  intended  as  an  illustration  only.  Costs  and  results  obtained  in  other  customer  environments  will  vary  depending,  among  other  things,  on  individual 
customer  configurations  and  conditions.  IBM.  the  e-business  logo,  e-business  is  the  game.  Play  to  win  and  xSeries  are  trademarks  or  registered  trademarks  of  International  Business  Machines  Corporation.  Linux  is  a  registered 
trademark  ot  Unus  Torvalds.  Intel,  the  Intel  Inside  logo  and  Xeon  are  trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  company,  product  and  service  names  may 
be  trademarks  or  service  marks  of  others.  ©  2002  IBM  Corporation.  All  rights  reserved. 
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CpOUJEFI  PEOPLED 


DON  HRILE 

CIO,  Fidelity  Investments 
Systems  Company 

Fidelity 
Investments  is 
the  largest  mutu¬ 
al  fund  company 
in  the  U.S.,  with 
an  IT  division 
that  employs 
2,500  people 
and  spends  $2 
billion  annually  —  all  under  Haile’s 
watchful  eye  (see  full  profile, page  50). 

SnNGTRE  KIM 

Vice  president  and  informa¬ 
tion  officer,  Lilly  Research 
Laboratories 

The  adage  “time  is  money”  is  particu¬ 
larly  relevant  to  the  pharmaceutical 
industry,  where  product  development 
delays  can  mean  millions  in  lost  rev¬ 
enue.  At  Lilly  Research  Laboratories,  a 
division  of  pharmaceutical  manufactur¬ 
er  Eli  Lilly  and  Company,  Kim  is  among 


the  pioneers  of 
computational 
drug  discovery. 
He  oversees 
departments 
responsible  for 
the  application 
of  information 
technology  in 
pharmaceutical  research  and  develop¬ 
ment  —  including  technologies  that 
drive  discovery  research,  preclinical 
development,  clinical  research  and 
regulatory  affairs.  He’s  also  an  early 
power  player  in  the  world  of  grid  com¬ 
puting,  whereby  surplus  computing 
power  and  spare  IT  resources  are  har¬ 
nessed  to  tackle  a  single  complex  appli¬ 
cation. 

JOHN  STENBIT 

Rssisbanb  secnebany  of 
defense  for  command,  con- 
bnol,  communicabions  and 
inbelligence;  CIO,  Depanbmenb 
of  Defense 


Stenbit  pub¬ 
licly  states  that 
his  goal  is  mak¬ 
ing  information 
available  on  a 
network  that 
people  can  trust. 
His  challenges 
include  populat¬ 
ing  Defense  Department  networks  with 
new,  dynamic  sources  of  information  to 
defeat  the  enemy  and  denying  the 
enemy  such  information  advantages.  As 
CIO,  Stenbit  needs  to  think  of  his  users, 
who  require  a  secure,  robust  network 
with  fresh  information  and  collaborative 
capabilities.  As  an  assistant  secretary  of 
defense,  he  needs  to  think  tactically 
coming  up  with  new  ways  to  access 
information  from  U.S.  adversaries. 
Toward  these  ends,  Stenbit  is  involved  in 
multiple  IT  projects,  including  a  massive 
$400  million  effort  to  revamp  the 
Pentagon's  IT  infrastructure. 

UIINN  STEPHENSON 


Senior  vice  presidenb  of  IT 
developmenb,  FedEn  Services 

With  an  IT  bud¬ 
get  of  $1.5  billion 
and  staff  of 
5,000,  FedEx 
Services  supports 
the  air  and 
ground  divisions 
of  FedEx. 
Stephenson’s 
domains  are  the  company’s  network 
infrastructure  and  field  service  devices 
and  scanning  systems.  Most  recently,  his 
team  worked  with  Motorola  to  develop 
the  FedEx  PowerPad, a  Microsoft 
Windows-powered  Pocket  PC  designed 
for  40,000  of  the  company's  couriers.The 
devices  will  be  deployed  early  in  2003  to 
replace  units  that  don’t  immediately 
upload  package  information  to  the 
FedEx  network.  With  the  FedEx 
PowerPad,  as  soon  as  a  package  is 
scanned  and  signed  for,  the  device  sends 
the  data  and  signature  capture  to  the 
corporate  network. 


Gbandands  ane  becoming  more  imponbanb  than 
even  as  companies  seek  to  open  bhein  systems  to  their 
business  partners’  and  customers’  netuuorks.  UUe  applaud 
those  uuorking  behind  the  scenes  bo  make  sure  everyone 
plays  by  the  same  rules. 


HHRBLD  RLVESTRRND 

Chain,  Inbenneb  Engineering 
Task  Force 

The  soft-spo¬ 
ken,  contempla¬ 
tive  IETF  leader 
understands 
how  strategic  his 
role  is.  Rather 
than  focusing 
with  unwavering 
attention  on 
Internet  technology  alone,  he  envisions 
the  business  and  social  changes 
spurred  by  the  Internet.  Such  changes 
are  built  on  the  technologies  that  the 
IETF  and  other  standards  groups  help 
create.  An  active  and  articulate  speaker, 
Alvestrand  strongly  advocates  coopera¬ 
tion  among  standards  organizations. 

MICHREL  BRRRETT 

Presidenb.  Liberby  Alliance 

The  striking  thing  about  the  Liberty 
Alliance  is  that  it  is  knee-deep  in  end- 
user  involvement  —  a  rarity  among  stan¬ 
dards  organizations.  Barrett,  who  is  also 
vice  president  of  Internet  strategy  for 
American  Express,  took  over  as  president 
in  September.  Under  Barrett’s  reign,  the 


Alliance  —  now 
nearly  100  mem¬ 
bers  strong  — 
continued  to 
gain  serious 
ground  in  2002 
in  its  goal  to 
establish  stan¬ 
dards  for  the 
emerging  area  of  identity  management. 
Just  four  months  after  releasing  its  1.0 
specification.it  had  a  1.1  draft  available 
for  public  review. 

LESLIE  BRIGLE 

Chain,  Inbenneb  Rnchibecbune 
Boand 

The  IAB  is  the 
lETF’s  premier 
committee,  over¬ 
seeing  person¬ 
nel  placements, 
acting  as  an 
advisory  council 
to  various  IETF 
participants, 
guiding  development  of  protocols  and 
being  a  watchdog  for  the  process  by 
which  a  proposal  becomes  a  standard, 
among  other  duties.  Daigle,  who  also 


serves  as  director  of  directory  research 
for  VeriSign,  assumed  this  job  in  March. 
Formerly,  she  was  IAB  executive  director, 
and  has  worked  on  standards  for  tech¬ 
nologies  such  as  uniform  resource  iden¬ 
tifiers. 

CHRIS  KRLER  RNB 
KELVIN  LAWRENCE 

Co-chains,  LUeb  senvices  secu- 
niby  bech  commibbee,  OASIS 

Web  services 
are  shaping  up 
to  be  the  future 
of  the  Internet  if 
the  standards- 
setting  powers 
can  secure 
them.  Enter 
Kaler  and 

Lawrence  —  the  former  is  architect, Web 
services  and  security  at  Microsoft  and 
the  latter  an  IBM  distinguished  engineer 
and  CTO  of  the  company’s  dynamic  e- 
business  technology.  Kaler  played  an 
instrumental  role  in  creating  WS- 
Securitythe  Web  Services  security  proto¬ 
col  spearheaded  by  IBM,  Microsoft  and 
VeriSign  and  released  in  April.  It  was 
turned  over  to  this  Organization  for  the 


Advancement  of  Structured  Information 
Standards  (OASIS)  committee  for  refine¬ 
ment.  As  of  November,  these  two,  with 
engineers  from  VeriSign  and  Sun,  devel¬ 
oped  the  fourth  draft  of  WS-Security. 

RLRN  PRLLER 

□ineebon  of  research,  SRNS 
Insbibube 

With  security 
threats  rising  at 
an  alarming  rate, 
Paller's  power  is 
growing  quickly. 
The  institute  says 
that  12,500  secu¬ 
rity  professionals 
received  training 
in  2001  under  its  auspices.  Paller,  who 
founded  the  institute,  is  responsible  for 
research  that  has  changed  the  way  the 
industry  secures  network  operating  sys¬ 
tems  and  hardware. The  institute,  which 
counts  150,000  people  as  members,  is 
also  a  founding  participant  in  a  multia¬ 
gency  effort  to  create  minimum  security- 
standards  benchmarks  for  use  by  the 
industry  at  large.  A  frequent  public 
speaker  and  media  regular,  Paller  talks, 
and  network  executives  listen. 


SOLUTION 


# 


Economical 
Converged  Services 
with  Fiber-To-The-Home 


EdgeGate  CPE: 

CPE  Multi-Service  VoIP  Gateway 

EdgeGate  CPE  is  today’s  most  deployed  fiber-to- 
the-home  solution.  Emerging  service  providers 
count  on  this  single  compact  solution  to  deliver 
voice,  video,  and  data  services  to  residential  and 
small  business  customers.  EdgeGate  CPE  even  has 
an  environmental  control  cabinet  for  applications 
where  it’s  necessary  to  mount  it  outside. 

EdgeGate  CPE  has  up  to  8  Ethernet  ports, 

2  voice  ports,  and  a  100/1000  uplink  making  it 
ideal  for  high-speed  Internet,  video,  and  multi- 
media  applications,  as  well  as  traditional  voice. 
Because  of  its  remote  accessibility,  it’s  fast  and 
simple  to  deploy,  manage,  and  monitor  service 
usage.  Its  compliance  with  multiple  standard 
VoIP  signaling,  such  as  SIP,  MGCPi.o,  and  H.323, 
allows  for  interoperability  with  multiple  vendors. 

Call  today  to  find  out  why  emerging  service 
providers  are  choosing  Telco  Systems’  EdgeGate 
CPE  for  their  fiber-to-the-home  applications. 


Telco  Systems  is  a  major  provider  of  carrier- 
class  transport  and  access  solutions  for  public  and 
private  networks  with  over  30  years’  experience.  The 
solutions  include  a  large  installed  base  of  TDM,  SONET, 
VoIP,  VDSL,  10/100  and  Gigabit  Ethernet  products. 

Based  in  Foxboro,  Massachusetts,  Telco 
Systems  is  committed  to  leading  the  industry  in 
the  development  of  transport,  access  and  packet 
products  for  carriers’  COs,  Co-Los,  and  POPs,  as  well 
as  enterprise  solutions  for  FTTH,  SOHO,  hospitality, 
education,  and  MTU/MDU.  Integrating  circuit- 
and  packet-switched  technologies  onto  flexible 
platforms  ensures  cost-effective  operation. 

Discover  the  Telco  Systems  difference  today! 

To  save  money  immediately  while  preparing  for 


the  future,  simply  call 


1-888-298-8330, 


or  visit 


Systems 


mpany 


Maximize  the  power  of  your  network 
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Cybenbennonism.  ULIonldCom’s  efforts  to  emerge  from  bank¬ 
ruptcy.  Telecom  regulation.  Securities  fraud.  These  are  some 
heady  issues  that  the  government  players  uue’ve  singled  out  have 
bo  tackle.  Their  decisions  can  affect  the  availability  and  security  of 
our  nation’s  nebuuorks,  plus  the  health  and  stability  of  the  compa¬ 
nies  that  operate  that  infrastructure. 


RICHARD  CLARKE 

Special  advisor  bo  bhe 
presidenb  for  cyberspace 
securiby 

In  the  after- 
math  of  the  2001 
terrorist  attacks, 
government 
security  special¬ 
ist  Clarke 
became  special 
adviser  to  Pres¬ 
ident  Bush.  In  this  role,  he  advises  Bush 
on  all  matters  related  to  cybersecurity 
and  chairs  a  governmentwide  board 
tasked  with  coordinating  the  protection 
of  critical  infrastructure  systems.  So  far 
his  team’s  efforts  can  be  seen  in  a  draft 
publication  of  national  strategy  for  pro¬ 
tecting  America’s  infrastructure,  released 
for  comment  in  September. 

ARTHUR  GONZALEZ 

Judge,  U.S.  Banknupbcy 
Counb,  Soubhenn  Disbnicb  of 
Neuu  yonk 

Assigned  to  shepherd  the  record-break¬ 
ing  WorldCom  case  through  its  Chapter 


11  proceeding, 
Gonzalez  has 
had  to  make 
some  tough  deci¬ 
sions  so  far, 
including 
approval  of  a  $25 
million  budget 
for  paying  key  employees  sizable  bonus¬ 
es  to  stay  with  the  company  as  it  tries  to 
emerge  from  bankruptcy.  Gonzalez  bases 
his  decisions  on  what  can  best  enhance 
the  value  of  the  company,  he  told  critics 
who  questioned  the  distribution  of 
bonuses.  Other  Gonzalez  rulings  in  this 
history-making  bankruptcy  are  the 
approval  of  up  to  $2  billion  in  interim 
financing  to  keep  WorldCom  operating 
as  it  reorganizes  its  finances;  the  deci¬ 
sion  to  grant  WorldCom  permission  to 
get  out  of  contracts  for  30  of  its  49  un¬ 
used  fiber-optic  links;  and  the  appoint¬ 
ment  of  an  independent  investigator. 

MICHAEL  POWELL 

Chairman,  Federal 
Communicabions  Commission 

The  ball’s  in  Powell’s  court,  but  the  kind 


of  play  he  will 
make  is  relatively 
uncertain  — 
even  after  two 
years  as  chair¬ 
man  of  the 
agency  that  con¬ 
trols  interstate 
and  international  telecommunications. 
With  Powell’s  reputation  for  a  hands-off 
approach  to  regulation,  industry  watch¬ 
ers  expected  the  FCC  chief  to  loosen 
restraints  on  regional  Bells  so  they  could 
launch  consumer  broadband  services 
more  easily.  But  the  top  U.S.  communica¬ 
tions  regulator  has  been  slow  to  act,  per¬ 
haps  out  of  fear  of  further  wounding 
incumbents  such  as  WorldCom,  critics 
say  Powell  still  has  the  power  to  fuel 
modernization  of  the  public  network  — 
if  he  decides  to  use  it. 

ELIOT  SPITZER 

Rbbonney  general,  sbabe  of 
Neuu  yonk 

This  sheriff  of  Wall  Street  has  demon¬ 
strated  serious  zeal  in  uncovering  con¬ 
flicts  of  interest  among  financial  ser¬ 


vices  firms  that 
potentially  hurt 
investors.  He’s 
been  digging 
into  Citigroup’s 
Salomon  Smith 
Barney  invest¬ 
ment  banking 
unit  and  in  particular  the  work  of 
Salomon  telecom  analyst  Jack 
Grubman,  who  is  suspected  of  recom¬ 
mending  stocks  to  help  win  banking 
business.  Spitzer’s  dogged  efforts  have 
garnered  international  attention  and  led 
many  companies  to  overhaul  their 
investment  bank  research  practices. 
And,  of  course,  fiscal  repercussions  have 
followed.  One  Spitzer  inquiry  led  to  a 
$100  million  fine  for  Merrill  Lynch. This 
year,  Spitzer  filed  suit  against  Network 
Associates,  seeking  to  end  software 
license  prohibitions  against  conducting 
product  reviews  or  tests  without  the 
company’s  permission. The  Democratic 
attorney  general  handily  gained  reelec¬ 
tion  in  November.  Industry  watchers 
don’t  expect  this  political  up-and-comer 
to  stop  there. 


Houu  should  a  company  pnionibize  ids  IT  spending?  Is  bhe 
marked  ready  for  dhis  produed?  UUhen  is  dhe  economy  going  do 
improve?  The  pouuer  dhinkers  uue’ve  selecded  mighd  nod  aluuays  have 
dhe  ansuuers  people  uuanb  do  hear,  bud  dheir  guidance  and  uuisdom  have 
helped  vendors  and  users  alike  uueabher  dhe  persisdend  douunburn. 


JUDITH  DONRTH 

□ineebon.  Sociable  Media 
Group,  MIT  Media  Lab 

Donath  has  the 
unusual  job  of 
investigating 
personal  identi¬ 
ty  in  the  net¬ 
worked  world. 
Her  studies  of 
how  cyberspace 
shapes  social 
interactions  are  growing  in  importance 
now  that  telework  is  an  accepted  prac¬ 
tice,  and  office  workers  communicate 
as  much  with  e-mail  and  instant  mes¬ 
saging  as  in  they  do  in  person. The 
Sociable  Media  Group  she  leads  is  con¬ 
cocting  models  that  eventually  will 


help  network  executives  build  infra¬ 
structures  that  best  support  users. 

JUHN  HRGEL 

Business  sbrabegisb 

With  his  third 
book,  Out  of  the 
Box:  Strategies 
for  Achieving 
Profits  Today  <$ 
Growth 
Tomorrow 
Through  Web 
Services,  this 
popular  business  writer  continues  to 
offer  tidbits  on  how  to  marry  IT  with 
business  needs.  A  former  McKinsey  & 
Co.  consultant  who  went  out  on  his 
own  last  year,  Hagel  is  a  speaker-circuit 


favorite.  His  experience  encompasses 
everything  from  creating  a  start-up  that 
was  successfully  sold  off  for  a  mint 
(Sequoia  Group,  sold  to  MetPath  in 
1982)  to  helping  with  the  recent  launch 
of  Web  services  providers,  such  as 
Grand  Central,  one  of  our  10  start-ups  to 
watch  for  2002  (www.nwfusion.com, 
DocFinder:  3628)  and  whose  CEO  is  on 
this  most  powerful  list  for  his  Web  ser¬ 
vices  service  vision. 

ANNE  THOMAS  MANES 

Founder  and  CEO, 

Bouulighb 

An  expert  on  Web  services  standards 
and  security  issues.  Manes  recently 
decided  it  was  time  to  go  it  alone.  She 


just  launched 
Bowlight.a  con¬ 
sulting  firm  with 
a  mission  of 
helping  software 
start-ups  refine 
their  technical 
and  business 
strategies,  and  helping  business  users 
sort  through  Web  services  trends.  Most 
recently  she  was  CTO  at  Web  services 
infrastructure  company  Systinet.  Before 
that,  Manes  pioneered  Sun’s  Web  ser¬ 
vices  strategy.  Her  track  record  includes 
work  with  the  W3C,  OASIS  and  the  Web 
Services  Interoperability  Organization, 
not  to  mention  actual  track  records  she 
earned  through  her  PRO  Rally  high¬ 
speed  auto  racing  hobby.  ■ 
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How  will  you  know  where  he’s  been, 
and  what  damage  he’s  done? 


Sf® 


Tripwire  is  The  Data  Integrity  Assurance  Company 


Tripwire®  establishes  a  baseline  of  data  in  its  known 
good  state,  monitors  and  reports  any  changes  to 
that  baseline,  and  enables  rapid  discovery  and 
recovery  when  an  undesired  change  occurs. 

Foundation  for  Data  Security 

■  Ensure  the  integrity  of  your  data 

■  Instant  assessment  of  system  state,  reporting 
“integrity  drifts" 

Maximize  System  Uptime 

■  Eliminate  risk  and  uncertainty 

■  Enable  quick  restoration  to  a  desired  state 

increase  Control  and  Stability 

■  Ongoing  monitoring  and  reporting 

Lower  Costs 

■  Find  and  fix  problems  quickly  and  precisely  - 
no  more  guess  work 


Your  firewalls  and  intrusion  detection  tools  alone 
are  not  enough  to  keep  systems  trustworthy. 
Tripwire’s  data  integrity  assurance  products  are  the 
only  way  to  know  with  100%  confidence  that  your 
data  remains  uncompromised.  For  nearly  10  years 
Tripwire  has  been  helping  IT  professionals  know 
exactly  what’s  changed  on  their  systems,  and 
helping  them  to  recover  quickly. 


For  a  FREE  30-day  fully-functional 

eval,  call  toll-free:  1.800.TRIPWIRE  (874.7947)  or 
visit  http://networld.tripwire.com  today! 
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llie  decision  Betsy  Bernard  made  six  years  ago  to 
leave  her  18-year  career  with  AT&T  to  head  Pacific 
Telesis'  Business  Market  Group  under  then-CEO  David 
Dorman  is  one  she  likely  won’t  ever  regret.  Ultimately, 
that  move  landed  her  where  she  is  today  newly  named 
AT&T  president  —  and  makes  her  one  of  the  50  most 
powerful  women  in  business, according  to  Fortune  mag¬ 
azine.  (Despite  this  recognition,  Bernard  downplays  her 
role  as  a  female  executive.) 

While  Bernards  and  Dorman’s  paths  diverged  after 
SBC  Communications  bought  Pacific  Tel  and  they  both 
ultimately  left  the  company,  they  met  up  again  two 
years  ago.  Again,  Dorman  came  knocking,  this  time  as 
AT&T  president  wooing  Bernard  to  return  to  her 
corporate  roots  as  head  of  the  carrier’s  con¬ 
sumer  business.  In  a  sign  of  her  allegiance, 
she  gave  up  her  position  as  executive 
vice  president,  national  mass  markets, 
at  Qwest  to  join  Dorman  at  AT&T. 

She  had  been  at  US  West  for  two 
years  as  executive  vice  president 
of  retail  operations,  before  the 
company  merged  with  Qwest. 


ing  on  testifying  and  dealing  with  creditors,  we  are 
focused  very  much  on  . .  .gaining  market  share  and  tak¬ 
ing  business  away  from  our  competitors.” 

As  AT&T  president,  Bernard  calls  the  shots  for  about 
55,000  employees  who  work  for  AT&T  Business  and 
AT&T  Labs,  the  company’s  network  services  group  and 
international  ventures. They’ll  need  to  be  on  the  ball, 
because  Bernard  is  known  as  a  hard  worker  who  puts 
in  long  hours  and  runs  a  tight  ship  in  terms  of  punctu¬ 
ality,  staying  the  course  and  leading  by  example. 

“Betsy  is  immensely  focused,  intense  and  high-energy 

says  Kevin  Crull, senior 
vice  president  at 
AT&T  Con¬ 
sumer.  She  is 


“very  hands-on,  in  a  good  wajf  he  adds.  '  • 

“She  wants  to  know  what  your  plan  js,  how  yoi 
measuring  performance,  how  you  will  know  he 
your  plan  is  doing,  what  your  contingency  . plans  are 


and  when  those  contingency  plans  will  go  into  place. 


From  Albany  to  NYG 

Bernard  returned  to  AT&T  a 
respected  executive,  25  years 
after  she  joined  AT&T  Long- 
line  in  Albany,  N.Y.,  as  an 
intern  from  St.  Lawrence 
University.  Now,  two  years  since 
Bernards  return,  AT&T’s  heart 
and  soul,  the  business  group,  is 
in  her  hands. 

AT&T  is  betting  its  future  on  this 
group,  with  its  4  million  business  cus- 
tomers  and  $28  billion  in  revenue  last 
year. The  company  needs  to  drive  demand 
and  increase  market  share  within  its  man¬ 
aged  services,  IP  and  even  traditional  data  ser¬ 
vice  groups  to  compensate  for  shrinking  margins  in 
the  residential  voice  market. The  expectations  don’t 
faze  her. 

"The  great  thing  about  me  taking  over  is  there’s  no 
change  in  strategy,  vision  or  priority. That's  a  great  testa¬ 
ment  to  a  very  thoughtful  restructuring  . . .  [and  to] 
Dorman,  the  last  person  to  head  up  AT&T  Business,” 
Bernard  says. 

Bernard  will  make  a  formidable  competitor  in  the 
business  services  market.“The  priorities  are,  first  and 
foremost,  to  take  advantage  of  the  unique  market  we 
find  ourselves  in,” she  says. "With  our  competitors  focus- 


She  makes  you  think  three  or  four  moves  aheald  — 
that’s  how  hands-on  she  is.  She  doesn’t  try  to  run  your 
business,  but  forces  you  to  think  about  everything” 
says  Crull,  who  worked  with  Bernard  at  US  West  and 
jumped  to  AT&T  at  her  request.  •  .  .  .  - 

If  she  compliments  your  work, you  know  she’s  being 
genuine,  he  says.“She’s  not  big  into  rah-rah;she’s  not 
about  a  lot  of  hype.” 


The  mark  of  a  great  leader 

Bernard  describes  her  management  style  as  “pretty 
simple.”  She  follows  this  philosophy:  First  a  leader 
defines  the  vision,  describes  how  the  compa¬ 
ny  gets  there  and  then  describes  the 
employees'  roles  in  that  journey. 

“The  power  of  55,000  employees  . .  .all 
heading  in  the  same  direction  and 
knowing  why  they  are  heading  there 
what  they  are  trying  to  accom¬ 
plish,  that’s  what  creates  ‘execution- 
al’success.That’s  what  great  leader¬ 
ship  is  all  about,”  Bernard  says. 
John  Kelly,  McData  CE0,re- 
:  counts  Bernard’s  role  during  a 
succession-planning  panel  they 
‘  •  .  participated  in  while  peers  at  US 
West.  'Without  fail,  Betsy  would 
’  have  in-depth  knowledge  and  un¬ 
derstanding  of  candidates  as  human 
beings  and  their  leadership  as  well  as 
their  performance,”  Kelly  says,  adding 
•  that  she  took  time  to  get  to  know  people, 
and  this  knowledge  “made  the  likelihood  of 
those  people  getting  a  promotion  betterf 
■  Business-focused  though  she  might  be,  Bernard 

enjoys  jogging  and  downhill  skiing  —  she  even  used 
to  ski  competitively  she  says.  If  she  had  more  time  away 
from  work,  Bernard  says  she  would  travel  for  fun,  play 
more  sports  and  volunteer  for  child  welfare. 

Former  co-workers  describe  Bernard  as  someone  who 
likes  to  have  a  beer  and  go  to  hockey  games,  and  who 
has  a  competitive  streak. 

Bernard’s  focus  on  the  prize  —  now  growth  and  rev¬ 
enue  in  AT&T  Business  —  likely  will  provide  crucial 
success  for  AT&T  And  this  longtime  telecom  profession¬ 
al  will  get  there  with  integrity  and  the  power  of  her 
employees  behind  her.  ■ 
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Introducing  BellSouth  AnswersSM  for  Business. 

We  understand  you  want  complete  data  solutions 
from  one  integrated  source  of  expertise. 
Solutions  from  someone  trustworthy  and 
financially  strong.  You  want  answers  that  are  as 
innovative  as  they  are  secure  and  reliable. 

BellSouth  AnswersSM  for  Business. 


Visit  bellsouth.com/business/answers. 


From  frame  relay  to  IP  VPN; 


from  hosting  to  optical  networking  —  we 


your  enterprise  needs  for  a  competitive 


advantage.  All  from  one  company  that 


knows  half  of  communication  is  listening. 


I  want  one  company  that  knows  what  it's  doing, 


database  and  Lotus  Notes/Domino. While  the  company 
does  not  release  Linux  revenue  statistics,  IBM  says  it 
has  more  than  recovered  the  costs  of  moving  its  hard¬ 
ware  and  software  products  to  Linux. 

As  IBM’s  foremost  proponent  of  Linux,  Frye  was  the 
company’s  only  choice  to  head  the  Linux  Technology 
Center,  which  was  established  formally  in  1999. 


R  good  open  source  citizen 

Frye.it  seems,  was  destined  for  IBM.i  did  most  of  my 
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When  Daniel  Frye  joined  IBM’s  supercomputer 
group  in  the  early  1990s,  the  Linux  operating  system 
was  barely  a  glint  in  the  eye  of  Linus  Torvalds,  its  cre¬ 
ator.  A  decade  later, Linux  is  now  as  much  a  part  of- 
IBM’s  product  arsenal  as  theTliinkPad  and  the  main¬ 
frame,  and  Frye  is  the  Linux  guy.  As  director  of  IBM’s 
Linux  Technology  Center,  he  oversees  Big  Blue’s  tech¬ 
nology  strategy  for  the  open  source  operating  system. 

Advocating  use  of  open  source  software  wasn’t  a 
natural  for  Frye.  Upon  first  learning  of  Linux  at  a 
conference  in  1997,  Frye  admits  being  a  little  dismis¬ 
sive  about  the  operating  system.  At  the  conference,  a 
research  team  created  a  concept  for  a  next-genera¬ 
tion  supercomputer  based  on  a  cluster  of  low-cost, 
Intel-based  machines  that  would  run  Linux, 
recounts  Frye,  who  at  the  time  was  with  an  IBM 
group  responsible  for  identifying  computing 
trends.  Frye  was  intrigued  by  the  super¬ 
computer  concept,  but  didn’t  get  the 
team's  insistence  that  Linux  would  be 
the  operating  system. 

“My  first  reaction  was,  an  open. source 
thing?  C’mon,  what's  that  all  about?”  he 
says.  ' 


. . I . 

graduate  work  on  some  of  the  most.powerfu!  super¬ 


Rn  analytical  thinker 

But  his  natural  curiosity  as  a  scientist 
made  him  want  to  know  more.  Frye 
was  educated  as  a  physicist,  receiving  a  . 
master's  degree  in  physics  in  1982  and  a 
doctorate  in  theoretical  atomic  physics  in 
1985,  both  from  Johns  Hopkins  University. 

"I  don’t  use  my  atomic  physics  back¬ 
ground  every  day”  he  says,  but  notes  that 
the  critical  and  analytical  thinking  skills 
he’s  acquired  are  important  in  predicting 
trends  in  computing  technology. 

Drawing  on  his  skills  as  a  researcher, 

Frye  educated  himself  on  Linux  by 
working  with  customers,  academics  and 
other  technologists.  Ultimately,  he  co- 
wrote  a  strategy,  white  paper  outlining 
Linux’s  benefits. The  white  paper  set  the 
tone  for  IBM's  position  on  open  source  in  . 
general  and  Linux  in  particular. 

Soon  after  the  white  paper  came  out  in  2000 


invested 
noiogies 
servers  — 
machine 
to  Linux, 
enterpris 


billion  to  make  Linux  one  of  its  core  tech- 
ice  then,  IBM  has  ported  its  entire  line  of 
oiii  mainframes  to  midsize  and  Intel-based 
well  as  laptops,  workstations  and  PCs  — 
i  if  has  released  Linux  ports  of  its  major 
aft  ware  products,  such  as  WebSphere,  DB2 


IBM 


computers  in  the  world,”  including  IBM  machines. 

Frye  says. 

When  it  came  to  think  about  employment,  Frye  says 
he  found  IBM,  with  its  stable  of  supercomputing  engi¬ 
neers,  a  good  fit.  He  came  onboard  to  lead  the 
RS/6000  SP  team,  bringing  to  bear  his  experience  as  a 
high-end  user  and  helping  to  take  IBM’s  scalable  Unix . 
business  from  zero  revenue  to  more  than  $1  billion  in 
sales  by  1998. 

.  But  directing  the  open  source  efforts  of  an  industry 
dinosaur  takes  special  care,  Frye  says.  One  of  his  earliest 
challenges  was  getting  the  open  source  community  to  , 
accept  IBM  as  a  partner  when  the  company  began 
.  increasing  its  Linux  efforts.lt  feared  IBM  would 
come  in  and  change  the  way  the  ojjen 
source  community  worked,  and  was  wor¬ 
ried  IBM  had  a  secret  agenda,  he  says. 

At  first,  Frye  had  developers  observe, 
.'open  source  community  activity 
qu  ietly  He  gave  them  the  go-ahead 
to  jump  in  and  participate  active 
ly  in  the  process  of  open  source, 
development,  which  includes 
lively  debate  and  taking  con¬ 
troversial  positions  on  how 
code  should  be  written,  once 
IBM  had  established  credibili¬ 
ty  among  the  various  groups 
•  that  maintain  Apache,  Linux, 

. '  Samba  and  other  open 
source  software. 

•Frye  favors  the  hands-off 
management  style  needed  for 
a  job  tied  to  the  anticorporate 
.  leanings  of  the  open  source 
software  movement  (several 
hundred  open  source  program¬ 
mers  work  at  the  Linux  Tech¬ 
nology  Center), and  is  proud  of 
-  the  relationship  he’s  forged  with 
V'  the  developersbWe’ve  established 
.■■■.’  ourselves  as  pretty  good  open  source 
citizens,”  he  says. 

Scott  Handy,  director  of  IBM's  Linux 
Software  Solutions,  who  has  worked  with 
T:  ?  ’  Frye  since  1999, seconds  that  opinion. “Dan 
•  understood  very  early  on  that  a  project  can 
only  be  successful  if  it  has  the  support  of  the  com- 
munityf  he  says.“lt's  his  vision,  knowledge  and  easy¬ 
going  style  that  has  helped  shape  IBM's  ongoing  com¬ 
mitment  to  Linux.”  ■ 
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FireProof  Security  Application  Switch:  Enterprise  Wide  Security  with  Assurance 


FireProof  is  the  industry’s  first  security  Application  Switch 
that  ensures  the  integrity  and  operation  of  your  security 


infrastructure  across  the  enterprise.  Combining  load 
balancing,  optimization  and  high  availability  for  firewalls, 
VPNs  and  IDS  devices,  FireProof  eliminates  bottlenecks 
and  single  points  of  failure,  guaranteeing  full  availability, 
operation  and  optimized  security  devices.  FireProof’s  DoS 
Shield  module  prevents  DoS  attacks,  while  maintaining 
high  throughput  on  users’  networks.  An  additional  layer  of 
defense  is  delivered  through  our  award  winning  application 


Fire  wall/ VPN 


security  module,  preventing  more  than  450  attack  signatures. 


Choose  FireProof  for  robust  enterprise  security. 


t  i  ■  \ 


. 

•  {'  .  \  •  •  •  y  ?  Si  "'*5. 

•  ••  ,  ■  V  -  ,.>V jr’r-  i 


US  toll  free:  1-888-234-5763  |  www.radware.com  |  info@radware.com 


rad  ware  get  certain 

.  .. 


the  company’s  switch  business 


driven  do  succeed  for  hen 


mentor  Michael  Dell,  herself  and 
can-flmerican  community 


Ask  analysts  about  the  impact  Dell  is  making  in  the 
switch  market,  and  they’ll  say;“a  respectable  dent.”  Kim 
Goodman.  37-year-old  vice  president  and  general  man- 
agei  of  Dell  Networking,  is  the  one  swinging  the  ham¬ 
mer. 

Goodman,  who  joined  Dell  20  months  ago  to  develop 
new  business  lines  for  the  company,  has  had  switch 
vendors  watching  the  company’s  heightened  activity  in 
the  market  ever  since.  Cisco  and  3Com  have  had 
enough.  Both  recently  decided  they  can  no  longer 
afford  to  sell  switches  through  Dell’s  direct  model, can¬ 
celing  their  reseller  agreements  with  the  company. 

That  Dell  now  has  sold  more  than  2  million 
switch  ports  —  half  of  those  in  the  last  eight 
months  —  is  not  a  surprise,  Goodman  says. 

“Michael  [Dell]  was  the  first  to  understand 
that  there  were  some  key  trends  occurring 
in  the  enterprise  networking  space  around 
standardization  and  Ethernet  that  could 
be  acquired  from  some  of  the  silicon 
providers,”  she  says.’At  the  same  time,  we 
were  working  with  partners  and  finding 
a  very  high  attach  rate  between  our 
servers  and  network  switches. There  was 
a  lot  of  evidence  that  said  we  should 
move  forward  into  the  market.” 

It’s  also  no  surprise  that  Goodman  is 
behind  the  success. 


From  lauu  to  commerce 

Goodman,  who  grew  up  in  a  working-class 
neighborhood  on  Chicago’s  South  side,  has 
been  goal-oriented  from  an  early  age.  Her  father, 
who  worked  13  out  of  every  14  days  filling  vend¬ 
ing  machines,  and  her  mother,  a  teacher,  have 
always  encouraged  her  to  strive  to  be  the  best. 

Goodman’s  aspirations  have  always  been  as 
much  for  herself  as  they  have  been  for 
African-Atnericans."Growing  up,  my  goal 
was  to  be  the  first  African-American 
woman  on  the  Supreme  Court,”  she  says. 

But  Goodman  gave  up  her  judicial  aspi¬ 
rations  while  attending  Stanford  University, 
from  which  she  graduated  in  1987  with  a 
bachelor’s  degree  in  political  science  and  a 
master's  degree  in  industrial  engineering."!  changed 
from  law  to  business  because  I  did  a  study  on  what 
could  have  the  most  impact  for  advancing  the  African 
American  community.  My  conclusions  came  down  to 
more  participation  in  the  capital  system, as  well  as 
improved  education,” she  says. 

From  St,. nford, Goodman  tunneled  her  motivation, 
and  dri\,  nfo  a  telecommunications  specialty  at 
Bain  &  Company,  a  global  management  consulting 


firm  to  some  of  the  nation’s  largest  corporations.  She 
left  Bain  temporarily  for  Harvard  University  from 
which  she  received  an  master’s  degree  in  business 
administration  in  1992. 

While  at  Bain,  where  she  eventually  became  partner, 
Goodman  saw  executives  depart  for  Deli.  It  was  in¬ 
evitable  that  Dell  CEO  Michael  Dell, who  often  hires  top 
executives  from  the  nation’s  leading  consulting  compa¬ 
nies, would  one  day  come  knocking  on  her  door.  She 
heeded  his  call  in  2000  and  now 
considers  Dell  one  of  her 
mentors,  along  with 


Kevin  Rollins,  Dell  president  and  former  Bain  partner, 
and  Betsy  Bernard,  newly  named  AT&T  president,  with 
whom  Goodman  has  worked  at  various  points  in  her 


career  (see  Bernard’s  profile,  page  44). 

Goodman  made  the  move  to  Dell  because  she  liked  . 
the  company’s  focus  on  the  direct  model  and  the  way  it 
“drives  its  business  based  on  clear  economic  decisions 
of  what’s  best  for  the  customer  and  what’s  the  best  fit 
•  for  the  business.”  It  also  helped  that  more  than  one-third 
of  Dell  executives  come  out  of  consulting,  which 
Goodman  says  “is  productive  because  it  enables  people 
to  acquire  the  skill  sets  to  do  the  data-  and  metrics-dri-  . 
ven  insight  used  in  [Dell’s]  business.” 

Goodman’s  goals  for  Dell  Networking  are  as 
clear  as  her  personal  focus.  -  ■ 

“We  offer  the  customer  extremely 
high  performance  and  reliability,  all 
.  backed  by  Dell  service  and  sup¬ 
port  in  an  integrated  way  so  the 
customer  has  one  number  to 
call  for  their  infrastructure  of 
servers,  storage  and 

we  offer  that 
50%  less  than  the  cost  of 
the  competition.” 

Goodman  speaks  the 
■  Dell ‘direct  model’ litany 
like  a  professional.  She 
seems  to  believe  it,  too. 
That  is  what  Dell  and  its 
<  executives  have  always 
relied  on  to  be  successful. 


.. 
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R  role  model 

And  Goodman’s  business 
.  acumen  has  undeniably 
"v  ‘  helped  her  achieve  a  model  of 
y  success  the  African-American 

if! 

community  can  follow.  In  July 
Fortune  magazine  named  her  one 
..  •  of  the  most  powerful  black  execu- 
;  fives  in  America.She  is  often  asked  to 
share  her  story  with  youth  or  people  early 
:  in  their  careers  by  speaking  at  events  such  as 

the  National  Black  MBA  Association  Convention. 
But  Goodman,  who  is  newly  married,  isn’t  all  business 
all  the  time.  She  is  a  role  model  with  the  community  at 
large  —  as  a  Girl  Scout  leader  and  a  volunteer  and 
mentor  to  inner-city  youth  studying  for  the  Scholastic 
*:Aptitude  Tests. 

She  also  enjoys  outdoor  activities,  particularly  run- 
.  i  ning.and  she  likes  football  —  enough  to  own  season 
tickets  for  the  Oakland  Raiders.  Energetic  and  focused, 
Goodman  seems  bound  to  thrive.  ■ 
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Kim  Goodman,  vice  presidenb 
and  general  manager  of  Dell 
Nebuuorking,  is  masterminding 


MOVING  A  THIRD  OF  YOOR 

WORKFORCE  IS  EASY. 

D 

KNOWING  WHICH  THIR 

TO  MOVE  IS  THE  TRICKY  PART. 


Whether  you’re  moving  employees  to  another  time  zone  or  onto  another  project, 
mySAP'“HR  is  the  only  solution  that  helps  you  align  and  leverage  people  according  to  your 
company’s  strategic  needs.  mySAP  HR  integrates  all  Human  Capital  Management  functions 
in  real  time  and  in  one  place,  so  managers  can  make  better  decisions  based  on  the  big  picture. 
To  learn  more,  please  visit  sap.com  or  call  800  880  1727. 


THE  BEST-RUN  BUSINESSES  RUN  SAP 


When  you  have  2,500  people  working  for  you  and 
control  a  $2  billion  budget,  power  is  something  you 
don’t  worry'  about  too  much.  As  president  of  Fidelity 
Investments  Systems  Company,  a  division  of  Fidelity 
Investments  in  Boston,  Don  Haile  has  the  brawn  and 
industry  savvy  to  direct  the  IT  operation  of  the  nation’s 
largest  mutual  fund  company  and  leading  provider  of 
financial  services. 

“I  have  the  opportunity  to  influence  many  of  our 
product  decisions  and  directions,  and  I  am  lucky 
enough  to  still  have  some  friends  inside  IBM  —  and 
other  vendors  —  who  think  I  know  what  I  am  talking 
about,” says  Haile,  who  joined  Fidelity  in  1998  after  34 
years  with  IBM. 

Hailes  take-charge  style  is  highly  respected  inside 
and  outside  Fidelity 

“Don’s  one  of  those  guys  we  could  always  count  on 
to  cut  through  the  politics  and  do  the  right  thing. 
People  loved  working  for  him,” says  Steve  Joyce,  a  for¬ 
mer  IBM  employee  who  is  now  director  of  network 
technology  at  software  vendor  NetIQ.When  Joyce  left 
IBM  to  co-found  Ganymede  Software,  which  was  sub¬ 
sequently  bought  by  NetIQ,he  made  sure  to  include 
Haile  on  his  advisory  board. 


says.“Technology,and  the  proper  use  of  it,  can  be  a 
major  advantage  in  the  finance  industry  —  in  fact,  it 
clearly  has  been  one  for  many  years.  We  have  to  chal¬ 
lenge  our  people  to  continue  to  innovate  and  take 
advantage  of  the  new  inventions  that  are  coming  out  to 
ensure  we  keep  our  company  ahead  of  the  game.” 

Beyond  leading-edge  technologies,  Haile  —  who  also 
watches  over  the  firm’s  applica¬ 
tion-development  labora- 
tories  in  Boston, 

’  Dallas,  Salt 

Lake 


City  and  Dublin,  Ireland  —  takes  a  hands-on  approach 
to  day-to-day  problems. 


A  Japanese  approach 

“Every  problem  is  an  opportunity  to  change  how  we 
do  things.  If  we  have  a  system  failure, a  network  prob¬ 
lem,  a  bug,  we  ensure  we  understand  how  the  situation 
occurred  and  make  sure  we  have  processes  put  in  place 
to  ensure  that  the  problem  will  not  occur  again,"  Haile 
says.“We  have  weekly  [single  point  of  failure]  meetings, 
which  I  attend  as  often  as  I  can,  to  ensure  that  the  entire 
organization  learns  from  others’  problems.” 

Asked  whether  his  business  style  is  more  like  the  hard- 
charging  Gen.  George  Patton  or  more  diplomatic  a  la 
Henry  Kissinger,  Haile  instead  compares  his  approach 
to  the  Japanese  word  “kaizen,”  which  means  grad¬ 
ual,  orderly  continuous  improvement.”!  believe 
that  while  sometimes  it  might  take  longer  to 
get  something  done,  consensus  building  and 
kaizen  will  bruise  less  egos  and  will  result 
in  real  things  happening  in  the  long 
term,”  he  says. 

And  long-term  dedication  is  what 
Haile’s  about. Certainly  that’s  evident 
v  Ft/-'-  _•  in  the  more  than  three  decades  he 

put  in  at  IBM,  a  company  he  left 
/-  '  only  when  it  decided  to  exit  the 

,  network  business  he  led.  But  it’s 
clear  in  his  personal  life  as  well. 

1  i  One  example  is  his  38-year  mar- 
V-  riage.  Another  is  his  longstand- 

*'  ing  allegiance  to  his  alma  mater, 

-  .  The  Pennsylvania  State 
University,  which  recently 
appointed  him  to  the  advisory 
'  board  for  its  new  College  of 

Information  Science  and  Tech- 

■ 

gfjjy t;  nology  Haile  graduated  from  Ffenn 

State  in  1964  with  a  bachelor’s 
degree  in  electrical  engineering  and 
still  make  a  point  of  attending  a  couple 
of  football  games  there  a  year. 

He  also  finds  time  to  read  a  good  book 
now  and  then.  He’s  currently  about  halfway 
through  John  Adams  by  David  McCullough,  and 
just  bought  former  IBM  CEO  Lou  Gerstner’s  book, 
Who  Says  Elephants  Can  7  Dance. 

Haile  says  he  wouldn’t  change  anything  he’s  done  in 
his  life,  except  maybe  one  thing.“Maybe,  given  the  joy  1 
have  in  my  current  job,l  would  have  left  IBM  after  30 
years,  instead  of  waiting  until  1  had  34  years,"  he  says.  ■ 


Influence  on  innovators 

Despite  kudos  from  many  sources,  Haile  is  modest 
about  his  successes. 

“Being  backed  by  a  terrific  technical  team  inside 
Fidelity  makes  my  choices  and  ‘pronouncements’ 
pretty  solid,"  Haile  says.Those  pronouncements 
need  to  be  dead-on  because  his  team  has  full 
responsibility  for  Fidelity’s  network  implementation. 

“At  Fidelity,  1  have  a  great  set  of  network  engineers,” 
he  says.“My  influence  is  more  in  the  areas  of  how 
we  use  the  network  —  making  sure  that  we  fully 
utilize  our  current  bandwidth  and  ensuring  the 
network  is  ready  for  future  demands.” 

Haile  says  his  team  recently  deployed  real-time 
video  Webcasting  and  video  on  demand,  and  now 
is  evaluating  a  proposal  to  replace  Centrex  with 
voice  over  IF’  to  give  users  enriched  services  at 
reduced  costs.  His  challenge  for  2003  is  to  continue 
reducing  network  costs  by  getting  more  out  of  current 
systems  His  goal,  he  says,  is  to  use  the  current  market 
slowdown  to  come  up  with  innovative  uses  of  technol¬ 
ogy  to  distance  Fidelity  from  competitors. 

“FVople  tend  to  be  afraid  of  change.  By  forc¬ 
ing  change  and  innovation  new  ideas  will 
happen  Don’t  get  comfortable  in  any  - 

role  —  reach  for  the  next  change,”  he 
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At  HP  Procurve  Networking,  so  do  we. 

You're  committed  to  making  your  network  run  smoothly  and  meet  the  demands  of  your 
organization,  and  so  are  we.  The  new  HP  Procurve  Switch  5300x1  series  delivers  the 
fastest  layer  3/4  features  for  the  price  of  the  competition's  layer  2  modular  switches. 
And  HP  Procurve  switches  are  fully  interoperable  and  scalable,  making  it  easier  than 
ever  to  add  the  switching  capacity  you  need  for  current  and  future  growth.  These 
convergence-ready  switches  provide  flexibility,  high  port  density,  free  software 
upgrades  and  a  lifetime  warranty. 

And  now  HP  Procurve  gives  you  3  unbeatable  offers: 

•  Trade  in  any  Cisco  2924,  2948,  3548,  4006  or  6500  switches  with  no 
trade-in  limits  when  they  are  traded  for  HP  Procurve  5300  series  switches 

•  Get  a  $400  cash  rebate  on  the  HP  Procurve  4 1 48gl  and  up  to  $500  off 
mini-GBIC  modules  or  transceivers 

•  Buy  an  HP  Procurve  switch  2524  and  get  a  free  100/1000T  transceiver  worth  $389 

Find  out  more  at  www.hpprocurve.com/hiaherportdensitY  or  call 
us  now  to  talk  to  an  HP  Procurve  professional  at  1-800-477-61 1 1 
extension  41682. 
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Dan  Schulman,  CEO  of  Virgin  Mobile  USA  in  New 
Jersey,  was  a  hunted  man.  John  Thompson,  Symantec 
CEO  and  chairman,  wanted  him  as  a  board  director 
and  he  wouldn’t  leave  Schulman  alone.  Phone  calls 
followed  a  cross-country  meeting;  despite  Schulman’s 
reluctance  about  joining  the  board  of  a  company  so 
far  from  home  —  Symantec  is  in  Silicon  Valley  —  he 
didn't  feel  rejection  was  an  option. “He  wore  me 
down,” Schulman  jokingly  remarks. 

Persistence  is  just  one  of  the  53-year-old’s  characteris¬ 
tics.  Charismatic,  dynamic,  results-oriented  —  these 
words  also  describe  him,  observers  and  colleagues 
say  And  selling  is  in  Thompson’s  blood.  He  loves  the 
sell  so  much  that,  even  as  CEO,  he  is  known  to  pass  up 
a  few  holes  on  the  golf  course  to  be  on  his  cell  phone 
closing  deals,  big  or  small. 

Getting  industry  experts  such  as  Schulman  and 
Google  CFO  George  Reyes  to  join  Symantec’s  board  is 
testament  to  Thompson's  persuasive  powers,  honed  in 
28  years  at  IBM. There,  he  rose  to  the  top  leadership 
position  at  IBM  Americas  before  leaving  for  the  CEO 
spot  at  Symantec  in  April  1999. 

Observers  say  Thompson’s  IBM-trained  discipline 
has  served  him  well  in  revitalizing  Symantec,  a  con¬ 
sumer-oriented  company  that  was  foundering. 


Enterprise  evangelist 

Thompson’s  strategy  calls  for  transforming 
Symantec  from  a  company  almost  completely 
consumer-oriented  to  one  focused  on  the 
enterprise  market. Toward  that  end,  he  has  sold 
off  Act,  a  personal  management  tool,  and 
Visual  Cafe,  a  software  development  platform, 
and  bought  10  enterprise-related  software  and 
services  suppliers.Today,  65%  of  revenue  is  from 
corporate  customers,  just  shy  of  Thompson’s  70% 
goal,  compared  with  35%  in  1999. 

As  part  of  the  transformation, Thompson  replaced 
more  than  half  of  the  original  2,300-person  workforce 
with  people  who  knew  the  enterprise  market.  Reyes 
acknowledges  that  Thompson’s  drive  toward  the  enter¬ 
prise  market  caused  dissention  as  staff  members  “had 
to  put  up  and  commit,  or  leave.”  But,  Reyes  adds, 
Thompson  invested  considerable  time  and  effort  in 
evangelizing  about  the  enterprise.Mohn  clearly  invest¬ 
ed  in  the  buy-in  process  of  employees.  He’s  a  caring 
man,  but  he’s  also  a  very  good  businessman,”  he  says. 

Thompson's  determination  to  win  even  more  of  the 
corporate  market  is  illustrated  by  his  billion-dollar- 
plus  shopping  spree  that  has  netted  Symantec  10 
enterprise-related  software  and  services  vendors. This 
includes  last  summer's  near-simultaneous  acquisi¬ 
tions  of  Mountain  Wave,  for  security  information 


management  software;  Recourse  Technologies,  for  its 
intrusion-detection  system;  Riptech,  for  its  security 
monitoring  system;  and  SecurityFocus,  for  its  security 
alert  and  bug-tracking  services.“You  don’t  find  many 
CEOs  that  have  the  courage  to  [acquire  four  compa¬ 
nies  at  once],” Reyes  says. Through  its  acquisitions, 
Symantec’s  workforce  today  stands  at  4,200-strong. 

Thompson  revels  in  being  a  high-profile  CEO,  which 
lately  means  promoting  cybersecurity  to  government 
officials.  In  September, Thompson  joined  the  National 


Infrastructure  Assurance  Council,  providing  advice  to 
the  U.S.  government  on  security  of  critical  infrastruc¬ 
ture. Thompson  says  he  will  push  for  cybersecurity 
education. 

Despite  his  extracurricular  activities, Thompson  is 
not  ready  to  lose  his  high  profile  at  Symantec  or 
among  its  customers  yet.  Last  January, Symantec 
named  John  Schwartz  as  president  and  COO,  leading 
some  to  wonder  whether  Thompson  was  getting 
ready  to  resign. Thompson  dismisses  the  suggestion 
and  jokes  that  he  will  be  at  Symantec  for  “another  10 
years,  until  I  retire.  I’ll  be  63  by  then." 

Having  Schwartz  frees  Thompson  to  do  what  he 
does  best  —  sales  and  marketing.  And  it  gives  this 
New  Jersey  native  more  time  to  explore  California  and 
to  duck  hunt,  one  of  his  favorite  pastimes. 


Suited  up  and  ready  to  go 

Thompson  says  too  much  emphasis  is  put  on  the  dif- 
between  East  and  West  Coast  work  cultures, 
but  he  does  admit  to  finding  some  elements  of 
Silicon  Valley  casualness  distasteful. “I  want  people 
to  come  in  ready  for  work,  not  to  spend  a  day  at 
the  beach.  1  want  people  suited  up  and  ready  to 
go,”  he  says,  adding  that  the  phrase  “suited  up"  is 
metaphorical  rather  than  reflective  of  his  IBM 
shirt-and-tie  upbringing. 

Perhaps  this  attitude  stems  from  his  upbring- 
ing.Thompson's  parents  —  his  father  a  postal 
worker  and  his  mother  a  teacher  —  engen- 
an  appreciation  for  respect,  integrity 
and  education. 'ITiompson  himself  received  a 
master’s  degree  in  management  science  from 
the  Massachusetts  Institute  of  Technology’s 
Sloan  School  of  Management  and  a  bache¬ 
lors  degree  in  business  administration  from 
Florida  A&M  University. 

Still, Thompson  considers  changes  he’s 
made  at  Symantec  subtle.“l  didn't  change  the 
;  company  culture.  I’ve  tried  to  look  at  the 
things  the  company  stands  for  and  achieve  a 
balance.  I  want  Symantec  to  focus  on  sustain- 
,  able  results;  understanding  the  needs  of  large 
,  !  companies  —  not  what  the  channel  needs  for 
this  quarter,”  he  says. 

Likewise, Thompson  says  he  wants  industry 
observers  to  focus  on  Symantec,  rather  than 
himself.  As  such,  he  says  he  dislikes  being 
referred  to  as  Silicon  Valley’s  highest-ranking 
African-American  executive.“lf  it  brings  attention 
to  Symantec,  I’m  happy  to  play  along  with 
it,  but  it  should  be  of  no  conse- 
quence,"  he  says.  ■ 


In  the  Midst  of  the  Telecom  Storm 

SAWIS  Customers  Know  the  Way. 
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The  Network  that  powers  Wall  Street sy 


1-800-SAVVIS- 1 
www.savvis.net/testimonials 


With  all  the  turmoil  in  the  telecom  industry  today,  it’s  easy  to  feel  like  you’ve  been 
caught  in  the  “perfect  storm.”  You  worry  that  choosing  the  wrong  network  provider 
could  leave  your  company  vulnerable.  Conversely,  you  worry  that  delaying  decision¬ 
making  could  leave  you  behind  the  curve. 

SAWIS  customers  tell  us  they’re  on  course.  Their  IP  VPN  is  getting  the  job  done 
for  voice  over  IP  (VoIP),  global  video  conferencing,  ERP,  and  more. 

From  Wall  Street  to  Main  Street,  SAWIS  is  the  financially  sound  choice  for  people 
who  demand  a  proactive  managed  IP  service  provider.  SAWIS  has  been  delivering 
high  performance  IP  VPN  and  managed  hosting  services  to  financial  institutions, 
professional  services  firms,  and  retail  enterprises  for  years.  And.  SAWIS  has  one 
of  the  strongest  balance  sheets  in  the  industry. 

Don’t  just  take  our  word  for  it.  Visit  our  web  site  and  discover  what  the  Chicago 
Board  Options  Exchange.  Looksmart.  the  Philadelphia  Stock  Exchange,  RM  Crowe. 
Shearman  &  Sterling.  Fitch  Ratings.  Telezoo  and  so  many  others  have  to  say  about 
working  with  SAWIS. 


Trust  the  Network  that  Powers  Wall  Street 

to  Empower  your  Business. 
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□up  annual  survey  of  readers  reveals  that  acc 
reflect:  poorly  on  CEO  pouuer,  but  improved  cut 
recharge  it. 

By  JULIE  SORT 


UUhat  makes  a  good  CEO?  That’s  the  question  of  the  era  as  former 
powerful  network  industry  leaders  continue  to  sink  like  so  many 
storm-tossed  dinghies.  In  the  past  three  years,  the  companies  fea¬ 
tured  in  our  annual  Powerometer  survey  have  replaced  11  CEOs  -  akin 
to  50%  turnover. 

Granted,  at  some  companies,  such  as  AT&T  and  IBM  with  C.  Michael  Arm¬ 
strong  and  Lou  Gerstner,  CEO  retirements  were  planned  well  in  advance  and 
successors  —  David  Dorman  and  Sam  Palmisano,  in  these  cases  —  long 
groomed  for  top  corporate  command.  But  most  CEO  exits  stand  as  another 
measure  of  the  industry’s  seemingly  endless  unrest. 

This  storm  is  different  from  the  typical  economic  dip,  too.  It  has  been  worsened 
(if  not  caused)  by  many  of  these  dismissed  CEOs.  Corporate  captains  should  hike 
out,  right  the  keel  and  get  their  organizations  —  and  consequently  the  whole 
industry  —  back  on  course.  Instead  many  entered  the  galley  extracted  cooked 
books  then  burned  workers,  investors,  customers  and  themselves. 

So  the  anticipated  2002  midyear  recovery  never  surfaced.  Not  surprisingly 
then,  trust  in  the  leaders  of  the  network  industry,  while  not  erased,  certainly 
has  dwindled.  So  say  the  250  readers  who  participated  in  this  annual  Power¬ 
ometer  survey.  Almost  three-quarters  of  participants  agreed  that  recent 
accounting  scandals  have  hurt  the  power  of  network  industry  CEOs. 

Using  a  scale  of  1  to  100,  readers  rated  a  CEO’s  power,  with  a  higher  number 
meaning  more  power.  Comparing  this  year’s  means  —  the  Power  Ratings  — 
with  last  year’s, readers  did  not  grant  a  single  CEO  more  power  and  dropped  the 
Power  Rating  of  half  by  10%  or  more.  Moreover,  the  mean  for  all  CEOs  sank  to 
its  1998  level  from  a  five-year  high  in  2001,  a  drop  of  6.2  points. 

Those  penalized  come  primarily  from  the  stagnant  telecom  sector:  Duane 
Ackerman  of  BellSouth,  Bill  Esrey  of  Sprint,  Ed  Whitacre  of  SBC  Communica¬ 
tions.  Interestingly,  readers  also  docked  Carly  Fiorina’s  rating  by  a  hefty  12.3%, 
presumably  because  she  has  much  to  prove  at  a  post-merger  Hewlett-Packard. 

Novell’s  Jack  Messman  is  the  good  news/bad  news  story  of  the  survey. 
Although  readers  deducted  10.6%  from  his  Power  Rating,  landing  him  among 
the  biggest  losers,  they  chastised  so  many  others  more  severely  that  Messman 
yielded  his  last-place  spot  to  WorldCom’s  leader  at  the  time  of  the  survey,  John 
Sidgmore  —  and  outranked  two  other  telecom  executives  to  boot.  (When  we 
conducted  our  survey  in  the  fall,  Sidgmore  had  made  clear  his  intent  to  leave 
WorldCom,  but  Michael  Capellas  —  formerly  HP  president  —  had  not  yet 
joined  the  company  as  his  replacement.) 

Respondents  offer  this  basic  advice  for  improved  power:  Service  the  cus¬ 
tomer  Half  said  the  ability  to  please  a  customer  was  more  important  than  the 


skill  of  pleasing  Wall  Street  in  determining  a  CEO’s  power. Those  who  would 
make  the  customer  king  know  this  —  happy  customers  mean  better  revenue, 
and  that’s  good  for  the  Street,  too.  ■ 

2002  Power  Racings 

In  this  year’s  Pouuerometier  reader  survey,  respondent®  shouued  their  distaste 
for  the  state  of  the  network  industry  by  lowering  the  Power  Ratings  of  CEOs 
across  the  board.  Ratings  were  designated  on  a  scale  of  1  to  100,  with  100 
being  the  most  powerful. 


2002 

Rank 

1 

GEO 

Cisco’s  John  Chambers 

2002 

Power 

Rating 

72.1 

2001 

Power 

Rating 

73.0 

Change 

-1.2% 

2001* 

Rank 

1 

2 

Microsoft's  Steve  Ballmer 

69.4 

72.5 

-4.3% 

2 

3 

Intel's  Craig  Barrett 

63.5 

69.2 

-8.2% 

3 

4 

IBM’s  Sam  Palmisano** 

59.8 

N/A 

N/A 

N/A 

5 

Sun’s  Scott  McNealy 

58.4 

63.6 

-8.2% 

7 

6 

Dell's  Michael  Dell 

58.1 

65.5 

-11.3% 

5 

7 

Oracle’s  Larry  Ellison 

57.7 

64.8 

-11.0% 

6 

8 

AT &T’s  C.  Michael  Armstrong*** 

53.7 

59.0 

-9.0% 

9 

9 

Hewlett-Packard's  Carly  Fiorina 

53.5 

61.0 

-12.3% 

8 

10 

3Com’s  Bruce  Claflin 

50.7 

54.9 

-7.7% 

19 

11 

Verizon's  Ivan  Seidenberg 

50.0 

56.9 

-12.1% 

11 

12 

EMC’s  Joe  Tucci 

49.7 

56.5 

-12.0% 

13 

13 

Nortel’s  Frank  Dunn** 

49.7 

N/A 

N/A 

N/A 

14 

Computer  Associates'  Sartfay  Kumar 

48.0 

53.3 

-9.9% 

21 

15 

SBC's  Ed  Whitacre 

46.5 

54.3 

-14.4% 

20 

16 

Sprint’s  Bill  Esrey 

46.2 

55.1 

-16.2% 

18 

17 

Novell’s  Jack  Messman 

44.9 

50.2 

-10.6% 

24 

18 

BellSouth’s  Duane  Ackerman 

44.4 

53.2 

-16.5% 

22 

19 

Qwest’s  Richard  Notebaert** 

39.2 

N/A 

N/A 

N/A 

20 

WorldCom's  John  Sidgmore*** 

33.8 

N/A 

N/A 

N/A 

*  Survey  included  25  CEOs  in  2001. 

**  New  to  CEO  job  since  2001  survey. 

***  Still  CEO  when  survey  conducted  (in  Sidgmore 's  case,  also  new  to  CEO 
job  since  2001  survey) 
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2002 

Rank 

18 

CEO 

Duane  Ackerman 

2002 

Power 

Rating 

44.4 

2001 

Power 

Rating 

53.2 

Change 

-16.5% 

16 

Bill  Esrey 

46.2 

55.1 

-16.2% 

15 

Ed  Whitacre 

46.5 

54.3 

-14.4% 

9 

Carly  Fiorina 

53.5 

61.0 

-12.3% 

11 

Ivan  Seidenberg 

50.0 

56.9 

-12.1% 

12 

Joe  Tucci 

49.7 

56.5 

-12.0% 

6 

Michael  Dell 

58.1 

65.5 

-11.3% 

7 

Larry  Ellison 

57.7 

64.8 

-11.0% 

17 

Jack  Messman 

44.9 

50.2 

-10.6% 

14 

Sanjay  Kumar 

48.0 

53.3 

-9.9% 

SOURCE: 

NETWORK  WORLD’S  2002  POWEROMETER 

SURVEY 
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specific  job  bidies. 


MIS/IT /IS /DP  manager  or  director 

36% 


SOURCE;  NETWORK  WORLD  S  POWEROMETER  SURVEYS.  1998-2002 
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Telecommunications  manager 
or  director 


8% 


Customers 
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Wall  Street 

88.4% 


Agree 

89.6% 


Senior,  vice  president/vice  presidcr* 
MIS/IT/IS/DP 


Strongly  agree 

34% 


Not  sure 

0.4% 


Both  equally  important 
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8% 

Other  management 


Somewhat  agree 
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Not  sure 
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A  Taste  of  the  Benefits 


Picking  AltiGen... 

Makes  Phone  Communications  Easy... 

Easy  to  Cot  Costs  -  Easy  to  Mange  -  Easy  to  Use 

AltiGen’s  future-proof  telephone  system  provides  high 
reliability  and  low  cost  of  ownership  critical  for  the  small  to 
mid-size  businesses.  Now  you  can  get  your  IP  Phone  system 
from  a  company  you  can  trust,  a  company  who’s  been 
providing  next  generation  phone  systems  since  1996. 

Call  today  to  see  why  over  1 5,000  businesses  picked  AltiGen 
as  their  Telephone  system  solution. 

Learn  how  to  choose  a  next  generation  phone  system 

Request  our  white  paper  today  at: 

www.altigen.com 


Desired  Features: 


AltiGen 

Phone  Systems 


Traditional 
Phone  Systems 


Software-based  administration 

y 

Saves  administrative  costs 

y 

Cuts  toll  costs 

IP,  digital  and  analog  trunking 

y 

Traditional  voice  calling 

y 

VoIP  calling 

y 

IP  and  traditional  phones 

y 

Voice  mail 

y 

Automatic  Call  Distribution  (ACD) 

y 

y 

Automated  Attendant 

y 

Unified  Messaging 

y 

Web  interactions:  Web  push,  chat,  dick-to-talk 

y 

Home-based  teleworkers/call  center  agents 

y 

Built  in  redundancy 

y 

y 

Integrated  Contact  Center 

y 

are  APPLES  TO  APPLES 


Dm 


♦  ♦♦ 


's  IP  Phone  System  is  your  best  pick 


WM? 


t 


'  '  -  :  ■  ' 


or  call  AltiGen  toll-free: 


Alt  i  G  e  n 


888.258.4436 


COMMUNICATIONS 


Sth^.fg  the  Future  of  IP  Telephony 
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Cpoujer  strljgglesJ 


IBM,  HP  and  Sun  are  spanning  oven 
strategies  fon  building  self-healing, 
self-managing  networks. 


r 


R  battle  royale  is  brewing  among  the  server  titans. 
IBM,  Hewlett-Packard  and  Sun  are  busily  mapping  out 
strategies  each  hopes  will  give  it  the  edge  in  the 
envisioned  new  world  where  self-healing,  self-manag¬ 
ing  servers  rule  the  network. 

IBM  has  been  the  most  vocal  of  late,  aggressively  promoting  its 
autonomic  computing  concept,  which  includes  self-healing,  self¬ 
managing  servers.  Alan  Ganek.vice  president  of  IBM’s  new  auto¬ 
nomic  computing  division,  paints  a  compelling  picture  of  the 
networked  world  in  which  ultrasmart  servers  operate. 

When  outfitted  with  special  software  such  as  IBM’s  Electronic 
Service  Agent,  he  says,  enterprise  servers  that  are  having  prob¬ 
lems  automatically  would  send  information  about  symptoms  to 
a  computer  at  IBM. Tapping  into  a  comprehensive  problem  data¬ 
base,  the  computer  would  analyze  the  problem  report  and  initi¬ 
ate  corrective  actions.  It  might  send  an  electronic  response  to  fix 
the  problem  itself,  place  a  call  to  the  company’s  administrative 
staff  with  recommended  fixes  or  dispatch  an  IBM  engineer  to 
perform  repairs. 

“The  result  is  simple  —  problems  are  fixed  quickly, sometimes 
before  you  even  knew  you  had  a  problem;  your  infrastructure 
becomes  more  resilient  and  downtime  is  minimized,  thereby 
lowering  your  maintenance  costs,”  Ganek  says. 

R  ubiquitous  problem 

Though  generating  a  lot  of  buzz  recently  the  notion  of  self¬ 
managing  servers  has  been  around  for  several  years  within  the 
high-end  server  market,  says  Vernon  Turner,  a  group  vice  presi¬ 
dent  at  IDC.The  battle  is  heating  up  now,  he  says,  because  of  one 
simple  fact:“As  servers  become  more  and  more  of  the  industry 
standard  or  commodity  devices,  it  is  harder  to  differentiate  each 
vendor  from  another^ 

Couple  this  with  the  reality  that  enterprise  infrastructures  com¬ 
monly  consist  of  thousands  of  servers  —  servers  that  users  are 
demanding  be  easier  to  manage,  be  always  available  and  run  at 
top  capacity  —  and  vendors  have  no  choice  but  to  rejuvenate 
their  product  lines, Turner  adds. 

Richard  Fichera,  a  vice  president  with  Giga  Information  Group, 
attributes  intensifying  efforts  around  self-managing  servers  to  an 


identical  set  of  customer  problems  each  vendor  faces:  stranded 
capacity  complex  installations,  difficulty  of  provisioning  new  ap¬ 
plications  and  services  quickly  and  the  inability  to  manage  serv¬ 
er  networks  on  a  service  vs.  an  element  basis.“Server  manage 
ment  is  a  ubiquitous  problem  across  all  installed  bases,”  he  says. 

And  as  server  management  issues  escalate  within  enterprise 
organizations,  talk  of  autonomic  computing  and  utility  data  cen¬ 
ters  has  been  a  real  attention-getter  among  users.  "The  ability  for 
anything  to  possibly  manage  itself  is  something  that  we  would 
like  to  see,  and  it’s  currently  on  our  radar  screen,"  says  Aaron 
Merriam,  network  operating  system/messaging  specialist  at 
Hannaford  Brothers,  a  regional  supermarket  operator  in 
Scarborough,  Maine,  that  has  about  400  servers  today 

One  potential  promise  Merriam  sees  in  self-healing,  self-man¬ 
aging  servers  is  cost-containment.  With  smarter  servers,  Hanna¬ 
ford  could  potentially  maintain  IT  staffing  levels  while  increas¬ 
ing  the  number  of  servers.  Another  potential  boon  from  self- 
healing,  self-managing  servers  would  be  the  opportunity  to  give 
IT  staff  the  time  to  focus  on  the  future  rather  than  always  operat¬ 
ing  in  maintenance  mode,  Merriam  says. 

The  battle  plans 

IBM  realized  autonomic  computing  would  be  an  industry 
“grand  challenge”  more  than  a  year  ago,  when  it  launched 
Project  eLiza,the  code  name  for  IBM  Server  Group’s  efforts  to 
deliver  autonomic  computing  capabilities,  Ganek  says.The  fea¬ 
tures,  many  of  them  originated  for  IBM  mainframes,  will  now  be 
deployed  across  IBM’s  eServer  family 

While  IBM  has  garnered  much  attention  for  its  autonomic  com¬ 
puting  splash,  HP  actually  has  an  18-month  lead  in  self-managed 
servers  with  the  Utility  Data  Center  (UDC)  line  it  introduced  in 
November  2001,  Gartner  says.  UDC  products,  which  let  adminis¬ 
trators  provision  services  on  demand,  include  linked  server, stor¬ 
age  and  network  operations  offerings  that  are  integrated  and 
deployed  by  intelligent  management  software. The  HP  UDC 
allows  for  remote  server  management  and  includes  manage¬ 
ment  racks  that  automatically  discover  the  topology  of  a  user  en¬ 
vironment.  It  also  offers  an  Integrated  Service  Management  rack, 
capacity  planning  and  optimization  software,  and  storage  arrays. 
With  a  UDC  infrastructure,  once  servers  are  wired  together,  con¬ 
figuration  and  feature  changes  are  handled  via  software  updates. 

See  Server  war,  page  64 
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IBM,  Microsoft  and  Sun  have  come 
do  the  UUeb  services  ball  with 
opposing  ideas  over  a  so-called 
choreography  standard  that 
mould  automate  workflow. 


Microsoft  and 

,  he*'11  Sun,  for  example  —  are 
doing  the  same  with  their  wares. 
And  that’s  where  the  problems  begin. 


On  the  dance  card 

In  late  June,  Sun,  along  with  BEA,intalio  and  a  number  of  other  support¬ 
ers,  submitted  a  draft  Web  choreography  specification,  called  the  Web 
Service  Choreography  Interface  (WSCI),to  the  World  Wide  Web 
Consortium  (W3C).  One  month  later,  BEA,  IBM  and  Microsoft  published 
an  alternative,  the  Business  Process  Execution  Language  for  Web  Services 
(BPEL4WS).  Now  Sun,  Microsoft  and  IBM  are  sparring  over  which  specifi¬ 
cation  will  become  the  standard.  On  the  outside  are  vendors  such  as 
BEA  and  Oracle  that  are  urging  a  convergence  of  the  two  specifications. 

Users  also  are  interested  in  convergence  because  it  would  give  them 
a  greater  range  of  tool  choices  and,  more  importantly,  because  the  alter¬ 
native  could  result  in  a  nasty  standards  war.  Choreography  standards 
are  becoming  increasingly  important  as  company  and  customer  busi¬ 
ness  processes  get  more  intertwined, says  Hao  He,  a  software  architect 
with  Thomson  Legal  &  Regulatory  a  major  law  and  tax  information 
publisher  in  St.  Paul,  Minn. 

Thomson  interacts  with  dozens  of  government  agencies  and  law 
firms  each  day,  indexing  and  editing  government  regulations  and  pro¬ 
ducing  books,  CD-ROMs  and  online  databases  of  government  regula¬ 
tions.  Currently, Thompson  uses  custom-developed  software  to  manage 
order  fulfillment  and  to  share  inventory  information  with  branch 
offices  and  customers.  As  Web  services  orchestration  servers  become 
available,  the  company  hopes  to  use  standard  software  from  a  variety 
of  vendors  to  manage  these  processes.  He  says. 

“It  definitely  helps  if  we  can  automate  as  many  processes  as  possible 
using  a  standard  technology  says  He,  who  is  a  member  of  the  W3C’s 
Web  Services  Architecture  Working  Group. “The  W3C  is  trying  to  identify 
a  middle  ground  between  [WSCI  and  BPEL4WS].This  is  challenging 

See  Standoff,  page  64 


choreographic  symbols  took  more  than  400  years  and 


dozens  of  abandoned  efforts  to  evolve  into  Hungarian  dance 


master  Rudolf  von  Laban’s  widely  accepted  notation  for  repre¬ 


senting  the  ordered  and  complen  movements  of  dance. 


The  developers  working  on  Web  services  choreography  standards 
expect  to  take  less  time  than  the  dance  master  of  yore,  but  the  difficulty 
of  the  task  at  hand  is  much  the  same. They  have  to  finesse  technology 
nuances  and  please  a  variety  of  constituencies.  At  issue  is  how  to  define 
a  standard  way  of  letting  business  processes  talk  to  each  other  during 
the  course  of  a  Web  services  transaction.  Standardization  would  make 
Web  services  easier  to  develop  —  and  deploy. 

With  Web  services  now,  if  a  company  wants  to  share  parts  of  an  appli¬ 
cation  with  a  business  partner,  it  can  talk  about  the  ports  and  operations 
it  will  expose  using  a  Web  Services  Description  Language  (WSDL)  file. 
The  WSDL  file  would  describe  simple  operations  such  as  “get  fare  quote” 
or  “book  ticket.”  But  the  company  has  no  standard  way  of  talking  about 
the  business  processes  that  govern  all  these  operations.  WSDL  can’t  tell 
an  application  not  to  bother  trying  to  book  a  ticket  before  it’s  received  a 
fare  quote  —  at  least  not  in  any  standardized  way. 

To  learn  the  business  logic  behind  partner  applications,  developers 
must  create  a  workflow  document  to  which  they  can  code.  With  Web 
services  choreography,  workflow  descriptions  are  standardized.  Instead 
of  reading  and  manually  coding  to  workflow  specifications,  developers 
could  use  typical  development  tools  to  handle  this  work. 

Choreography  standards  put  you  “way  ahead  of  the  game,” says  Yaron 
Goland,a  technologist  at  BEA  Systems.“You’re  no  longer  sitting  there 
trying  to  figure  out, ‘Now  if  1  call  this  particular  interface,  what  the  heck 
do  1  do  next?’" 

BEA  is  working  to  incorporate  Web  services  choreography  features  into 
its  WebLogic  Workshop  development  tool,  and  its  competitors  —  IBM, 


Choreography  standards  do  not 

spring  up  overnight.  The  first  crude  set  of 


Computing  Clusters 

Want  to  reinvent  your  data  center?  Follow  the  leader. 


Dell  servers  use  cost  effective,  industry-standard 
technology  such  as  Intel ®  Xeon“  processors. 


De  Hah  Performance 


Dell  J  Enterprise 

The  world  of  supercomputing  has  changed.  No  longer  does  a  business  have  to  rely  on  expensive,  proprietary  systems  to  run  mainframe 
applications.  Let  Dell,  the  leader  in  high  performance  computing  clusters,  bring  a  singular  focus  on  TCO  to  your  data  center.  Built  on  flexible,  cost-effective 
Intel®  XeDn1”  processor  technology,  Dell  High  Performance  Computing  Clusters  can  help  you  make  an  impact  within  your  organization  that  goes  far 
beyond  IT.  What  can  Dell  High  Performance  Computing  Clusters  provide  your  business? 

•  Instant  scalability.  Dell  HPCCs  give  you  the  ability  to  grow  in  overall  capacity  and  to  meet  high  usage  demand  as  the  need  arises. 

•  Enhanced  availability.  With  a  Dell  HPCC,  the  system  as  a  whole  stays  highly  available,  even  with  the  removal  of  any  single  failure  point 
in  hardware  or  software. 

•  Enterprise-level  service  and  support.  Full,  24/7  commitment  from  design  to  implementation  to  on-site'  or  online  support. 

•  Improved  system  manageability.  Dell's  Intelligent  IT  portfolio  gives  you  the  tools  and  services  to  automate  the  deployment,  management 
and  maintenance  of  your  IT  infrastructure.  The  result?  Lower  TCO. 

For  nearly  20  years,  we've  revolutionized  the  way  the  world  buys  and  manages  technology.  Now  see  how  we're  revolutionizing  the  world  of 
High  Performance  Computing.  To  put  a  Dell  HPCC  to  work  for  your  business,  call  1  -866-257-3355  or  click  Dell.com/hpcc. 


High  performance  computing  that  can  lower  TCO.  Easy  as 

Click  www.dell.com/hpcc  Call  1-866-257-335  5 

toll  free 

Service  may  be  provided  by  thud-party  Technician  will  be  dispatched  if  necessary  following  phone-based  troubleshooting  Suited  to  parts  availability,  geographical  restrictions  and  terms  of  service  contract  Service  timing  dependent  upon  time  of  day  call  pieced  to  Oeil  US  < 
logo  and  Xeon  are  trademarks  01  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  Stales  and  other  countries  Dell,  the  Dell  logo  and  Powertdge  are  registered  trademarks  of  the  Dell  Computer  Corporation  <Si2003  Dell  Computer  Corcoran  m  A, I  rights  n*  <  ’ 
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IB  ONEG  WHITHER 

Optical  and  Gigabit  Ethernet  services  promise  big  banduuidth,  per¬ 
formance  boosts  at  great  rates.  So  why  aren’t  they  being  used? 

BH  JENNIFER  JONES 


Summary:  Enterprise  users 
await  Gigabit  Ethernet  op¬ 
tions,  while  large  carriers 
linger  on  rollout  efforts  to 
protect  precious  ATM, 
frame  relay  and  private¬ 
line  revenues. 


Opponents:  Major  incum¬ 
bent  carriers  and  big  cor¬ 
porate  users. 


UUtilOOh:  Gigabit  Ethernet 
adoption  rates  will  in- 
•■Qrease,  but  slowly. 

:  Iteer  impact:  As  the  foot- 
dragging  continues,  users 
arojjgtuck  buying  more 
co^tJy'xfata  services. 


Optica!  and  Gigabit  Ethernet  services,  hailed  during  the  tele¬ 
com  boom  years  as  killer  replacements  for  costly  RTM,  frame 
relay  and  leased-line  options,  have  yet  to  materialize  as  signifi¬ 
cant  enterprise  alternatives  -  to  the  frustration  of  network 
enecutives  shouldering  bandwidth-heavy  applications. 

User  organizations  such  as  the  Corporation  for  Education  Network 
Initiatives  in  California  (CENIC)  complain  of  their  inability  to  get  carriers 
to  make  good  on  their  new  service  promises.“We’ve  had  trouble  getting 
[incumbent]  carriers  to  adopt  Gigabit  Ethernet  as  a  con¬ 
nection  interface,” says  David  Reese,  CTO  for  CENIC, 
in  Los  Alamitos. 

But  the  incumbents  point  the  finger  back  at 
their  customer  bases.  Larger  providers  in 
particular  blame  their  reluctance  to  em¬ 
brace  new  optical  and  Gigabit  Ethernet 
services  on  weak  demand. They  say  the 
majority  of  corporate  users  aren’t  too 
enthusiastic  about  these  services. 

The  truth  is,  the  reason  many  incumbent 
carriers  have  backed  off  such  service  plans 
might  have  more  to  do  with  a  lack  of  com¬ 
petitive  incentive  than  with  slow  user  up¬ 
take.  Incumbents  had  reluctantly  moved 
into  optical  and  Gigabit  Ethernet  primarily 
in  reaction  to  specialty  upstarts  such  as 
Broadwing  Communications  and  Yipes 
Enterprise  Services,  says  Tim  Krasney  man¬ 
aging  director  of  YankeeTek  Ventures.  When 

the  small  carriers 
started  founder¬ 
ing  financially, 
with  a  few  ending 
in  bankruptcy 
court,  the  compet¬ 
itive  impetus 
faded  fast. 

Still,  enterprise 
users  have  not  pushed 
their  incumbent  carriers 
hard  enough  for  these  offers, 
industry  watchers  say.  Absent  such  pressure, 
entrenched  players  naturally  have  chosen  not 
to  displace  lucrative  ATM,  frame  relay  or  private¬ 
line  offerings  with  services  that  might  reduce 
their  revenue.The  move  to  Ethernet  would 
mean  swapping  out  accounts  they’ve  already 
got  with  something  that  could  be  as  much  as 
30%  cheapen  notes  Howard  Anderson, senior 
managing  director  at  YankeeTek  and  a  Network 
World  columnist. 

Looking  out  to  2006 

Despite  the  setbacks,  nobody  is  writing  off 


optical  and  Gigabit  Ethernet  services.  RHK  projects  a  $4  billion  market 
will  unfold  around  efforts  to  stretch  LAN-based  Ethernet  technology  into 
carrier  networks,  but  it  will  take  several  years.  By  2006,  the  firm  says, 
enough  large  carriers  will  have  embraced  Gigabit  Ethernet  to  bring  ser¬ 
vices  to  almost  1  million  potential  customers.They’ll  do  this  by  building 
up  their  networks  with  Ethernet  switches,  optical  edge  devices  or  wave 
division  multiplexing  platforms,  according  to  RHK. 

Some  users  find  the  outlook  disappointing.“We  have  been  surprised 
that  there  has  been  such  a  great  deal  of  inertia,” says  Randy  Anderson, 
director  of  network  engineering  and  technology  at  George  Mason 
University  (GMU)  in  Fairfax, Va. 

GMU  constantly  examines  options  for  outfitting  its  student  base  with 
enough  network  power  and  routinely  adds  costly  T-l 
or  DS-3  lines,  Randy  Anderson  says.“We  were 
looking  at  [Gigabit  Ethernet]  services  when 
the  market  was  better  and  the  telecom 
industry  was  at  its  peak.  We  had  a  few  nib¬ 
bles.  Some  of  the  carriers  we  were  talking 
to  were  promising  100-megabit  Ethernet 
and  10-megabit  Ethernet.  But  nothing  ever 
really  materialized,”  he  says. 

Common  carrier  practice  has  been  to 
“support  Ethernet  as  loudly,  but  as  little,  as 
possible, ’’YankeeTek’s  Krasney  says.  He  says 
when  customers  inquire  after  Gigabit 
Ethernet,  carriers  tend  to  pull  out  literature 
on  the  services  then  shift  them  quickly 
toward  private-line  solutions.  As  a  further 
discouragement,  analysts  say,  incumbents 
haven’t  been  pricing  Gigabit  Ethernet  ser¬ 
vices  too  attractively 
To  spur  Gigabit  Ethernet,  larger  carriers 
must  show  more  interest  in  generating 
offers  with  reduced  rates  and  increased 
performance  over  ATM,  frame-relay  and 
leased-line  services.“People  don’t  get 
excited  about  a  change  unless  it  will  cost 
20%  less  and  has  much  more  function¬ 
ality”  Krasney  says. 

Perseverance  pays  off 

Determined  customers  say  they  hold  out  hope 
for  more  Gigabit  Ethernet  options  but  realize  it  will  take 
legwork  to  get  them. “We  are  really  pushing  the  carriers,” CENIC’s  Reese 
says,  noting  that  the  organization  has  gotten  Gigabit  Ethernet  services 
bids  from  Qwest,  Level  3  Communications, Verio  and  Cable  &  Wireless. 

GMU  recently  has  been  successful  in  getting  Verizon  to  offer  Gigabit 
Ethernet  services  through  a  modification  to  an  existing  state  contract. 
During  contract  negotiations, Verizon  executives  were  aware  that  GMU 
and  other  state  universities  were  eager  to  get  the  services,  Randy 
Anderson  says.’This  was  a  play  by 
Verizon  to  head  off  competition.” 


FIONA  HEWITT 


Jones  is  a  freelance  writer  in 
Vienna,  Va.  She  can  reached  at 
jjwriterva@aol.  com. 
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See  how  metro  Ethernet 
services  providers  are  reshaping 
themselves  for  the  future. 
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WHAT  YOU  NEED  TO  KNOW  ABOUT  SLM 


SERVICE  LEVEL  MANAGEMENT: 

DELIVER  ON  YOUR  NETWORK  GUARANTEES 


Do  you  know  how  well  your  IT 
infrastructure  is  meeting  your 
business  objectives? 

It's  time  to  attend  Network  World's  Technology 
Tour  "Service  Level  Management:  Deliver  on  Your 
Network  Guarantees."  Rick  Sturm,  CEO  of  Enterprise 
Management  Associates,  shows  you  how  to 
implement  SLM  tools  to  assess  client  service  and 
network  resource  performance. 


Identifying  user  and  client  service  level  expectations 
and  needs 

*+  Negotiating  and  writing  service  level  agreements 

**  Selecting  and  implementing  the  appropriate  SLM 
tools  for  your  enterprise 

Creating  feedback  loops  to  ensure  service  levels  are 
being  met 

**  Managing  performance,  availability  and  security  to 
deliver  on  guarantees 


SIGN  UP  TO  ATTEND 
IN  ONE  OF  THESE  CITIES! 

February  4  New  York ;  NY 
February  6  Chicago,  IL 
February  11  Richardson,  TX 
February  13  San  Francisco,  CA 


SION  UP  TODAY  AT 
www.nwfusion.com/events/slm2 
or  call  1-800-643-4668 

Pre-registration  for  this  complimentary  event  is  required. 


BONUS  -  YOU  COULD  WIN  $100 

Register  for  a  chance  to  win  a  $100  American 
Express  Gift  Cheque.  You  must  be  present  at 
the  3:30pm  drawing  to  win! 


This  event  is  limited  to  Network  and  IT  professionals  who  purchase  service, 
level  management  products  and  services.  Network  World  reserves  the  right 
to  determine  total  audience  profile  of  attendees  participating  on  a 
complimentary  basis. 


Platinum  Presenting  Sponsors 


Computer  Associates 


invent 


MetiLinx 


the  system  optimization  company 


Micromuse 

NFTCOOl' SOLUTIONS 


V  l  S  U  A  : 


NET  W  O  S 


To  sponsor  this  premier  Network  World  event  or  if  you  are  interested  in  on-site  training  for  your  company,  contact  Andrea  D'Amato  at  508-490-6520  or  adamatod?  • : 
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FBI  IK  NEB 

Secure  Sockets  Layer’s  arrival  on  the  VPN 
scene  has  IP  Security-based  VPN  vendors 
rethinking  their  product  portfolios. 


B  »  BOB  VIOLINO 


VPNs  based  on  the  IP  Security  protocol  have  held  a  grip  on 
the  market,  but  an  alternative  using  Secure  Sockets  Layer  is 
steadily  gaining  ground. 

Few  people  familiar  with  network  security  consider  SSL  a  wholesale 
replacement  for  IPSec  as  a  VPN  protocol.  But  SSL  proponents  say  that 
protocol  is  less-expensive  and  easier  to  deploy  when  workers  need 
remote  access  to  Web  applications  such  as  e-mail  and  corporate 
intranets.  And  now,  traditional  IPSec  VPN  vendors  are  scrambling  to  add 
SSL  to  their  product  mixes  to  meet  demand. 

Browser-based  SSL  VPN  products  differ 
from  IPSec  VPN  wares  in  that  they  do 
not  require  companies  to  install  VPN 
client  software  on  remote  devices.  Users 
who  can  authenticate  to  a  company’s 
network  can  make  a  secure  connection 
from  any  laptop  or  desktop  PC  with  a 
browser. That’s  because  SSL  firewall 
ports  generally  are  kept  open,  so  fire¬ 
walls  need  not  be  reconfigured  to  pro¬ 
vide  access. 

With  IPSec  VPNs,  each  remote  device 
must  run  client  software,  which  must  be 
updated  as  necessary.  Also,  firewalls  and 
the  IPSec  devices  must  be  configured  in 
tandem  to  allow  network  access. 

SSL  in  the  market 

Market  researchers  predict  that  world¬ 
wide  sales  of  SSL-based  VPN  gear  will 
increase  during  the  next  several  years. 

Infonetics  Research  expects  market 
growth  from  about  $56  million  this  year 
to  an  estimated  $840  million  by  2005. 

However,  the  firm  says,  IPSec  products 
will  continue  to  make  up  a  huge  share  of 
the  VPN  market.  Infonetics  pegs  sales  of 
IPSec  VPN  and  firewall  hardware  at  $1.5 
billion  this  year  and  $2.5  billion  in  2005. 

“SSL  will  address  all  those  [remote 
workers]  who  don’t  really  need  access 
to  many  applications.  It’s  a  simple  way 

to  give  them  access  to  things  like  e-mail  and  benefits  and  payroll  infor¬ 
mation. Those  users  who  need  access  to  a  broad  range  of  applications 
that  are  not  all  Web-based  will  require  IPSec  clients,” says  Jeff  Wilson, 
executive  director  of  Infonetics. 

But  the  proliferation  of  Web-based  applications  —  and  the  growing 

ved  for  remote  access  —  has  turned  SSL  into  a  hot  topic  —  a  neces¬ 
sity  development  for  traditional  IPSec  VPN  vendors. 

t  'heck  Point  Software,  which  unveiled  an  SSL-based  or  “clientless"  VPN 


in  July,  says  SSL  is  ideal  for  companies  that  need  to  exchange  data  with 
business  partners  via  extranets  but  don’t  want  to  install  VPN  clients. 
IPSec  VPN  vendors  such  as  Nortel  and  SonicWall  agree.  Nortel  intro¬ 
duced  the  Alteon  SSL  appliance  in  September;  SonicWall  began  offer¬ 
ing  SSL  products  when  it  acquired  Phobos  two  years  ago.  In  the  mean¬ 
time,  NetScreen  Technologies  says  it’s  evaluating  an  SSL  offering 
through  possible  partnerships. 

Other  IPSec  VPN  proponents,  such  as  Symantec,  still  are  evaluating 
how  to  fit  SSL  into  their  product  lines. The  holdup  in  part  stems  from 
these  vendors  having  more  or  less  viewed  SSL  as  a  competing  technol¬ 
ogy.  But  as  demand  grows  for  clientless  VPN  connections,  logic  dictates 

that  vendors  add  SSL-based  products  to 
their  lineups. 

Smaller  vendors  that  have  recognized 
the  need  for  SSL  VPN  wares  include 
Aspelle,  Aventail,  Neoteris  and  Whale 
Communications. 

SSL  by  design 

Some  user  companies  are  finding  they 
want  both  SSL  and  IPSec  VPNs. 
Quad/Graphics, a  Pewaukee.Wis.,  print¬ 
ing  services  company,  provides  connec¬ 
tivity  for  the  limited  number  of  employ¬ 
ees  who  need  access  to  production  sys¬ 
tems  and  other  non-Web  applications 
via  an  IPSec-based  VPN  from  Cisco.  But 
it  has  given  the  majority  of  employees 
remote  intranet  and  e-mail  access  via  an 
SSL-based  VPN  using  Whale’s  e-Gap 
Remote  Access  Appliance. 

Before  Quad/Graphics  installed  the 
Whale  SSL  product  four  months  ago, 
most  employees  didn’t  have  a  remote- 
access  option  at  all.“With  10,000 
employees  potentially  wanting  to  get 
access  from  home  or  on  the  road,  we 
didn’t  want  to  have  to  install  10,000 
[VPN]  clients,” says  Damian  Drewek, 
director  of  technical  services  at 
Quad/Graphics.“We  knew  it  would  be  a 
maintenance  nightmare.” 

Whales  SSL  appliance  runs  on  a  server 
in  the  company  data  center.  Using  this  clientless  approach,  the  company 
can  provide  secure  connections  without  having  to  rewrite  applications 
on  those  thousands  of  end-user  devices,  Drewek  says. 

Deloitte  Consulting  in  New  York  also  uses  a  combination  of  SSL  and 
IPSec  VPNs.  Most  of  the  firm’s  employees  access  the  corporate  network 
while  in  the  field  via  an  SSL-based  VPN  from  Aventail.  Deloitte  limits  the 
use  of  IPSec  VPNs,  which  it  bought  from  Nortel,  to  those  people  who 

See  VPN,  page  64 
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Network  Security  Perimeters 
(NSPs)  have  become 
necessary  as  a  result  of  our 
increasing  dependency  on  electronic 
communications  via  the  Internet. 
In  this  latest  SPECIAL  REPORT  - 
exclusively  from  Network  World 
Fusion  -  well-known  IP  networking 
specialist  Chris  Ellis  covers  the  issues 
of  NSP  design,  performance  and 
scalability.  Take  advantage  of  this 
free  offer  from  Network  World  Fusion 
and  secure  your  copy  of  the  SPECIAL 
REPORT:  Network  Security  Perimeters 
in  PDF  format  today. 

Chris  Ellis  is  an  IP  networking 
specialist  who  has  spent  most  of 
his  career  as  a 
consultant  analyzing, 
designing  and  deploying 
IP  networks.  His  career 
of  over  twenty  one 
years  has  seen  a 
particular  focus  on  the  engineering  of 
secure  IP  networks  as  well  as  next 
generation  networks  that  offer 
quality  of  service,  high  performance 
and  high  availability. 


For  a  limited  time,  you  can  get  a  copy  of  this  SPECIAL  REPORT 
in  PDF  format,  free.  Just  sign  up  for  any  of  Network  World 
Fusion's  over  40  technology  specific  e-mail  newsletters  and  we 
will  send  you  the  Network  World  Fusion  SPECIAL  REPORT: 
Network  Security  Perimeters  -  absolutely  free.  Remember,  you 
can  get  this  SPECIAL  REPORT  by  signing  up  for  a  Network 
World  Fusion  e-mail  newsletter.  Sign  up  today  at 


Network  Security  Perimeters 


Network  World  Fusion  offers 
a  SPECIAL  REPORT: 


Sponsors  of  the  Network  World  Fusion  SPECIAL  REPORT: 
Network  Security  Perimeters  include: 


http://www.nwwsubscribe.com/foc416 


Symantec.. 


Internet  Security  Systf 
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Server  war 

continued  from  page  57 

Sun,  while  avoiding  the  self-managing  buzzword,  is 
pushing  self-monitoring  services  heavily  as  part  of  its  N 1 
open  architecture. Sun  previewed  the  multiphase  N1 
scheme  in  February  and  unveiled  the  formal  road  map  in 
September. 

Phase  1  calls  for  the  virtualization  of  all  network  ele¬ 
ments  —  servers, storage  and  cabling  included  —  for  eas¬ 
ier  and  more  cost-efficient  management  than  is  possible 
today  Through  new  system  software,  available  now,  users 
would  be  able  to  transform  individual  computers,  net¬ 
work  and  storage  systems  into  an  aggregated  pool  of 
resources.The  software  will  allocate,  monitor  and  meter 
resource  usage,  in  part  for  service-level  management  and 


UIHHT’S  RT  STBKE? 

Summary:  Leading  vendors  are  trying  to  best  each 
other  with  wide-ranging  strategies  for  building 
advanced  intelligence  into  their  servers  making 
them  capable  of  se.lf-healing  and  self-management. 

OppdnBflbS:  IBM,  with  its  autonomic  computing;  HP, 
which  touts  the  Utility  Data  Center;  and  Sun,  with 
its  N1  initiative. 

QublOOh:  Analysts  say  the  server  vendor  that 
achieves  the  tightest  integration  among  the  chip 
architecture,  the  I/O  configuration,  the  operating 
system  and  the  suite  of  applications  taking  advan¬ 
tage  of  these  will  be  the  most  successful. 

liSBP  impact:  These  advanced  servers  will  give 
enterprise  users  the  ability  to  better  use  server 
capacity  and  to  grow  the  number  of  servers  with 
out  adding  staff,  while  reducing  the  time  spent  on 
administrative  minutiae. 


accounting  purposes. The  software  also  will  be  responsi¬ 
ble  for  life  cycle  management  of  services,  performance 
assurance  and  security 

Subsequent  phases  will  enable  service  provisioning 
and  policy  automation. Overall,  N1  enhancements  will  be 
found  throughout  Sun’s  product  line,  from  operating  and 
file  systems  to  servers  and  development  tools. Yousef  Kha- 
lidi.Nl’s  chief  architect, says  the  main  difference  between 
managing  servers  and  other  network  resources  today  and 
tomorrow,  under  Suns  virtualized  architecture: “Today,  IT 
administration  has  to  deal  with  every  service  component 
individually.  With  N 1 ,  in  a ‘virtualized’ environment,  much 
of  that  low-level  complexity  gets  managed  for  you  so  that 
you  don’t  have  to  manually  perform  all  of  those  tedious, 
time-consuming  and  error-prone  low-level  tasks.” 

To  be  victorious 

IT  managers  can  benefit  from  having  an  enterprise 
environment  capable  of  being  treated  as  a  single  entity, 
IDC’s  Turner  agrees. "The  major  server  vendors  are  head¬ 
ing  in  the  right  directions," he  says,  noting  that  IBM,  HP 
and  Sun  each  have  unique  leads  in  particular  parts  of  the 
race,  while  none  of  them  is  showing  a  clear  market  lead. 

Victory  in  this  server  war, Turner  says,  will  go  to  the  ven¬ 
dor  that  achieves  the  best  integration  among  the  chip 
architecture,  the  1/0  configuration,  the  operating  system 
and  the  suite  of  applications  taking  advantage  of  these, 
resulting  in  a  coherent  user  solution. 

/  m-Garciu  is  a  freelance  writer  in  Coram,  N.  Y.  She  can 
be  reached  at  freshcontent@aol.cvm. 
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because  those  two  specs  are  quite  different.” 

Stylish  differences 

The  main  difference  between  WSCI  and  BPEL4WS  is 
one  of  scope. 

WSCI  is  about  Web  services  choreography  while 
BPEL4WS  includes  choreography  and  orchestration 
specifications. This  means  that  while  both  technologies 
cover  the  flow  of  messages  between  applications  at  a 
high  level,  BPEL4WS  also  talks  about  specifics, such  as 
where  to  store  incoming  messages  or  what  specific  con¬ 
tainer  to  use  as  the  body  of  the  message.“Choreography 
says, ‘It’s  supposed  to  look  like  this.’  Orchestration  says, ‘It 
has  to  look  like  this,”' says  Joanne  Friedman,  a  Meta 
Group  vice  president. 

But  the  technical  differences  between  the  two  stan¬ 
dards  are  not  insurmountable,  BEA’s  Goland  contends. 
“WSCI  doesn’t  have  the  same  [orchestration]  features, 
but  they  would  be  fairly  easy  to  add,”  he  says. “In  the 
end,  the  features  will  all  be  the  same.” 

The  W3C  appears  to  agree.  It  says  it  would  like  the 
chance  to  consider  both  specifications,  and  it  is  lobby¬ 
ing  IBM  and  Microsoft  to  submit  BPEL4WS  to  the  W3C 
rather  than  to  any  other  group,  such  as  the  Organization 
for  the  Advancement  of  Structured  Information 
Standards.  At  the  W3C,  parties  would  hash  out  the  issues 
in  a  formal  Web  Services  Choreography  Working  Group. 

While  IBM  and  Microsoft  haven’t  committed  their 
work  to  a  standards  body  yet,  observers  say  a  standards 
war  is  unlikely  They  point  to  Sun’s  recent  membership 
in  the  Web  Services  Interoperability  Consortium,  a 
group  it  previously  shunned  while  IBM  and  Microsoft 
played  central  roles.  Sun’s  participation  could  help 
thaw  the  frosty  relations. 


UIHRT’SRT  STAKE? 

Summary:  Software  vendors  are  battling  over  es¬ 
tablishment  of  the  Web  services  workflow  stan¬ 
dards  that  will  likely  form  the  cornerstone  of  post 
business-to-business  application  development. 

OppORGntiS:  Sun,  with  the  Web  Services  Choreo¬ 
graphy  Interface,  vs.  IBM  and  Microsoft,  with  the 
Business  Process  Execution  Language  for  Web 
Services. 

Outlook:  Each  side  will  try  to  find  a  forum  for  con¬ 
solidation  shortly. 

UseP  impact:  Absent  a  choreography  standard, 
developers  are  stuck  with  the  more  difficult  and 
drawn-out  task  of  custom  coding  Web  services 
workflow  processes,  and  application  develop¬ 
ment  is  delayed  as  a  result. 


□o  a  slouu  dance 

Absent  a  single  Web  services  choreography  standard, 
Web  developers  should  chart  a  prudent  course, 
Friedman  says.They  should  be  certain  that  Web  services 
provide  a  value-add  to  their  businesses,  and  they  should 
take  the  long  view  of  their  goals.“Then  they'll  have  a  bet¬ 
ter  perspective  with  which  to  look  at  these  specs, 
because  right  now;” she  says, “developers  reading  specifi¬ 
cations  without  business  use  cases  or  a  business  reason 
to  use  reference  implementations  are  looking  at  things 
in  a  vacuum.” 

McMillan  is  a  freelance  writer  in  San  Francisco.  He  can 
be  reached  at  bob@filbert.net. 
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need  to  access  applications  running  in  the  firm’s  four 
data  centers. 

Larry  Quinlan,  Deloitte  CIO,  likes  SSL  VPNs  for  their 
ability  to  traverse  firewalls  without  the  need  for  fire¬ 
wall  reconfiguration. “That’s  important  because  the 
security  department  is  not  eager  to  reconfigure  the 
firewall,”  he  says. 

On  SSL’s  downside,  Quinlan  says,  is  the  typical  limita¬ 
tion  to  Web  applications.  But  IPSec  has  its  drawbacks, 
too  —  it  doesn’t  easily  traverse  some  firewalls,  which 
can  cause  problems  for  mobile  workers  who  need  to 
get  access  from  hotels  or  client  offices,  he  adds. 

SSL’s  limitation  to  Web  applications  has  given  some 
users  pause.  Divine,  a  professional  services  company  in 
Chicago,  mainly  uses  an  IPSec  VPN  from  NetScreen 
Technologies.  Many  of  its  remote  workers  are  consul¬ 
tants  who  need  broad  application  access, says  Chuck 
Horvat,  director  of  network  services  at  Divine. 

Divine  hasn’t  found  a  need  for  SSL  VPNs,  Horvat  says. 
Instead,  the  company  relies  on  an  application’s  Web 
front  end  and  built-in  SSL  encryption.  Microsoft  Outlook 
is  a  case  in  point.  Remote  workers  are  authenticated 
with  a  user  identification  and  password  to  access  e-mail 
and  the  corporate  directory 

“For  us,  it’s  best  to  have  an  IPSec  VPN  pipe  because 
of  the  applications  people  need  to  access,”  Horvat 
saysTThey  can  get  to  e-mail  via  SSL,  but  the  majority 
of  people  still  want  to  do  things  other  than  e-mail. 
Either  solution  is  great,  but  each  for  very  specific 
requirements.” 


UIHRT’S  RT  STAKE? 

SURimaPy:  Traditional  VPN  vendors  must  figure  out 
how  to  offer  Secure  Sockets  Layer  VPN  products. 

OppORGntiS:  SSL  VPN  vendors  include  Aspelle,  Aven- 
tail,  Neoteris,  Netsilica  and  Whale  Communications. 
IPSec  vendors  include  Cisco,  NetScreen  Technol¬ 
ogies,  Symantec  and  WatchGuardTechnologies. 
Checkpoint,  Nortel  and  SonicWall  support  both. 

Outlook:  Each  type  of  VPN  serves  a  useful  purpose. 

UseP  iropacd:  Secure  remote  access  for  Web  and  e- 
mail  connectivity  becomes  more  feasible  with  SSL 
VPNs. 


SSL  in  the  end 

While  many  say  SSL  will  replace  IPSec  for  VPNs  to  Web 
applications,  most  industry  watchers  say  the  two  types 
of  VPNs  will  coexist,  with  plenty  of  room  in  the  market 
for  both. 

Infonetics’ Wilson  sums  it  up:“They  will  work  together 
to  build  a  bigger  remote  access  market.” 


Violino  is  a  free¬ 
lance  writer  cover¬ 
ing  business  and 
technology.  He  can 
be  reached  at  bvio 
lino@optonline.  net. 


More  online! 

Get  a  quick  list  of  IPSec 
and  SSL  VPN  wares. 

DocFinder  3631 
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Saving  yourself  from  corporate  finger-poinding  can  be  easy. 
Communicabe  and  collaborate  uuibh  business  peers,  and  be  sure  bo 
document  those  meetings. 


By  SUSAN  MARKS 


R  longtime  national  retail  chain  struggles  to  stay 
afloat  and  eventually  declares  bankruptcy.  To  enplain 
away  its  shortcomings,  the  company  in  part  blames  out- 
of-control  IT  expenses  associated  with  the  launch  of  an 
e-commerce  initiative  that  didn’t  produce  expected  rev¬ 
enue.  Executive  heads  roll.  The  CIO  is  the  first  to  go. 

Welcome  to  today’s  world  of  strained  bottom  lines,  where 
stressed-out  corporate  directors  often  lay  blame  for  financial  trou¬ 
bles  on  big  IT  or  network  projects  they  say  have  run  over  budget, 
haven’t  delivered  on  revenue  expectations  or  have  otherwise 
gone  awry  Fortunately,  management  experts  say, you  can  stop  the 
finger  from  pointing  in  your  direction  —  and  become  a  more 
powerful  corporate  player  along  the  way. 

Stopping  the  blame  takes  a  combination  of  communication, 
documentation  and  collaboration  with  executive-level 
management,  end  users,  vendors  and  other  involved 
parties, successful  IT  and  network  managers  say 

Operating  in  a  vacuum  is  the  kiss  of  death, says 
Robert  Doyle,  a  partner  with  Tatum  CIO 
Partners,  a  group  of  IT  experts  in  Atlanta.  In 
his  30  years  in  the  business,  Doyle  has 
served  as  CIO  or  the  equivalent  for  a  num¬ 
ber  of  multibillion-dollar  corporations.  IT 
executives  must  be  businesspeople  first, 
building  relationships  so  corporate  peers 
view  them  as  partners  and  not  as  “some¬ 
one  in  the  technology  department.”  Then, IT 
isn’t  an  easy  scapegoat  if  a  problem  arises. 

IT  executives  that  go  it  alone  are  almost 
always  the  scapegoats,  says  David  Siesel,  anoth¬ 
er  Tatum  partner.  He,  like  others,  urges  network 
executives  to  communicate  regularly,  through  execu¬ 
tive-level  steering  committees,  project-participant  and  end- 
user  meetings,  financial  oversight  committees  or  some  other  form 
of  governance.“You  almost  can’t,  in  an  IT  service  kind  of  role, over¬ 
communicate,”  he  says. 

Rllied  forces 

Siesel  recounts  walking  in  as  the  then-new  CIO  at  a  student  loan 
guarantee  corporation  that  already  had  spent  $5  million  toward 
developing  a  complex  set  of  applications.  He  quickly  realized  the 
applications  weren’t  viable  and  the  technology  inappropriate  for 
a  nonprofit  with  serious  budget  constraints.  He  also  found  execu¬ 
tive-level  management  had  unrealistic  expectations  of  total  cost, 
time  frame  and  implementation.  Obviously  at  play  was  a  massive 
breakdown  in  communication  between  the  corporate  board  and 
network  executives.  Just  as  clear,  Siesel  remembers,  was  that  the 


board  would  blame  IT. 

Rather  than  voicing  his  concerns  widely  and  initiating  the  finger¬ 
pointing,  Siesel  garnered  a  corporate  ally  in  the  vice  president  of 
operations  and  then  spent  three  months  working  behind  the 
scenes  to  convince  executive  management  that  the  applications 
were  not  a  good  choice.The  result  was  that  the  company  built  an 
entirely  new  set  of  successful  applications  that  it  has  since 
licensed  to  other  student  loan  guarantee  corporations. 

Power  points 

Stephen  Rood,  a  New  York  IT  executive  and  CIO  consultant 
with  Tatum,  has  seen  plenty  of  user  organizations  try  to  pin 
company  problems  on  IT.  In  his  12  years  in  the  business,  he’s 
successfully  managed  about  $200  million  in  corporate  IT 
projects. 

Rood  shares  his  secrets  for  making  sure  the  IT  department 
doesn’t  become  the  scapegoat  for  executive  management: 

•  First  get  buy-in  from  at  least  one  senior  executive  manager  as 
a  project  sponsor. 

•  Meet  regularly  with  the  project  sponsor. 

Hold  mandatory  weekly  project  meetings  that 
include  the  user  group,  the  technologists  and 
other  relevant  participants. 

•  Document  the  details.Take  formal  notes 
at  weekly  project  meetings  (Rood  uses  a 
document  template  to  make  it  easier); 
then  distribute  the  written  summary  to 
all  attendees  and  mandate  that  everyone 
signs  off  in  writing  that  they  have  read 
the  summary  agree  with  what  has  hap¬ 
pened  and  agree  to  the  next  step.Then  file 
the  documents  in  a  three-ring  binder.  That 
in  hand,  Rood  then  meets  monthly  —  or 
more  often  depending  on  project  needs  — 
with  the  senior  executive-level  project  sponsor  to 
go  over  everyth ing.“IT  avoids  being  the  scapegoat  or 
the  blame  person  . . .  [because]  down  the  road  —  when 
someone  says,  ‘Hey  something  didn’t  materialize,’  ‘Something  is 
out  of  the  original  budget,’  or  ‘We  had  to  do  something  else’  —  it’s 
all  documented  there,”  Rood  says. 

Unfortunately  blaming  IT  seldom  addresses  the  real  problem  — 
an  executive  management  shortcoming,  says  Gopal  Kapur,  presi¬ 
dent  of  the  Center  for  Project  Management  in  San  Ramon,  Calif. 

“Technology  is  the  accelerator  of  the  current  state  of  any  orga¬ 
nization,”  Kapur  says.  “If  the  organization  is  pointed  in  the  right 
direction,  technology  will  accelerate  the  travel  to  the  end  goal.  If 
the  organization  is  pointed  in  the  wrong  direction, technology  will 
help  take  it  to  hell  faster.  It  happens  to  company  after  company’ 

I 

Marks  is  a  freelance  writer  in  Denver.  She  can  be  reached  at  l 
sjmarksco@aol.  com. 


Leadership: 

Build  horizontal 
and  vertical  rela¬ 
tionships  within 
the  organization 
and  externally,  in 
the  planning, 
forecasting,  bud¬ 
geting,  procure¬ 
ment  and  imple¬ 
mentation  of  IT. 


Operations: 

Direct  the  activi 
ties  of  IT  man¬ 
agement  to 
ensure  that 
appropriate  sys¬ 
tems,  staffing, 
policies  and  pro¬ 
cedures  are  in 
place. 


Technology: 

Manage  the 
process  by 
which  initiatives 
to  develop  or 
enhance  IS  soft¬ 
ware  and  hard¬ 
ware  are  evalu¬ 
ated,  selected 
and  implemented 
across  all 
aspects  of  a 
company 
business. 


Program  , 
management: 

Oversee  project 
manag  etrftf&.igi&Ji 
processes  and 
protocols  re' 


organizat. 
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Doing  security  uuell  can  be  a  thankless  job.  But  follouuing  these  four  tips 
uuill  get  you  the  recognition  —  and  budget  —  you  deserve  for  keeping  the 
corporate  netuuork  safe. 


By  JORNNE  CUMMINGS 


It’s  a  uiell-knouun  fact:  Network  security  is  a  thankless  job 
where  success  breeds  anonymity.  The  more  successful  you 
are,  the  fewer  incidents  you  have  to  report  and  the  fewer 
opportunities  you  have  to  interact  with  upper  management  and 

gain  respect  from  the  business  side  of  the  house. 

Plus,  perfect  performance  is  the  expectation,  says  Mike  Phillips,  CIO 
and  vice  president  of  IT  at  Texas  Tech  University  Health  Sciences 
Center  in  Lubbock.“Security  has  risen  to  virtually  an  entitlement  with 
folks,  and  they  don’t  necessarily  appreciate  or  concern  themselves  with 
what  goes  on  behind  the  walls  to  make  it  happen,"  he  says.“lt’s  not  an 
area  where  success  leads  to  respect.” 

However,  success  quickly  can  lead  to  failure. 

Lack  of  awareness  means  difficulties  funding 
critical  security  projects  and,  eventually,  prob¬ 
lems  keeping  the  company  secure.  It’s  a  vicious 
cycle,  but  one  you  can  break  by  taking  a  few 
simple  steps  to  keep  yourself  and  your  organi¬ 
zation’s  security  needs  uppermost  in  top  man¬ 
agement’s  minds. 


1.  Get  a  dialogue  going. 

“It  follows  that  if  upper  management  hasn’t 
heard  from  you  and  has  no  idea  what  you  do, 
it’ll  tend  to  resist  giving  you  more  money  to  do 
it,” says  Steve  Crutchley,  founder  of  4Front 
Security,  a  consulting  firm. 

Users  agree.“You  need  to  develop  a  collabora¬ 
tive  relationship  with  the  business  side,”  Phillips 
says.“Tell  what  you’re  doing,  and  more  impor¬ 
tantly,  ask  how  you  can  help  them  help  the  business.” 

Brian  McEvoy,  systems  organization  manager  for  PLM  Solutions,  an 
EDS  line  of  business  in  Cypress,  Calif.,  has  put  procedures  in  place  to 
do  just  that.“I  meet  with  key  users  in  sales  and  development  if  we’re 
contemplating  a  security  change,”  he  says.“I  tell  them  what  I’m  plan¬ 
ning  and  ask  their  advice.They  communicate  with  their  downstream 
people,  get  the  feedback,  and  we  discuss  it  and  make  it  happen.” 

This  process  worked  well  when  the  Bugbear  virus  appeared  in  the 
fall,  McEvoy  says. 

To  combat  Bugbear,  McEvoy  wanted  to  push  out  Microsoft  Internet 
Explorer  6  to  everyone.  But  upon  contacting  his  advisers  on  the  busi¬ 
ness  side,  one  came  back  immediately  and  said  Internet  Explorer  6  pre¬ 
sented  a  problem  because  the  company  was  using  a  product  that  had 
not  been  certified  for  that  version  of  the  browser. “They  asked  us  to 
hang  on  until  they  got  it  certified. Those  guys  scrambled,  got  it  certified 
within  two  days, and  then  we  did  [the  upgrade]," he  says.'They  appreci¬ 
ated  the  heads-up,  I  appreciated  the  feedback, and  we  avoided  some 
problems.” 

2.  Make  security  a  service. 

Crutchley  says  management  tends  to  view  security  as  “a  grudge  spend” 


something  it  has  to  pay  for  without  really  understanding  why  Security 
professionals  sometimes  underscore  this  perception  by  issuing  edicts 
and  policies  without  fully  explaining  the  need  or  the  business  impact. 

“Some  security  guys  just  sit  in  their  ivory  towers  and  dictate  policy  and 
direction  for  the  organization,”  Phillips  agrees.“That  doesn’t  work.  Organ¬ 
izations  are  built  on  trust  and  credibility  and  security  is  no  different.” 

Business  has  to  view  security  as  a  service,  just  like  human  resources  or 
accounting,  McEvoy  says.“We’ve  worked  hard  over  the  years  to  project 
that  image.  Rather  than  coming  in  as  Big  Brother,  we  come  in  and 
explain, ‘You’re  going  to  get  hurt  if  your  machine  is  infected,  and  you’re 
going  to  be  embarrassed.  So  here  are  some  tools  we  can  give  you  to  pro¬ 
tect  yourself.’  Once  they  see  you  as  a  partner,  it  works  out,”  he  says. 

3.  Do  the  math. 

Security  professionals  need  to  set  needs  and 
expectations  in  terms  that  business  users  under¬ 
stand,  McEvoy  adds.This  means  analyzing  risk  and 
return,  not  just  in  technical  terms,  but  in  dollars 
and  cents. 

“We  sit  down  together  with  the  bean  counters 
and  assess  risk,”  he  says.“Say  it’s  going  to  cost  us 
$200,000  to  get  this  security  product  in  place.  We 
weigh  that  cost  against  the  risk  and  make  the  deci¬ 
sion  based  on  both  financial  and  technical  risk.  It’s 
simple  math.  Here  are  the  risks,  here  is  the  pro¬ 
bability  multiply  one  by  the  other  and  you  come 
up  with  a  number. There’s  no  arguing  with  that.” 

4.  Shouu  return  on  investment. 

Management  also  has  to  be  able  to  see  what  it’s 
paying  for,  McEvoy  says.  A  good  way  is  with  exec¬ 
utive-level  reports,  many  of  which  security  tools 
generate. 

“We  send  weekly  reports  to  upper  management  to  let  them  know  that 
over  the  past  week,  we’ve  blocked  so  many  viruses  or  stopped  so  many 
intrusions,”  he  says.“It  makes  security  more  concrete  and  shows  them 
exactly  where  all  that  money  has  gone.” 

It  also  shows  that  all  has  not  been  quiet  on  the  security  front  just  be 
cause  no  disasters  have  occurred.“On  the  contrary  it  underscores  the  fact 
that  we  haven’t  had  to  waste  money  or  lose  productivity,”  McEvoy  adds. 

The  payoff 

Because  he’s  followed  these  steps,  McEvoy  says  he  seldom  faces  resis¬ 
tance  to  security  spending  and  gets  respect  from  his  business  peers  and 
top  managers. 

“I’m  putting  in  a  request  now  for  maintenance  payments  on  one  of 
our  security  products,”  he  says.“l  anticipate  gasps  and  gulps,  but  1  don’t 
anticipate  not  getting  it  pushed  through  because  we  have  a  track 
record  to  show  what  it’s  doing. They  know  their  money  isn’t  just  going 
into  a  black  hole.” 

Cummings  is  a  freelance  writer  in  North  Andover,  Mass.  She  can  be 
reached  at  jocummings@attbi.com. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  pmlssionv  M 


Carrie  Lowther 

President 

Great  Lakes  Case  &  Cabinet  Co.,  Inc. 
(866)  TRY-6LCC  /  (866)  879-4522 
www.werackyourworld.com 

Great  Lakes  Case  &  Cabinet  Co.,  Inc. 
offers  a  large  variety  of  products  that 
protect,  organize,  and  enhance  the  look 
of  the  electronic  environment.  In  addition, 
the  Company  offers  a  full  range  of  com¬ 
plementary  accessory  products,  such 
as,  stationary  and  sliding  shelves,  cable 
management,  thermal  management  prod¬ 
ucts,  and  power  distribution  devices. 


Tom  Noonan 

Chairman,  President  &  CEO 
Internet  Security  Systems,  Inc.  (ISS) 
(888)  901-7477  /  (404)  236-2600 
www.iss.net 

Internet  Security  Systems,  Inc.  (ISS) 
(Nasdaq:  ISSX)  is  a  world  leader  in  soft¬ 
ware  and  services  that  protect  critical 
information  assets  from  an  ever-changing 
spectrum  of  threats  and  misuse. 
Headquartered  in  Atlanta,  GA,  Internet 
Security  Systems  is  the  trusted  security 
provider  for  more  than  10,000  corporate 
customers  worldwide. 


John  Cooper 

CEO 

Avocent  Corporation 
(256)  430-4000 
www.avocent.com 

Avocent  (NASDAQ:  AVCT)  is  the  leading 
worldwide  supplier  of  KVM  (keyboard, 
video  and  mouse)  switching,  remote 
access  and  serial  connectivity  solutions 
that  provide  IT  managers  with  access 
and  control  of  multiple  servers  and 
network  data  center  devices.  Avocent’s 
KVM  solutions  are  distributed  by  the 
world’s  largest  server  manufacturers  and 
installed  in  Fortune  100  companies 
around  the  world. 


John  A.  Edwardson 

Chairman  &  CEO 

CDW 

(800)  800-4239 
www.cdw.com 

CDW  (Nasdaq:  CDWC),  a  Fortune  500 
company,  is  a  leading  provider  of  technol¬ 
ogy  products  and  services  for  businesses, 
government  agencies  and  educational 
institutions  nationwide.  CDW  is  a  princi¬ 
pal  source  of  top  name  brands  such  as 
Cisco,  Compaq,  Computer  Associates, 
Hewlett-Packard,  IBM,  Intel,  Microsoft, 
and  Toshiba. 


Ofer  Bar-Ner 

President 

Telco  Systems,  Inc. 

(800)  221-2849  /  (781)  551-0300 
www.telco.com 

Based  in  Foxboro,  Massachusetts, 

Telco  Systems  provides  industry  leading 
networking  solutions  to  Carrier  and 
Enterprise  Markets.  Our  focus  is  to 
maximize  the  power  of  our  customers' 
networks  by  integrating  SONET  and  TDM 
transport  and  access,  and  multi-layer  IP 
switching  and  routing  technologies  onto 
industry  leading  platforms  that  meet 
today's  and  tomorrow’s  network  demands. 


Scott  J.  Hammack 

Chairman  &  CEO 
CyberGuard  Corporation 
(954)  958-3900 
www.cyberguard.com 

CyberGuard's  high-security,  high- 
performance,  easy-to-manage  firewall/ 
VPN  appliances  are  designed  for  every¬ 
thing  from  small  business  to  multi-gigabit 
environments.  Common  Criteria  EAL4+, 
ICSA  and  ITSEC  E3  certified,  the  appli¬ 
ances  use  multilevel  security  to  treat 
each  layer  of  the  hardened  OS  discretely, 
separating  network  from  system  levels  to 
provide  a  virtually  impenetrable  firewall 
environment. 


TteJco 

'Systems 

A  BATM  Company 
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Jan.  7 

Application  service 
provider  market 
leader  USinternetworking  files 
for  Chapter  11,  signaling  the  end 
to  the  first  generation  of  ASPs. 


III! 


^  Jan. 10 

I  tireless  network 
provider  Motient, 
one  of  two  wireless 
data  service  providers  for 
Research  In  Motion's 
BlackBerry  handheld  de¬ 
vices,  files  for  Chapter  11. 


Jan.  14 

Novell  announces  com¬ 
prehensive  security 
suite,  resurrects 
BorderManager  and 
introduces  its  focus  as 
a  security  company. 


Jan.  17 

Cable  A 
Wireless 
gets  OK 
from  bank 
ruptcy  court  to 
buy  Exodus 
Communications 
and  finalizes  pur¬ 
chase  Feb.  1. 


Feb.  4 

Enterasys 
Networks 
postpones 
the  spinoff  of  network 
management  software 
subsidiary  Aprisma;  it 
reports  that  it  is  under 
SEC  investigation. 


Feb.  7 

Sun  rolls  out  stor¬ 
age  hardware  and 
management  soft¬ 
ware,  indicating  its 
intent  to  manage 
and  support  multi¬ 
vendor  storage. 


January 


February 


Jan. 28 


Global  Crossing  files 
for  Chapter  11. 


Jan.  29 


Feb.  13 


IBM  CEO  Lou  Gerstner 
announces  his  retirement, 
effective  March  1;  he 
names  Sam  Palmisano  to 
fill  his  shoes. 


Network  Associates 
sells  its  Gauntlet 
firewall,  VPN  soft¬ 
ware  and  appliance 
products  to  Secure 
Computing  for  an 
undisclosed  sum. 


Feb.  20 


IBM  announces  new  soft¬ 
ware,  storage  and  servers 
for  grid  computing,  and 
promises  to  grid-enable 
its  entire  product  portfolio. 
It  will  commit  $4  billion  to 
grid  computing  in  August. 


Feb.  26 


Network  Associates  gives  up 
attempt  to  sell  its  PGP  encryp¬ 
tion  products  and  instead  puts 
them  in  “maintenance  mode." 


-March  1 

Microsoft  pushes  back  the 
release  date  ofWindows 
.Net  Server  by  six  months. 


r-  Feb.  6 

In  a  hopeful  economic 
sign,  Cisco  beats  sec¬ 
ond-quarter  revenue 
expectations  by  $300 
million. 


Feb.  11 

Microsoft  and  IBM 
launch  the  Web 
Services  Interopera¬ 
bility  Organization 
forWeb  services 
standards  develop¬ 
ment.  Sun  is  notably 
absent  from  roster. 


American  Express 
hands  over  its  IT 
operations  to  IBM  in 
an  outsourcing  deal 
valued  at  $4  billion. 


— March  4 

Verio  closes  data  centers 
and  lays  off  staff  in  more 
bad  news  in  the 
hosting  market. 

Verizon  cuts 
10,000  workers, 
adding  to  the  29,000 
employees  it  let  go  in  2001. 


April  1 

Gigabit 
Ethernet 
prices  free 
fall  in  the 
wake  of  sev¬ 
eral  product 
announce¬ 
ments. 


March  8 

Sun  files  an  antitrust  law¬ 
suit  against  Microsoft, 
stemming  in  part 
from  Microsoft's 
decision  to  elimi¬ 
nate  a  Java  Virtual 
Machine  from  Windows 
XP;  pretrial  motions  begin 
in  December. 


April  3 

WorldCom  cuts  6% 
of  its  U.S.  work¬ 
force,  eliminating 
3,700  positions 
from  its  data  ser¬ 
vices  division. 


Rick  Belluzzo,  a  key  force 
behind  the  growth  of 
Microsoft’s  .Net  efforts, 
steps  down  as  president 
and  COO  as  part  of  a  reor¬ 
ganization  aimed  at  giving 
greater  autonomy  to  prod¬ 
uct  group  executives. 


SEC  begins  inquiries  into 
WorldCom  and  Qwest 
accounting  practices. 


«§> 


April  5 

Enterasys  indicates  it 
might  have  to  restate 
earlier  earnings,  and 
top  executives  step 
down;  layoffs  follow. 


March 


Rpril 


March  12 

Mainframe  soft¬ 
ware  vendor 
Compuware  sues 
IBM  for  unautho¬ 
rized  use  of  its 
source  code  and  for 
antitrust  violations. 


House  begins 
inquiry  into 
Global 
Crossing's 
accounting 
practices. 


® 


March  19 

HP  and 
Compaq 
sharehold¬ 
ers  OK  merger  plans 


March  21 


Novell  reorganizes 
into  six  groups. 


March  22- 


April  11 


The  W3C  begins 
hammering  out  a 
formal  framework 
forWeb  services; 
while  IBM,  Micro¬ 
soft  and  VeriSign 
publish  the  WS- 
Security  Web  ser¬ 
vices  security  spec¬ 
ification  that 
OASIS  picks  up  in 
June  for  review. 


April  16 


II 


IBM  and  Hitachi  reveal 
cooperation  on  several 
storage  RAD  initiatives. 


April  19 


Users  get  Sun  to  reconsider  its 
plans  to  halt  development  of  a 
version  of  the  Solaris  operating 
system  for  Intel’s  32-bit  chip 
architecture. 


Metropolitan  Ethernet 
providerYipes 
Communications 
files  for  Chapter  11. 


® 


March  26 


April  26 


Aprisma  lets  go  of  15%  of  its 
workforce,  while  Enterasys 
dips  into  Aprisma’s  cash. 


April  30 


May  2 

Siemens  absorbs 
the  voice  division  of 
Unisphere  Networks, 
a  company  it  funded  three 
years  ago.  Just  weeks  later, 
Juniper  Networks  grabs 
Unisphere  from  Siemens. 


May  13 

HP  launches 
merged  company 
and  outlines 
product  road  maps. 


June  4 

HP  sells  its  middlewar 
assets  as  part  of  an  ef 
to  attain  profitability  fc 
software  unit. 


June  26 

WorldCom  admits  acc 
irregularities,  fires  CF 
Sullivan  and  gives  17, ( 
ers  their  walking  pape 
meantime,  the  SEC  si 
WorldCom  for  fraud  a 
House  subpoenas  con 
executives. 


Fiorina  and 
Capellas 


May  20 

Dell  enters  stack- 
able  Layer  2 
Ethernet  switch 
market  with  three 
switches  for  midsize 
businesses. 


May 


III 

June 


i« 


May  22 

USi 


emerges 
from 

Chapter  11,  with  an 
$81  million  cash 
infusion,  and  merges 
with  Interpath. 


May  24 


Cisco  quietly  reorga¬ 
nizes,  shaving  the  11 
technology  groups 
formed  last  August 
into  eight. 


May  27 


Storage  vendor  consortium 
submits  the  “Bluefin”  stor¬ 
age  management  specifica¬ 
tion  to  the  Storage  Network 
Industry  Association. 


May  31 


July  17- 


Symantec  enl 
three  security 
record  quarte 


HP  and  EMC 
age  APIs;  HP 
with  IBM  and 


July  25 


Bucking  the  la; 
developer  posi 


July  29 


Qwest  admits 
the  last  three  y 


© 


Ju 


IB 


bu 

ho 


Cc 

$3. 

ca: 


Dell  buys  Plural  to  boost 
its  services  business. 


SEC  begins  probing  Network 
Associates  over  accounting 
practices  from  2000. 


HP  board  memberWalter  Hewlett  loses 
battle  to  block  Compaq  acquisition  as 
judge  dismisses  his  lawsuit. 


WorldCom  CEO  Bernie  Ebbers  resigns; 
John  Sidgmore  takes  over. 


Ebbers 


lec.  23  -  30,  2002  ujujuu.nujfusion.com/poujer/2002/ 


r 


fl  monbh-by-mQnbh  look 
ab  bhe  year’s  highs  and  louus. 


<S> 


Oct.  4 

EMC  says  it  will  lay  off  approxi¬ 
mately  1,300  of  its  17,000 
employees  worldwide  as  weak 
IT  spending  forces  down  its 
third-quarter  results. 


;t  reorganizes. 


,11 


July  8 

Intel  ships  next- 
generation,  64-bit 
Itanium  2. 

-July  9 

Yipes  emerges 
from  Chapter  11  to 
serve  10  markets 
as  Yipes  Enterprise 
Services. 


July  15 

Dell  rolls  out  a  sys¬ 
tems  management 
framework. 


July  21 

WorldCom 
files  for 
Chapter  11. 


Aug.  1 

Corio  acquires  the  assets  of 
Qwest’s  ASP  business. 

Aug.  8 

WorldCom  discovers  an  addi¬ 
tional  $3.3  billion  in  account¬ 
ing  errors;  restates  earnings 
for  2000. 

FTC  mandates  that  Microsoft 
stop  misrepresenting 
Passport's  security  and  sub¬ 
ject  its  security  program  to 
an  independent  audit. 

Aug.  12 

HP  gets  contract  to  sup¬ 
ply  centralized  end-user 
technical  support  to 
61,000  Microsoft  employ¬ 
ees,  vendors  and  con¬ 
tractors. 

Sun  launches  full-fea¬ 
tured  Linux  on  Intel 
based  servers. 

pAug.  13 

Enterasys 
sells  Aprisma  unit 
to  GoresTechno- 
logy  Group  for  an 
undisclosed  sum. 


July 


Rugust 


Sept.  4 

Intel  backs  away  from  the  man¬ 
agement  software  market  by 
spinning  off  its  LANDesk  line. 

Sept.  9 

AT&T  wins  a  high-visibility 
contract  to  support  the  federal 
FirstGov.gov  portal,  one  of  the 
most-visited  Web  sites. 

Sept.  16 

EMC  fortifies  its  AutolS 
strategy  for  enabling 
the  automated  provi¬ 
sioning  of  capacity  from 
a  pool  of  multivendor 
storage  devices. 

Sept.  17 

IBM  and  Intel 
team  to 
develop  blade 
servers. 

-Sept.  18 
The  Bush 
administratio 
unveils  its 
long-awaited 
National 
Strategy  for 
Securing 
Cyberspace. 


September 


Oct.  14 

Novell  previews  Nakoma, 
its  next-generation  Net¬ 
Ware  version  aimed  at 
challenging  Microsoft’s 
.Net. 

Oct.  18 

Dell  regains 
the  undisputed 
top  spot  as  the 
world's  leading 
PC  vendor, 


according  to 

market 

res 

earchers. 

Oct.  21 

1 

A  massive 

i 

1 

distributed 

denial-of- 

i 

service 

i 

attack  on 

13  core 

i 

Internet 

root 

servers 

fails  to 

stop 

Internet 

traffic. 

in 

Illl  1  Nil 

October 


i)  deals  to  acquire 
;tnd  announces 
vnue. 

Ians  to  share  stor- 
ii  with  similar  deals 
in  coming  months. 


•id,  Microsoft  opens  5,000 
1r  hiring  in  next  year. 


anting  irregularities  over 


> - 

<!S  to 

vater- 
pers 
ij  for 
<i  in 
utock. 


Aug.  13 — 

Dell  unveils  sev¬ 
eral  Linux  dus¬ 
ter  offerings  and 
services. 


Aug.  20 

Cisco  jumps  into  the 
world  of  Fibre  Channel 
storage  switches. 

Aug.  28  — 

Nortel  cuts 
third-quarter ' 
revenue  fore¬ 
casts  and  7,000  jobs  as 
one  result,  bringing  total 
workforce  reductions  to 
49,000. 

Sept.  23 


Sept.  19 - 

Sun  lays  out  product 
directions  for  the  next 
several  years  under  its  N1 
initiative  for  making  net¬ 
work  management  easier. 

WorldCom  prepares  to 
disclose  more  accounting 
problems,  bringing  the 
total  misplaced  money  to 
about  $9  billion. 

Cisco  drops  Dell  as  a 
reseller,  ending  a  years- 
old  arrangement  that  pre¬ 
dates  Dell’s  entrance  in 
the  switch  business. 


HP  and  Microsoft  create  a  $50  million  tech¬ 
nology,  sales  and  services  alliance  for  .Net. 

Sept.  24 - 


C&W  ditches  its  domestic  data  customers, 
selling  its  customer  list  to  New  Edge 
Networks. 


Sept.  25 - 

In  an  SEC  filing,  HP  reveals  it  will  cut  an  additional  1,800  em¬ 
ployees,  for  a  total  of  16,800,  by  the  end  of  its  2003  fiscal  year. 


II 


Sept.  30 

HP  files  patent  infringe¬ 
ment  charges  against 
EMC,  regarding 
Symmetrix,  Clariion  and 
TimeFinder  wares. 


© 


Oct.  22 - 

In  its  fifth  2002 
acquisition,  Cisco 
buys  intrusion- 
detection  software  maker 
Psionic  Software  for  $12  mil¬ 
lion  in  stock.  Earlier  deals: 
Andiamo  Systems,  AYR  Net¬ 
works,  Hammerhead  Networks 
and  Navarro  Networks. 


Sept.  26 - 

SBC  reveals  plans  to  cut  11,000  workers  and  slash  capital 
spending  in  2003  by  about  $1  billion.  Early  in  the  year,  the  Bell 
operating  company  cut  10,000  workers. 


Oct.  28 - 

IBM  forms  new  division  to  focus 
on  autonomic  computing. 

EMC  launches  a  Dell  co-manu- 
factured  midrange  storage  array. 


Oct.  31 - 

IBM  outlines  plan  to  pump 
$10  billion  into  on-demand 
computing  initiative. 


-Nov.  1 

A  judge  approves  last  year's 
proposed  antitrust  settle¬ 
ment  between  the  federal 
government  and  Microsoft. 

Nov.  11 

Verizon  reveals  plans  to  offer 
business  long-distance  in  the 
Northeast  beginning  first  quar¬ 
ter  of  2003  and  nationally  during 
the  next  two  years. 

HP  President  Michael  Capellas 
quits.  One  week  later,  he  grabs 
the  CEO  spot  at  WorldCom. 


Nov.  13 

Microsoft  backs  off 
commitments  to  syn¬ 
chronize  desktop  and 
server  software 
releases. 

FCC  OKs  Comcast 
buyout  of  AT &T 
Broadband,  clearing 
the  way  for  creation  of 
the  largest  cable  com¬ 
pany  in  the  U.S.Two 
days  later,  with  the 
sale  complete, 
AT&T  CEO  C. 
Michael  Armstrong 
becomes  Comcast 
chairman,  David 
Dorman  becomes 
AT&T  CEO,  and  Betsy 
Bernard  becomes 
president. 


Armstrong 


Dec.  5 

AT&T,  Intel  and  IBM  form 
a  joint  venture,  called 
Cometa  Networks,  for 
offering  IEEE  802.11  wire¬ 
less  Internet  services. 

—Dec.  6 

IBM  shells  out  $2.1  bil¬ 
lion  to  buy  development 
tool  maker  Rational 
Software. 


-Dec.  9 

Microsoft  begins 
tweaking  its  licensing 
programs  to  address 
the  confusion  and 
financial  burdens  it 
has  admitted  creating 
with  its  new 
Licensing  6.0  plan. 

Dec.  12 

EDS  lands  a  $4.5  bil¬ 
lion  outsourcing  con¬ 
tract  to  provide  Bank 
of  America  end-to- 
end  network  manage¬ 
ment  services  over 
the  next  10  years. 

Dec.  13 

Two  U.S.  senators 
say  they  will  intro¬ 
duce  a  bill  when  the 
108th  Congress  con¬ 
venes  next  month  to 
assign  portions  of 
the  wireless  spec¬ 
trum  to  wireless 
Internet  devices, 
which  currently 
operate  in  unli¬ 
censed  frequencies. 


November 


December 


Nov.  18 - 

HP  unveils  its 
road  map  for 
the  Adaptive 
Management 
Platform  it  says 
will  create  net¬ 
works  that  pro¬ 
vide  resources 
on  demand  for 
applications. 

Nov.  19 - 


The  Liberty  Alliance 
updates 
its  net¬ 
work  iden¬ 
tity  speci¬ 
fication 
and  solic¬ 
its  public 
comment 
on  it. 


Nov.  26 - 

Enterasys  restates  its 
2001  financials,  decreas¬ 
ing  previously  reported 
year-end  revenue  by  $78 
million  and  net  loss  by 
$76  million. 

WorldCom  set¬ 
tles  SEC  civil 
lawsuit  over  its 
accounting  practices. 


Nov.  27 

Internet  back¬ 
bone 
provider 
Level  3 
Communi¬ 
cations  agrees 
to  buy  assets  of 
bankrupt  net¬ 
work  provider 
Genuity. 

Dec.  16 - 


Computer 
Associates  spells 
out  plans  for  what 
appears  to  be  one 
of  the  most  com¬ 
prehensive  prod¬ 
uct  suites  in  the 
emerging  security 
information  man¬ 
agement  market. 


Dec.  17 

Cisco,  SBC  strike 
a  three-year 
accord  under 
which  the  Bell 
will  combine 
Cisco  products 
with  its  business 
services  in  out¬ 
sourced  managed 
offerings. 

Most  members  of 
WorldCcm’s 
board  resign  fo!- 
iowing  court 
approval  of 
Michael  Cn;>:  ;a: 
as  the  new  chs.f 
man  and  CEO. 
The  board  o-r? 
comprises  r-.v . 
recently  appoint 
ed  membe  r. 


et torts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 


James  Van  Bokkelen 

President  &  Co-Founder 

Sandstorm  Enterprises,  Inc. 

(617)  426-5056 
www.sandstorm.com 

Sandstorm  Enterprises,  Inc.  is  a  provider 
of  aggressive  software  products  for 
network  monitoring,  network  forensics 
analysis,  and  security  auditing  including 
telephone  scanning,  penetration  testing, 
and  vulnerability  assessment.  Sandstorm 
serves  government,  security  consulting 
firms,  and  enterprise  customers  that  are 
concerned  about  security.  Our  products, 
LANWatch®,  Netlntercept®,  Phone- 
Sweep®  and  Sandtrap™  are  relied  upon 
by  customers  in  over  35  countries.  When 
you  need  to  defend  against  intrusion 
attempts,  and  monitor  network  usage 
call  the  security  experts  at  Sandstorm! 


PowerStru/\ure 


APC 

(800)  890-4272,  ext.  2484 
www.apcc.com/go/promo/powerstruxure 

APC's  PowerStruXure  is  an  entirely 
new  approach  to  data  center  support 
that  simplifies  the  design,  building  and 
management  of  physical  infrastructure 
with  an  innovative,  fully  engineered  and 
tested  system.  The  three  initial  core 
solutions  that  comprise  PowerStruXure 
are  a  modular,  scalable,  N+1  redundant 
uninterruptible  power  supply  (UPS); 
zoned,  intelligent  power  distribution; 
PDU;  and  a  next  generation  rack 
enclosure. 


Oscar  Rodriguez 

President,  Enterprise  Networks 

Nortel  Networks 
(972)  684-1000 
www.nortelnetworks.com 

As  President  of  Enterprise  Networks, 
Oscar  Rodriguez  leads  the  effort  to  deliv¬ 
er  seamless  voice,  data,  multimedia,  and 
IP  telephony  solutions  to  businesses  of 
all  sizes  —  all  designed  to  achieve  new 
levels  of  customer  engagement.  Return 
on  engagement  is  achieved  through 
network  transformation  that  increases 
productivity  while  lowering  total  IT  costs 
and  delivers  real  business  results. 


Danny  J.  Windham 

Sr.  Vice  President  &  General 
Manager, 

Enterprise  Networks  Division 

ADTRAN,  Inc. 

(256)  963-8000 
www.adtran.com 

ADTRAN,  Inc.  is  an  established  supplier 
of  advanced  transmission  products  for 
today’s  expansive  telecommunications 
networks.  Deployed  in  carrier,  CLEC  and 
enterprise  networks  worldwide,  ADTRAN 
products  support  a  broad  range  of  tech¬ 
nologies,  including  access  routing,  VPN, 
fiber, T3,T1,  El,  wireless T  1/El,  ATM, 
Frame  Relay,  SHDSL,  SDSL,  HDSL, 
HDSL2,  ISDN,  and  DDS. 


Chuck  Sheldon 

President  <£  CEO 

Network  Hardware  Resale 
(800)  451-3407 
www.networkhardware.com 

Network  Hardware  Resale  buys  and 
sells  Used  Cisco.  They  have  offices  in 
the  United  States  and  The  Netherlands. 
NHR  is  the  world’s  largest  reseller  of 
used  Cisco  Systems  equipment  with 
thousands  of  customers  worldwide.  For 
three  consecutive  years,  Inc.  magazine 
elected  NHR  as  one  of  America’s  500 
fastest  growing  privately  held  companies. 
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George  Conrades 
Chairman  &  CEO 
Akamai  Technologies,  Inc. 

(877)  425-2624 
www.akamai.com 

Akamai  provides  products  and  services 
that  enable  the  world's  leading  enterpris¬ 
es  and  government  agencies  to  extend 
and  control  their  e-business  infrastruc¬ 
ture.  Offering  the  world’s  largest,  globally- 
distributed  computing  platform,  Akamai 
ensures  the  highest  levels  of  availability, 
reliability,  and  performance  of  networked 
information  and  application  delivery 
between  the  origin  and  the  destination 
of  any  e-business  process. 


Roy  Zisapel 

President  &  CEO 
Radware 
(888)  234-5763 
www.radware.com 

Radware's  Intelligent  Application 
Switching  (IAS)  solutions  bridge  the 
gap  between  networks  and  applications. 
IAS  combines  a  high-performance  ASIC 
based  switch  platform  and  an  intelligent 
network  services  software  architecture 
to  create  a  suite  of  purpose  built  prod¬ 
ucts  that  provide  high  availability,  high 
performance,  maximum  security,  and 
total  control.  This  combination  of  prod¬ 
ucts,  intelligent  services  architecture, 
and  high  performance  hardware  makes 
Radware’s  IAS  solutions  the  industry 
benchmark  in  performance,  scalability, 
and  throughput. 


Mark  S.  Lewis 

Executive  Vice  President  &  CTO 

EMC  Corporation 
(508)  435-1000 
www.EMG.com 

Innovation  stems  from  expertise,  imagina¬ 
tion  and  focus.  EMC  is  100%  dedicated  to 
providing  the  best  automated  networked 
storage  solutions  —  so  customers  can 
retain,  leverage,  and  cost-efficiently 
manage  their  information.  EMC  tightly 
integrates  storage  area  networks  (SANs), 
network  attached  storage  (NAS),  content 
addressed  storage  (CAS),  automation 
software,  and  services  into  a  comprehen¬ 
sive  solution  set  delivering  un-compro- 
mised  levels  of  service 


1-888-DATACONLcom 

technology  products  and  solutions 


I 

I 


Rod  Odom 


Thomas  J.  Ryder  IV 

President 

1-888-DATACOM.com 
(888)  DATACOMM 


President,  Network  Services 

BellSouth  Corporation 
(404)  249-2000 
www.bellsouth.com 

BellSouth  Corp.  is  a  Fortune  100  commu¬ 
nications  services  company  headquar¬ 
tered  in  Atlanta,  Georgia,  serving  more 
than  44  million  customers  in  the  United 


www.1-888-DATAC0MM.com 

1 -888-DATACOM.com®  is  a  worldwide 
distributor  of  technology  products  and 
solutions  featuring  over  15,000  bridges 
and  routers;  concentrators  and  multi¬ 
plexers;  hubs  and  switches;  modems; 
network  accessories,  adapters,  cables 
and  devices;  repeaters  and  transceivers; 


St; 


Rob  A.  McCormick 

Chairman  &  CEO 
SAVV1S 
(800)  SAV  VIS-1 
www.savvis.com 

SAVVIS  is  a  global  managed  service 
provider  that  delivers  IP  VPNs,  both 
private  and  public,  and  managed  hosting 
services  to  businesses.  Known  as  The 
Network  that  Powers  Wall  StreetSM, 
SAVVIS  targets  the  financial  services 
industry  and  other  enterprises  with 
demanding  network  and  hosting  require¬ 
ments  such  as  legal,  media,  retail,  profes¬ 
sional  services,  and  healthcare. 


Jim  Simmons 

CEO 

SunGard  Availability  Services 
(800)  523-4970 
www.availability.sungard.com 

Information  Availability  utilizes  a  combi¬ 
nation  of  technology,  redundant  infra¬ 
structure  and  technical  expertise  to 
help  ensure  an  oganization's  continuous 
access  to  mission-critical  information... 
keeping  people  and  information  connect¬ 
ed,  no  matter  what. 


Robert  S.  Pollack 

VP  of  Sales  and  Marketing 

Raritan  Computer,  Inc. 

(800)  742-8090 
www.Raritan.com 

Raritan  is  the  premier  manufacturer  of 
KVM  switches  and  extension  products 
for  centralized,  out-of-band  access  to 
2  to  2,000+  servers.  Raritan's  award¬ 
winning  Paragon  enables  access  to 
thousands  of  servers,  supporting  connec¬ 
tions  up  to  1,000  feet  away  with  a  single 
Category  5  cable.  Combined  with  Tele- 
Reach,  our  multi-port  product  for  remote 
KVM  access  over  Web  browser,  Raritan 
provides  the  most  secure,  powerful 
solution  available  for  total  data  center 
management. 


Bobby  Johnson,  Jr. 

President  &  CEO 

Foundry  Networks 
(408)  586-1700 
www.foundrynetworks.com 

The  Fastlron®  Edge  Switch  series  of 
intelligent  edge  products  provides  more 
flexibility,  greater  levels  of  security,  exten¬ 
sive  redundancy,  expanded  reliability,  and 
increased  resiliency  —  while  decreasing 
the  network’s  Total  Cost  of  Ownership 
and  reducing  the  cost  of  network  opera¬ 
tion  and  network  administration  training. 


Joe  Asady 

CEO 

Digital  Warehouse 
(800)  439-8558 
www.digitalwarehouse.com 

Digital  Warehouse  is  the  leading  global 
supplier  of  REFURBISHED  networking 
hardware  for  the  enterprise,  education, 
government  and  Telecom/ISP  markets. 
Digital  Warehouse  buys/sells/rents  and 
leases  routers,  switches,  access  servers, 
security/VPN,  VoIP  and  IP  Telephony 
equipment.  Our  value-added  services 
include  pre-sales  and  post-sales  support, 
certified  engineers  and  account  execu¬ 
tives,  and  one-year  warranties  on  all 
equipment. 
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Join  the  ranks  of  many  successful  companies  using  UltraLink,  call  Rose 
to  learn  more  about  KVM  Access  over  IP  as  well  as  KVM  Switches  and 
Extenders. 


WWW.ROSE.COM 


Rose  Electronics 
10707  Stancliff  Road 
Houston,  TX  77099 


USA  toll  free  800  333  9343 
ROSE  US  281  933  7673 
ROSE  Europe  +44(0)  1264  850574 
ROSE  Asia  +61 7  3427  5353 


UitraLink™ 


■  Connects  to  standalone  computers  or  any  KVM  switch 

■  High  quality  16-bit  video  at  up  to  1280x1024  resolution 

■  Easy  to  install,  give  it  an  IP  address  and  run  the  Viewer 
program,  no  user  license  required 

■  Encrypted  communication  produces  highly  secure  operation 

■  Scaling  and  scrolling  features  for  maximum  flexibility 

■  Single  mouse  cursor  simplifies  user  interface 

■  See  four  servers  from  one  screen  with  quad  screen  mode 

■  Lifetime  free  flash  upgrades 


UltraLink  sets  a  new  standard  in  remote  management  of  server  room 
environments.  It  saves  you  money  by  allowing  you  to  centralize  your  IT 
resources.  Since  it  does  not  depend  upon  software  loaded  on  your 
computers,  it  deploys  easily  and  works  on  any  operating  system,  such 
as  Windows,  Linux,  Solaris,  Unix,  or  OSX. 


The  UltraLink  digitizes  the  remote  computer's  video.  It  then  scales, 
compresses,  encrypts,  and  packetizes  it  into  the  TCP/IP  protocol.  At 
your  PC  the  free  Viewer  application  receives  and  displays  the  video  and 
sends  back  keyboard  and  mouse  data.  This  process  allow  you  to  access 
remote  computers  from  anywhere. 


Rose  is  a  leading  manufacturer  of  switching,  extension,  and  access 
products.  As  a  KVM  industry  pioneer,  Rose  is  known  for  its  technically 
superior  and  price  competitive  products. 
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Powerful 

Network 

Forensics 

Analysis 


LANWatch  is  a 


LANWatch 


robust ,  Windows  based 


packet  analyzer.  Single 


user  only  $695. 


View  Email,  Web  Pages,  and  File  Contents 
Reassemble  up  to  999,999  Connections 
Patent  Pending  SSH2  &  SSL  Decryption 
Record  Traffic  for  Future  Investigation 
Guaranteed  Invisible  on  Your  Network 
Find  and  Report  Cleartext  Passwords 
Full-Content  Inspection  &  Analysis 
Catch  Header  and  Port  Spoofing 
Drill  Down  through  Connections 
Secure  Remote  Administration 


PhoneSwee 


The  wardialer  of  choice 
for  Security  Professionals 

PhoneSweep  Gold  has  a 
distributed  architecture, 
merged  reporting  and 
email  notification. 


Are  you  being  wardialed? 
Find  out  with  Sand  trap, 
our  Wardialer  Detector. 


Free  Whitepaper  &  Product  Demos 
www.sandstorm.net  617-426-5056 

Copyright  ©  2002  Sandstorm  Enterprises,  Inc.  All  Rights  Reserved. 


APPLIANCE 
for  DEVICE 
WEB,  DB,  E-MAIL 
INTRUSION  MONITORING 


interloci.com  203  622-4645 


($ Cables 


Complete  Fiber  Optic 

Jumper  Cable  Solutions 

(lowest  Price  Guaranteed i 
@ast  Turn  Around 

Same  Day  Shipping  -  Standard  items 
As  fast  as  48  hrs  -  Custom  Cables  ** 

Qustom  Configurations 

Any  Way  you  want ... 

SC.  ST,  LC,  MU,  and  MTRJ 
Multimode  and  Singlemode 
Duplex  and  Simplex 

Quality  Assured 

Each  Jumper  individually  tested 
Test  results  included 

0  year  Warranty 

Be  Confident  with  our  Jumpers 

Q 5.00  Off  Online  Orders 

With  Coupon  NW72202 

Offer  good  on  Web  orders  only.  Offer  expires  1/31/03. 


*  See  Web  site  for  details 

“  Lead  times  may  vary  depending  on  product  and  quantity 


Ph:  (800)555-7176  WWW.gocables.com  Fax:  (562)356-3200 


Eliminate  cable  clutter  with  Raritan’s 
Z-Series™  server  management. 


Too  little  space,  too  much 
cable?  Take  control  of  up  to 
42  servers  with  Raritan’s 
innovative  Z-Series,  featuring: 

>  Cat5  Simplicity™.  Simplify 
connections  with  Raritan’s 
chain-like,  server-to-server 
architecture,  using  standard 
UTP  cable. 

>  A  fully  integrated  rack 
solution.  Z-Series  server  management  is  available  as  a 
stand  alone  solution,  or  integrated  into  the  new  1U  Raritan 
KVM  Drawer  with  15"  LCD  display. 

>-  Raritan  reliability.  Raritan  KVM  switches  control  millions 
of  servers  in  thousands  of  data  centers  for  leading  companies 
around  the  world. 

Contact  Raritan  today.  Let  us  help  you  make  cable  clutter  disappear. 


□ 


Innovative  Z-Series  Connections 


Visit  www.raritan.com/nw12 
or  call  1.800.724.8090. 


Want  KVM  access  over  IP? 

Ask  for  a  demo  of  Raritan’s  new  IP-Reach™/M  series, 
the  perfect  complement  to  your  new  Raritan  KVM  switch. 


Rantan  is  a  registered  trademark  ot  Raritan  Computer.  Inc.  Cat5  Smpbc'ty,  F-Reach/M.  and  Z-Senes  are  trademarks  of  Raritan 
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SilentRunner  is  the  lens  into 
your  network  providing  the 
only  network  security  solution 
that  applies  state-of-the-art 
analysis,  correlation  and 
3-D  visualization  software  to  network  security 
analysis  -  exposing  threats  and  abuses 
that  just  can’t  be  seen  with  standard 
security  technologies. 


For  your  free  Technical  White  Paper, 
visitwww.silentrunner.com 
or  call  800.842.2366  today. 


SilentRunner 

A  Raytheon  Company 


There  Is  A  Better  Way  To  Troubleshoot  &  Manage  Your  Network 


Expert 
Observer 
*. 2895 


Observer 

Suite 

$3995 


Observer® — Quickly  identifies  network 
trouble  spots  and  costs  thousands  less  than 
expensive  hardware-based  analyzers. 
Observer  provides  metrics,  capture,  and 
trending  for  both  shared  and  switched 
environments. 

•  Full  packet  capture  and  decode  for  over 
500  protocols,  including  TCP/IP  (v4  &  v6), 
NetBIOS/NetBEUI,  XolP,  SNA,  SQL,  IPX/SPX, 
Appletalk  and  many,  many  more! 

•  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

•  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

•  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

•  Ethernet  (10/100/Gigabit),  Token  Ring, 
FDDI,  and  Wireless  802. 1 1 — no  need  to 
purchase  separate  tools 


•  Windows®  98/Me/NT/2000/XP  compatible 

•  Over  4,000  frame  types  recognized 

Expert  Observer — Identifies  problems  and 
provides  Expert  information  in  plain  English. 

Includes  all  of  the  features  of  Observer  plus 
real-time  and  post-capture  expert  event 
identification  and  analysis — new  SQL  and 
Frame  Relay  experts  add  to  the  many  other 
protocols  covered,  time  synchronization 
technology,  and  modeling  of  network  traffic. 

Observer  Suite — The  ultimate  tool  for 
the  most  demanding  power  user. 

Provides  a  full  complement  of  tools  that 
includes  all  of  the  features  of  Expert 
Observer  plus  SNMP  management,  RMON 
console/Probe  and  Web  reporting.  Includes 
one  remote  Probe. 

If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert 
Observer,  or  Observer  Suite. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.NETWORKINSTRUMENTS.com 

US  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  •  Fax  +44  (0)  1959  569881 


NETWORK 

INSTRUMENTS 


©2002  Network  Instruments,  LLC.  Observer,  “Network  Instruments”  and  the  "N  with  a  dot”  logo  are  registered  trademarks  ot  Network  Instruments,  LLC. 
All  other  trademarks  are  property  of  their  respective  owners. 


Remote  Console  Management  Solutl 


? 


Access  Serial  Console  Ports...  from 


OUT-OF-BAND  +  TELNET 


■  Multi-Session  Telnet 

■  8, 16  or  32  Port  Models 

■  Non-Connect  Port  Buffering 

■  AC  and  -48VDC  Power  Options 


OUT-OF-BAND  +  MODEM 


■  Internal  33.6  Kbps  Modem 

■  Seven  DB-9  Serial  Ports 

■  Any-to-Any  Port  Switching 

■  Co-Location  Password  Features 


OUT-OF-BAND 


■  4,  8  or  16  Port  Models 

■  Port  Specific  Passwords 

■  Safe  “Break”  Features 

■  Datarate/Flow  Control  Conversion 


WTI's  family  of  remote  site  management  products  allows  network  administrators  to  manage  network  elements  located  anywhere.  WTI  designs  and  manufactures  in- 
band  and  out-of-band  console  and  terminal  switches,  remote  reboot  and  power  management  solutions,  rack  mounted  modems  and  automated  A/B  Fallback  Switches.^ 

LOT] 

□ 

]□  \ 

■  Features  included  in  all  Console  Switches 

VWW.Wti.COm  (800)  854-7220 

western  telematic  incorporated 

5  Sterling  •  Irvine  •  California  9  2  6  1  8  -  2  5  1  7 


Keeping  the  Net.. .Working! 


Broadband  wireless 
that  works  for  vou 


Campus  Mesh 
Point-to-multipoint 
Building-to-building 
Backbone 


WIRELESS  NETWORKING 

www.  wa  ve  wireless,  com 

800-721 -WAVE  (9283)  ♦  941-907-2300  •  FAX  941-355-0219 


etPlace 


The  Hub  of  the  Network  Buy 


■ 

■.  •  :  ■  ",■■■■  -• 


.  •  : 

W: 

New  kid  on  the  block? 


V  • 

lief,'  *yi  ••  r:  r  -• 


^  ” 

- 

■-^rjrSPS.  '-  yi  .  **  .  /- 


The  GB-1000  Firewall/VPN  appliance  is  powered 
by  the  GNAT  Box  System  softvyare  -  the  original, 
small  footprint,  high  performance  firewall  system  first 
introduced  in  1996.  The  GB-1000  is  deployed 
worldwide  by  organizations  that  desire  rock-solid 
operation  and  the  best  price/performance  ratio  on  the 
market  today. 

*  ‘  -  ->  . 

The  GB-1000  has  many  standard  features  including 
IPSec  VPN,  DNS  server,  failover  routing  and  DHCP 
services.  Optional  features  such  as  high  availability  and 
24x7  support  are  also  available. 


Firewall  Appliance 


•  TlS^'  lr>C. 


Years:  10 

GTA  has  10  years  experience  in  developing  quality  software.  Since  1994,  GTA  has  been 
producing  solid,  dependable,  ICS  A  certified  firewalls,  with  a  powerful  feature  set  at  an 
affordable  price. 

NICs:  4+ 

The  GB-1000  standard  configuration  includes  4  built-in  10/100  NICs.  Expansion 
options  allow  the  addition  of  up  to  4  more  NICs,  including  Gigabit.  Each  NIC  is  fully 
addressable,  allowing  flexible  configuration. 

Users:  00 

The  GB-1000  has  an  unlimited  user  license  and  supports  128,000  concurrent 
connections.  Our  powerful  dynamic  network  address  translation  technology  and 
stateful  packet  inspection  engine  provide  all  users  with  transparent  Internet  access  and 
proven  network  security. 


Visit  our  web  site,  email  or  call  for 
more  information. 


O 


Global  Technology  Associates,  Inc. 

1-800-775-4GTA  •  www.gta.com  •  info@gta.com 
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I  www.  buy  uptime,  com 


Cisco  and  Fiber 


Printer,  Modem  VGA 


BuyUptime.com 

.com  Your  One-Stop  Shop  for  high  availability  products 

High  Availability  Made  Easy  - . 

As  a  leading  supplier  in  end-to-end  UPS  power,  thermal  cooling,  and  management  solutions,  BuyUptime.com  can 
accommodate  the  level  of  availability  many  customers  have  come  to  expect.  Let  BuyUptime  be  your  one-stop  shop 
for  high  availability  solutions. 

(  New  Rack  Solutions! 


APC  NetShelter 
Rack  Enclosures 

•  New  deeper  design  provides  for  greater 
cable  management,  server  depth,  and 
power  distribution. 

•  Multi-vendor  compatible 

•  Labeled  'U1  positions  for  easy  installation 

•  600mm  wide  x  1070mm  deep  x  42U 


Part  Number  AR2100 


APC  Rack-Mount 
Power  Distribution  Units 

•  Provides  the  ability  to  monitor  the  current  draw  and 
set  alarm  thresholds  that,  when  exceeded,  provide 
both  visual  and  audible  alarms 

•  Local  current  monitoring 

•  120V  Nominal  input  NEMA  L5-20, 

Output  1241 NEMA5-20R 

•  Toolless  mounting  in  any  NetShelter*  VX  enclosure 


Part  Number  AP7620 


Koldloc  Raised  Floor  Grommets 

•  Automatically  seals  raised  floor  openings  to  save  critical  cool  air  supply 

•  Multi-layers  of  opposing  filaments  provide  an  automatic  self-sealing  pan  Numta  K0L, 
feature  every  time  a  cable  is  pulled  through  the  grommet 

•  Prevents  wasted  cooling  and  keeps  computer  room  AC  exactly 
where  it  is  needed  -  on  your  equipment. 


APC  Keyboard,  Video  &  Mouse 

•  8-Port  KVM  (Sun,  USB,  PC  compatible) 

•  Auto  scanning  feature 

•  Hot  pluggable  operation 

•  Microsoft  intellimouse  support 


Cables  sold  separately: 
AP9850  -  PC,  10  ft. 
AP9853  -  Sun  VGA.  15ft. 
AP9854  -  Sun  13W3, 15  ft 


Part  Number  AP9278 


APC  NetworkAIR  '  Rack-Mount  Air  Distribution 

•  Low  profile  design  (2U) 

•  Connects  to  raised  floor  and  pulls  conditioned  air  up  to  rack-mount  devices 

•  Dual  fans  provide  superior  air  distribution 

•  Greatly  improves  air  delivery  in  poor  static  environments 


Order  via  our  promo  page  and  start  saving  today! 

Visit  http://promo.buyuptime.com 

and  enter  the  Key  Code  i216y 


Call  Toll  Free 

888-288-8843  to  order. 

Fax  (877)411-2080  •  E-mail:customerservice4£buyuptime  com 
801  Corporate  Centre  Drive,  St  Charles.  MO  63304  •  BY2B2EP-US 
©2002  Systems  Enhancement  Corp.  All  Trademarks  are  the 
property  of  their  owners 
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Jonathan  Franklin 

Trial  Lawyer  ; 

*  ,*  .*  •  -v  -  »  .VA,  - 
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Jonathan  Franklin.  P.A..  a  boutique  law  firm  based  jn  Manjjk 
Florida,  represents  corporate  clients  around  the  couritiy^  j$j& 
firm  specializes  in  product  liability  and  tort  law.  T'  . 

"There  were  several  factors  that  went  into  our  decision,  t< 
choose  CyberGuard.  Chief  among  these  was  its  provdi 
secure  track  record.  Independent  data,  reports  and  evalua 
tions  also  revealed  the  product’s  overall  excellence.  And  w< 
were  particularly  gripped  by  its  hardened  OS,  powerful  VPf 
and  obvious  rock  solid  security. 


"The  Internet,  with  its  continuous  connections,  acts  as  a 
doorway  directly  into  your  office.  It  offers  a  way  out  to  the 
world  and,  more  importantly,  a  way  in  for  the  world.  At  our 
firm,  we  maintain  and  store  confidential  and  privileged 
materials,  as  well  as  trade  secret  information.  As  a  result,  we 
could  not  risk  choosing  a  product  with  any  vulnerability  when 
we  undertook  steps  to  secure  our  office  and  valuable 
information.  Frankly,  knowledge  of  any  vulnerability  alone  is 
enough  to  stick  you  with  legal  liability. 


CYBERG-=ARD 


ni  l  I  NI)  YOUR  DOMAIN 


"Faced  with  the  prospect  of  having  to  spend  $10,000  to  $12,000 
to  get  the  quality  and  performance  in  this  caliber  of  a  product, 
you  also  need  to  weigh  the  potential  legal  liability.  In  our 
opinion,  one  breach  could  expose  any  company  to  millions  in 
liability.  And  that  was  not  a  risk  we  wanted  to  take." 


Common 
aw  Criteria 

11  11 


EAL4+ 
CERTIFIED 


CyberGnard’s  security  solutions  are  found  in  Global 
2000  companies  and  governments  worldwide  Cyber-  j 
Guard's  award-winning  premium  fuewall/VPN  apph-  i 
anevs  maintain  complete  stipulation  of  network  traffic  f 
horn  system  components 


For  white  papers  on  Rock  Solid  Security  go  to: 
http://www.cyberguard.com/ROCKSOLID/nw.cfm 
Phone:  954.958.3878  •  e-mail:  info@cyberguard.com 

Copyright  2002  CyberGuard  Corporation.  At!  rights  reserved 
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Taught  on  your  own  computer  -  In  your  own  time- 
By  the  most  qualified  instructors.  Also  includes 
full  educational  support,  and  our  exclusive  No  Pass 
No  Pay  Guarantee! 

Visit  us  at  www.microsnap.com 
Or  call  now  at  888-979-3300 

^fllierofAQp 

Home  of  the  No  Pass  No  Pay  Guarantee 


FREE!  Online  University. 

With  purchase  of  MCSE,  MCSA  or  MCDBA 

Over  100  Courses  Including: 

MCSE  MCDBA  MCSA  A+  Net+  Cisco  Security+  Win  XP 
Visual  Basic  C++  i-Net+  Linux+  Server+  Fox  Pro 
Macromedia  Adobe  MS  Office  2000/XP  and  many  more... 

*May  not  be  combined  with  any  other  offer 


"Word  on  the  street  is  that  MicroSnap  has  one  of  the  BEST 
computer-based  training  courses  ON  THE  MARKET" .. 

...Certification  Magazine 


MCSE 


Some  of  our  satisfied  clients  include: 

Dell  Computer,  CBS  Network,  The  Walt  Disney  Company, 
Microsoft,  The  U.S.  Navy,  Federal  Bureau  of  Investigation, 
General  Electric,  Public  and  Private  Schools,  State  Vocational 
Rehabilitation  Departments  and  Thousands  of  Individuals.... 
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Call  18B6  TRY  GLCC  or  visit  us  at 


Great 
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Corporate  Headquarters: 

P.O.  Box  551,  Edinboro,  PA  16412 
Western  Distribution: 

3875  Corsair  St.,  Suite  “0” 

Reno,  NV  89502 


Securely  squash  junk  email,  viruses  and  pornography  without  the 
headache  of  integrating  new  software  or  hardware  into  your  current 
messaging  environment. 


Remove  the  frustration  of  constant  updates.  Get  control  over  email 
policy  configuration  and  enforcement. 


Find  out  about  a  free  trial  with  zero  risk  and  zero  integration  by  visiting 
us  at  www.mxlogic.com/nw  or  calling  877-MXLOGIC. 


Managed  Email  Firewall  Services 


This  is  the  way  to  learn!" 

\V<) 


Media-Rich  Content 


•  Challenging  Labs 

•  Comprehensive  Tests 

•  Practical  b  Proven 


CompTIA 


v 

T 


Security*  Certification 

Introductory  Offer!  Limited  Time! 


$265 


reg.  $355 


15  Year  Anniversary  Savings! 

Network + 

4  Sessions 

$ 

265 

reg  $  355 

i-Net-t- 

5  Sessions 

$ 

315 

reg  $  425 

Windows  XP  Professional 

6  Sessions 

$ 

370 

reg  $  495 

Windows  2000  Network  Security  Design 

3  Sessions 

$ 

195 

reg.  $  265 

Cisco' MCNS 

6  Sessions 

$ 

710 

reg.  S  945 

NETWORK  •  ONLINE  •  CD-ROM  •  VIDEO 
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RMON2 PROBE 

S395 


•  Low  cost  complete  RMON  monitoring  for  remote  sites  or 


segments. 

•  Software-only,  non-dedicated  ddta  collection. 

•  Pure,  full  RMON  1  and  2  support.  Complete  implementation  of 
both  RMON  1  and  2  tor  Ethernet  (10/100)  ond  Token  Ring  (4/16). 

Full  adherence  to  RFCs  1513,  1757,  2021  ond  2074. 

•  Runs  as  a  service  on  Windows  NT/2000/XP. 

•  Works  with  ANY  RMON  management  console  or  collection  facility 
(Observer  ’,  OpenVlew  .  Concord  NetScout  .  etc  ). 

•  Compatible  with  Network  Instruments'  optimized  ErrorTrack"'  NDIS 
drivers  display  true  errors-by-station. 

•  Multiple  concurrent  network  interface  monitoring  (up  to  10). 

Why  pay  thousands  more  for  the  same  data? 

Call  800-526-7919  for  information,  or  see  our  web  site  at: 

www.networkinstruments.com 

©  2001  Network  Instruments.  LLC  -  Corporate  Headquarters  (952)  932-9899  FAX  (952)  932-9545 
UK  and  Europe  +44  (0)  1959  569880  FAX  +44  (0)  1959  569881  info@networkinstruments  com  www  network.nstruments  com 
Network  Instruments  and  the  "N"  logo  are  registered  trademarks  of  Network  Instruments.  LLC  Minneapolis.  MN  USA 


SENSAPHONE® 

IMS 


Sends 

SNMP 

Messages 


Monitors 

64 

IP  addresses 


Embedded 

Web 

Server 


Power 

Outage 

Alarming 


Internal 

UPS 


IH/IS-4DOD 


l.lrotnoar.  »r“*” 


Power 

Control 

Interface 


Ethernet 

Port 


Internal  Voice, 
Modem 
&  Pager  Port 


8  R|-45  Sensor  Inputs 

(Temperature,  Humidity, 
Water,  Motion,  Power, 
Smoke/Fire) 


Microphone 

for  Sound 
Monitoring 


BE  NOTIFIED  BEFORE  CRITICAL  EVENTS  TURN  INTO  DISASTER! 


•  Eight  environment  inputs 

•  Power  sensing 

•  Monitors  64  IP  addresses 

•  Send  alerts  to  64  people 

•  8  methods  of  contact 

•  Calendar  scheduling 

•  Expands  to  256  sensors 

•  Remote  power  control 

•  Optional  camera 


The  Sensaphone  IMS-4000  Infrastructure 
Monitoring  System  monitors  critical  environ¬ 
mental  and  network  elements  in  your  server 
room,  data  center,  or  telecomm  installation  and 
reports  to  you  instantly  when  events  threaten 
your  infrastructure.  The  IMS-4000  keeps  watch 
so  you  don't  have  to.  See  these  features  and 
more  on  the  web  at  www.ims-4000.com 


Cisco 


Routers 

Switches 

Hubs 

Voice  Over  IP 

Memory 

Security 

Interface  Modules 
Port  Adapters 
Wireless 


World  Data  Products  introduces  its  new  Cisco 
Router  and  Switch  poster.  It  provides  at-a-glance 
information  on  model  capacities,  interface  cards 
and  available  features. 

The  Cisco  Poster  is  a 

valuable  tool  for  _ 

network  planning. 

Call  877.231.2451  or 
visit  www.wdpi.com 
to  request  your 
FREE  Cisco  Router 
and  Switch  poster. 
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DATA  PRODUCTS 


Buy  •  Sell  •  Lease  •  Repair  •  New  •  Refurbished  •  Used 

www.wdpi.com  •  877.231.2451  •  cisco@wdpi.com 

121  Cheshire  Lane,  Minnetonka,  MN  55305  U.S.A. 


Seeking  Solutions  ...NTI  Has  The  Answers! 

MULTI-USER 

SERVER 

CONTROL  IS  EASY! 

Individually  command  or  simultaneously 
share  up  to  32  USB-enabled  computers 
using  USB  keyboards  &  mice  and  VGA 
multiscan  monitors. 


“I  want  Matrix  KVM 
control  for  USB  computers.” 


FREE  CATALOG! 


CHI  800-742-1324 


•  Compatible  with: 

-SUN  Blade  100, 1000, 

-  SUN  Ray  &  SUN  Fire*  280R 

-  USB-enabled  PCs 

-  MAC  G3/G4s 

-  HP  J5000  and  other  USB-enabled 
UNIX  computers 

•  Available  with  2,  4  or  8  user  ports. 

•Controlling  USB  computers  is  easy 
with  NTI’s  Matrix  Control  Software 
with  a  GUI  interface. 

•  Features  NTI’s  patented  true  electronic 
autoboot  USB  switching  -  boots  all 
attached  computers  in  one  operation. 
(Other  USB  KVM  switches  require 
individual,  sequential  boot-up.) 

•  Fully  compliant  with  USB  standards. 

•  Crisp  &  clear  1900x1200  resolution. 


1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX:  330-562-1999 


KIMU  KVM  S01ITI0NS 


BUY  ONLINE  at  www.ntil.com/sn 
Email:  sales@nti1.com 


9  Sentry  POWER  TOWER  :  Your  Zero  U  Reboot  Solutio; 


X  -  :  Install  the  new  Sentiy  Fp\w  Tawe- 
!  V  :  your  data  center,  NOC  or  to  ’o  r- 
:  and  gain  the  advantage  of  raw- 

<1  rebooting  up  to  16  of  your  eau!;1' 

*  r  units  -  without  occupying  ary  ■ ..  . 
HH  j  I  your  rack  or  enclosed  cattne'.. 

J  ■>  Tty  die  New  Sentry  Power  Tov.« 
rack  or  cabinet  and  tea!‘*.“  tne  ‘ 
b  -  of  intelligent  Power  iJistr!r  jt.x,. 
^  Remote  Bower  Managotwes’-t.  -v 

See  out  complete  product  fe  at  tyfws&v 
or  call  *00.855.1515  or  775. 25  ft:' 


X  16  remotety  addressable  power  outlets  — 

I  The  highest  density  available  of  any 
Remote  Power  Management  vertical  strip. 
30-amp  power  input  feed  distributed 
across  16  outlets. 
y 

-  Mounts  vertically  In  your  equipment  rack  or 

mam — N  cabinet  and  requires  Zero  U  of  rack  space. 

Load  Sense  provides  real-time  current 

S  monitoring  In  the  remote  screen  interface 

and  through  a  built-in  LEO  display  for  on¬ 
site  measurement. 

_ J  Power-up  sequencing  of  all  16  outlets 

prevents  an  In-rush  current  overload. 
Telnet,  SNMP.  Modem  or  RS-232  Interfaces  for  easy, 
practical  and  secure  power  management  of  remote 
internetworking  equipment 


- - 


Server  T* 


How  do  you  reboot  l6 

equipment  units... 


Contact  these  companies  today  to  help  you  with  your  training  needs! 

— 


Boson  Training 

(813)  925-0700 
vvww.bosontrai  n  ing.com 
CC1E,  CCNP,  CSS1,  CCNA,  Cisco, 
wireless,  CISSP 


Learnkey  Inc. 

(800)  865-0165 
|  www.leamkey.com 
Self-paced  online  CD  network 
certification  developer  bus/apps 


CBT  Nuggets,  Inc. 

(541)  284-5522 
|  www.cbtnuggets.com 
IT  Certification  Videos 


I  Transcender 

(615)  726-8779 

I  www.transcender.com 
Award-winning  practice  exams 
for  IT  certification 


WKMN  Training 

(415)  586-1713 
[  www.wlmin.com/wireless 
Comprehensive  introduction  to 
[  wireless  networking. 


George  Washington  Univ 

(202)  973-1175 
|  www.cpd.gwu.edu 

Oracle  MCSE  Network  Security  UNIX/LINUX| 
I-Net  VB.Net  XML 
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NetSmart  Learning  Partner 


*  f*  fit 

new  and  refurbished  networking  equipment, 
with  the  best  value  and  serv  ice  anywhere. 


order  now:  310-416-1200 

or  visit 

www.ContiComp.com 

We  Specialize  In... 

Make  the  Smart  Choice,  Picrn  Q  vote  no 

Trust  the  Experts »  blHU 


jcftntinental 

COMPUTERS  Sines  1984 


Authorized 
Reseller 

These  logos  ere  a  trademark  of  their  respective  companies  and  servtcea 


,e^s  •  cobalt 


WWW.RECURRENT.CDM  INFO 


Trade-In  Your  Excess 
Equipment  for  New 

BUY-SIII-TRADE-IEASE  NEW  &  USED 


Cisco  Avaya  Paradyne  IBM  Compaq  HP 
Networking  Computers  Telecom  Printers 

FREE  Warehousing  Inventory  Managment 
Buy  Back  Program  Volume  Purchasing 


www.ExcessStreet.com 

$880  Sign  Up  Bonus 

salesrrExcessStreel.com  see  website  for  details 


Buy,  Sell  or  Announce 


Network  Products 
and  Services  with 
Network  World's  Marketplace 
Call  800-622-1108  ext.  6507 


NEW-USED 
WE  BUY-WE  SELL 


caaeTRon 


SYsrems 


Cisco  Srsn.s 


NEW  R1TTAL  19"  CABINETS 
72/24/34  w/DOORS/SIDES  $ 650 
78/24/34  w/DOORS  $ 500 
78/24/34  w/DOORS/SIDES  $ 650 


ERGONOMIC  ENTERPRISES,  Inc 
47  WERMAN  CT. 
PLAINVIEW  NY  11803 
1-877-4LAN-WAN  (452-6926) 
Int'l:  001-516-293-5200 
fx  516-293-5325 
www.4lanwan.com 

rich@4lanwan.com 


WRCA.NET 


NEW 


800-699-9722 


USED 


WotMwM*  PnniOv  or  N.twoi*  Haidwara  iinclMl 


AUTHORIZED  RESELLER 
Access/Routers/Switches 
Cisco  Livingston  Ascend 
3Com  US  Robotics  Kentrox 
Adtran  BayNetworks  Xyplex 
Computone  Digital  Link 
Modems  /  DSU  /  Muxes 
IBM  UDS  Codex  Hayes  GDC 
Micom  Microcom  Paradyne 
ATT  MultlTech  Penril 
Racal  Telebit  Zoom 

WE  BUY  AND  SELL 
www.wrca.net 

800-699-9722 


SERVER  ROOM 

Temperature 

Sensors 

*129" 


As  Low  As... 


Multiple  Mod  els  |  n  c  I  u  d  I  n  g : 


*•»**«*„,  >iW| 

^  m-iooW , 

‘•■uvinun  ~J 


THL-100 

(Battery  powered) 

THL-100  AC/DC 

(Continuous  monitoring) 

THL-100  AC/ DC  Plus 

(Email  alarms) 


►  Records  Temperature,  Humidity  &  Light 

►  Time  Stamped  Data  for  Detailed  Analysis 

►  Windows-based  SmartSensor  Software 

•  Data  or  graphical  view 

•Easily  exports  to  common  spreadsheet 

software 


Toll  Free  1-866-442-7767 
www.smartronix.com/products 


Advertise  in  the 
Marketplace  and  watch 

For  too  re  Infortoa-Kon 

your  sales  come 
pouring  in! 

on  ajs/er+lsmg  in 

/<  .  .A'' 

Ne+v/o rk  WorMf*  Marketplace 

con+ac+;  Enku  Gubaiei 

800-t>ll-110S  ex+.  6V65, 

e^uta?c6nww.coto 

Call  Direct  Response 

Advertising 

1-800-622-1108 

it's  a 

HO  brainer! 


Nortel  Networks 
Lucent  Technology 
Alcatel 

Riverstone  Networks 


■  Cisco  Systems  ■  Extreme  Networks 
fcx  ■  Juniper  Networks  ■  Foundry  Networks 
^  www.digitalwaretiouse.com 

•  DIGITAL1AREHOUS1 

The  No.  1  Source  For  Used  Cisco  Direct*. 


Rhone:  800-439-8358  or  718-894-7500 


56-29  56 *  Drive,  Mospeth,  NY  1 1378  USA  Fax:718-894-1573 


technology  products  and  solutions 

1-888-DATACOM.conf  is  a  world¬ 
wide  distributor  of  technology 
products  and  solutions  featuring 

""15,001 

✓  Bridges  &  Routers 

✓  Concentrators  A  Multiplexers 

✓  Hubs  A  Switches 
/  Modems 

J  Network  Accessories' 

/  Adapters 

✓  Cables  A  Devices 

✓  Repeaters  A  Transceivers 
/  Video  Conferencing 

from  lOO1" 

leading  manufacturers 
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components 

1  Initwouk  hardware 


IT  Hardware  for  Less 
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— 

Cisci  Ststiks 

-  ~ 

Hi  scorn  *Jun|Per 

lutent  Technologies 

n  » 

VJ  FOUNDRY  II.* 

Nt  F  WORRY 

r 

Cui 

OptimumDatalnc. 


toll  free  800  879  8795 
ph:  +  /  402  575  3000 
fox:  +1  402  575  2011 


www.optimumdata.com 


tsT  View  Cart  fd"  Clear  Cart 


FACTORY  DIRECT 
FIBER  OPTIC  PRODUCTS 


Jumpers,  Pigtails.  Termination  Boxes, 
Preconnectorized  Backbone  Cable, 
Mode  Conditioning  Cables, 
Ethernet  Converters  and  Switches, 
CAT5  Products,  Photonic  Devices 

www.fiberdync.com 

A  FIBERDYNE  LABS,  INC. 

l-(800)  894-9694 
(315)  895-8470 
Fax  (315)  895-8436 


800.451.3407 


90  Castilian  Drive.  Suite  110,  Santa  Barbara..  C A  031 17. 


V  Routers 

.'V.  r-'t  Switches 
Interface  Modules 
Access  Servers 
Accessories  - 


www.nGtworkhardware.com  V 


BUY  ONLINE 


NETWORK  HARDWARE  RESALE 


Systems/Features/Memory 

cgsfeo 

EQUIPMENT 

Also  Available:  Wellfleet,  Bay,  Fore, 
xylogics,  Livingston,  &  Ascend 

In  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  #1  Network  Remarketer 

952*835*5502 

Fax  952*835*1927  E-Mall:sales@comstarlnc.eom 


f — ’ — - - - 

Products 

purchased*  as 

Or  '  f.,  .W.  '  ,  / 

a*  result  of  it 

■  ’  ■  •  : 

Marketplace*  a* 

is. 

7  Hubs 
7  Routers 
7  Software* 

.  ‘ 

training 
Memory 
: ;  products 
7  Ethernet 
Cards 
7  Netware* 
products 
7  Modems 
7  Testing 
equipment 
7  Multiplexers 


CISCO  NORTEL 


UP  TO  85%  OFF 

CURRENT  TECHNOLOGY 

NEW  •  REFURB  /  BUY  •  SELL 


THIS  MONTH'S  HOT  SPECIALS 

Passport  8648TX  Enterprise  Routing  Switch  Module  (Refurbished) 

48  port  autosensing  10BASE-T/100BASE-TX  Ethernet  Layer  switching  interfaced 

Special  $4,800 

Cisco  2924-CXL  (Refurbished) 

22  Port  to/ioo  Ethernet  Switch  &  2  Ports  B-FX 

Special  $675 

While  Supplies  Last 

ASN2  Base  Unit  32  M  48V  Redundant  Power  (Refurbished) 

Special  $895 

16  MB  Nortel  Compatible  PCMCIA  Flash  Card 

Special  $225 

NLE  OFFERS  FREE  LIFETIME  TECHNICAL  SUPPORT 

SPECIALS  EXPIRE  1/17/03 

N&RTEL 

NETWORKS 


■9  MUJ 


caaeTRon 

_ SYsrems 


Bay  Networks 


NATIONAL  LAN  EXCHANGE  •  WWW.NLE.COM 


888-8 LAN  WAN 

Call  for  Free  Quote!  (888-852-692$) 


iruivu 


See  the  entire  Generation 
3.0  collection  at: 

BRETTS 

Luggage.  Leather  goods. 

Gifts  Pens.  Clocks. 

Lighters.  Games 

www.suitcase.corn 


of  Anno u/iqq 


Network  Products  &  Services  wftti 
Network  World's  Marketplace  Call  806-622 
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ecure  Your  Future. 


careers.com 


IT  CAREERS 


© 


careers 


Pnncipal  Software  Engineer  will 
participate  at  a  senior  level  in 
client/server  application  design 
for  Co's  Systems  Unit.  Will  en¬ 
hance  existing  applications  & 
initiate/architect  new  ones  thru 
product  development  life  cycle: 
develop  8  maintain  Windows  8 
web  applications  8  perform  in¬ 
ternal  scripting  to  develop  dy¬ 
namic  code  in  secure  web  ap¬ 
plications  for  the  Co's  portfolio  8 
performance  systems  technolo¬ 
gy  architecture,  review  portfolio 
management  requirement  specs 
8  design/code  based  upon 
these  specs:  solve  technical 
issues  8  alert  technical  lead  of 
obstacles;  work  w/end  users  to 
specify  tunctional/tech  require¬ 
ments  8  work  w/SW  Engineers, 
Database/Systems  Administra¬ 
tors.  Users  8  Management  to 
control  the  design,  development, 
testing  8  software  implementa¬ 
tion  related  to  the  portfolio  8 
performance  systems:  partici¬ 
pate  in  project  planning,  ind. 
work  estimates.  Requires  Mas¬ 
ter’s  Degree  in  Computer  Sci¬ 
ence,  Engineering,  Mathemat¬ 
ics  or  Physics  and  three  (3) 
years  of  experience  in  Job  Off¬ 
ered  or  three  (3)  years  of  experi¬ 
ence  developing  client/server 
applications.  Alternatively,  will 
accept  Bachelor's  Degree  in 
Computer  Science,  Engineer¬ 
ing,  Mathematics  or  Physics 
plus  five  (5)  years  progressive 
experience  in  Job  Offered  or 
five  (5)  years  of  progressive  ex¬ 
perience  developing  client/serv¬ 
er  applications.  Candidate  must 
also  possess  demonstrated  ex¬ 
pertise  in  Unix  Administration 
and  development,  and  demon¬ 
strated  expertise  in  Web  admin¬ 
istration  and  development  in 
Perl  and  JavaScript.  Salary 
$84,000/yr;  Mon-Fri,  9:00AM- 
5:00PM.  Submit  two  (2)  copies 
of  resume  to  Case  #2001 14374, 
Labor  Exchange  Office,  19 
Staniford  Street,  1st  FI.,  Boston. 
MA  02114.  EOE.  Applicants 
must  be  U.S.  workers  eligible  to 
accept  employment  in  the 
United  States  on  a  full-time 
basis. 


Computer  Programmer  Analyst 

Full  time  positions  to  work  as 
Computer  Programmer  Analyst, 
needs  knowledge  of  Business 
Intelligence  applications,  tools, 
Datawarehousing  and  data  mining 
concepts,  Brio,  Business  Objects, 
Cognos,  Enterprise  reporting,  ex¬ 
perience  in  Customer  relationship 
management,  Siebel,  Peoplesoft, 
proficiency  in  programming  Visual 
Basic,  SQR,  Java,  PL/SQL,  C  ++ 
and  familianty  with  relational  data¬ 
bases  DB2,  Oracle,  MS  SQL 
Server  and  source  code  manage¬ 
ment  with  PVCS,  Automated  test¬ 
ing  tools  like  mercury/rational  and 
also  required  the  experience  in 
Application  software  develop¬ 
ment,  Lotusnotes  and  Citrix.  Re¬ 
quires  Bachelor's  degree  in 
Computer  Information  System  or 
computer  science  or  equivalent 
and  2  years  of  experience  in  the 
job  offered.  Applicants  send 
resume  to  Pyramid  Consulting 
Inc,  8665  Providence  Drive, 
Noblesville,  IN  46060. 


Data  Communications 
Analyst-Exp.  CIPT  Tele¬ 
phony,  MS-SQL,  Linux, 
Windows,  Networking 
Infrastructure,  Telecomm¬ 
unications,  backups, 
Exchange  Server,  tech- 
support  &  MS-SharePoint 
websites.  Competitive 
salary.  Mail/fax  resume 
Geotel  International  L.C., 
15590  NW  15  Ave., 
Miami,  FL  33169  (305) 
626-0049. 


SOFTWARE  CONSULTANT 

Dsgn  8  dvlp  bus.  sys.  w/Lotus 
Domino  for  both  web  browsers  8 
Lotus  Notes  clients  using  Lotus 
Script  8  Formula  Language;  an¬ 
alyze  user  reqmnts  in  order  to 
perform  customized  dvlpmnt  8 
modification  activities;  maintain 
existing  Lotus  Notes-based  da¬ 
tabases  8  applns  at  client  sites; 
dvlp  8  enhance  new  8  existing 
Lotus  Notes  8  Lotus  Domino 
applns  to  meet  client  reqmnts; 
perform  web  dvlpmnt  using  Java 
Script,  FITML  8  XML  as  needed. 
Bachelor's  (or  equiv.)  in  Comp. 
Sci.,  Math,  Bus.  or  Engng  +  2 
yrs  exp.  in  position  offered  or  as 
a  Programmer  Analyst,  Software 
Engnr  or  Sys.  Analyst  reqd. 
Exp.  must  include:  (a)  Domino  8 
Windows  2000  or  Windows  NT 
or  AS-400  or  AIX  operating  sys.; 
(b)  Lotus  Script  8  Formula 
Language  programming  lan¬ 
guages;  8  (c)  Java  Script,  FITML 
or  XML  web  dvlpmnt  languages. 
High  mobility  preferred.  40  hrs / 
wk,  OT  as  reqd,  8  am  -  5  pm, 
$61,000/yr.  Qualified  applicants 
submit  resume  to  Manager, 
Washington  County  Team  PA 
CareerLink,  Millcraft  Center, 
Suite  150LL,  90  West  Chestnut 
Street,  Washington,  PA  15301- 
4517.  Please  reference  Job 
Order  No.  293335. 


Project  Manager  -  Arel  Com¬ 
munications  is  the  world's 
leading  provider  of  software 
infrastructure  for  e-learning 
and  Enterprise  Communication 
Systems.  The  company  seeks 
qualified  candidates  for  the 
position  of  Project  Manager  in 
its  Atlanta,  GA  office  to  man¬ 
age  development,  design, 
maintenance  and  integration  of 
ECS  Systems.  Will  coordinate 
product  planning,  rollout  and 
support.  Will  interface  with 
client  managers  and  technical 
staff,  as  well  as  product  devel¬ 
opment  groups  in  U.S.  and 
Israel.  Requires  B.A./B.S.  in 
Information  Systems.  Business 
or  Economics,  and  prior  expe¬ 
rience  in  communications  soft¬ 
ware  development.  Also  re¬ 
quires  expertise  in  IP  network¬ 
ing  and  Internet/Intranet  pro¬ 
gramming.  Submit  resume  by 
fax  or  e-mail  to  (770)  396-1 755 
or  tfredrich@arel.net  EOE. 


SBI  is  looking  for  the  following 
positions  for  its  offices  in 
Houston,  TX,  San  Francisco, 
CA,  Warren,  NJ,  Salt  Lake 
City,  UT  and  Portland,  OR: 
Programmer  Analysts,  Tech¬ 
nical  Architects,  Technical 
Consultants,  Business  Strate¬ 
gists,  Systems  Analysts,  Soft¬ 
ware  Engineers,  Art  Director, 
resumes  by  email  or  fax  only 
to  HR,  SBI  2825  East 
Cottonwood  Parkway,  Suite 
480,  Salt  Lake  City,  UT 
84121: 

careers@sbiandcompany.com; 

Fax  (801)  733-3201. 


Controller 

Lumenis.  a  leader  in  laser  and 
light-based  technologies  for 
medical  and  aesthetic  applica¬ 
tions,  seeks  a  Controller  for  its 
U.S.  Headquarters  in  Santa 
Clara,  CA.  Review  and  analyze 
financial  reports  and  budgets. 
Direct  all  aspects  of  accounting 
operations  and  preparation  of 
annual  financial  forecasts 
Requires  B.A.  in  Accounting  and 
prior  experience  in  accounting/ 
finance.  Also  requires  CPA  cer¬ 
tification  in  U.S.  or  Israel;  exper¬ 
tise  in  development  of  account¬ 
ing  systems;  and  expertise  in 
U.S.  GAAP.  Apply  online  at 
www  lumenis  com.  EOE. 


Senior  Software  Engineer  re¬ 
sponsible  for  research,  design 
and  developing  computer  soft¬ 
ware  systems  applying  princi¬ 
ples  and  techniques  of  computer 
science,  engineering  and  math¬ 
ematical  analysis.  Will  conceptu¬ 
alize,  design  and  construct  a 
framework  for  business  applica¬ 
tion  software  that  will  allow  for 
organization  of  large  amounts  of 
business  information  and  its 
interactive  presentation  via  mul¬ 
timedia  techniques  using  vari¬ 
ous  platforms  including  COBRA/ 
J2EE.  Design  software  systems 
using  application  development 
software  and  technology  such 
as  C++,  Java  and  object  orient¬ 
ed  design.  Must  have  5  yrs  of 
exp.  in  job  offered.  Salary 
Competitive.  Send  resumes  to: 
Wendy  Davidson,  Mentisys,  Inc. 
1375  Remington  Rd.  Ste.  A, 
Schaumburg,  IL  60173. 


Software  Engineer.  Must  have 
Bachelor's  in  Computer 
Science/related  field,  or  its 
functional  equivalent  in  train¬ 
ing,  education,  and  exp. 
Design,  build,  and  maintain 
company  software  systems 
for  internal  and  external  client 
use.  Use  knowledge  of  soft¬ 
ware  system  architectures 
and  project  lifecycles  to  devel¬ 
op,  document,  and  test  codes. 
40  hrs/wk,  9-6.  Competitive 
salary.  Send  resume  to: 
Primetech  Systems,  Inc., 
1010  Green  Tree  Rd., 
Pittsburgh,  PA  15220. 


Minisoftech  has  openings  for 
system/programmer  analysts  or 
software/project  engineers.  We 
are  small  but  relatively  stable. 
Applicants  must  have  BS  plus 
experience  in  IT  field.  Skills  in 
Java,  JDBC,  HTML  preferred. 
Please  send  resumes  to 
hrd@minisoftech.com.  EOE 

ShellSoft  has  several  openings 
for  computer  professionals. 
Attractive  wage  plus  full  benefit 
pkg.  Skills  in  Oracle,  SAP,  Java, 
Unix,  SQL,  VB  are  plus. 
Qualified  applicants  must  have 
BS.  Traveling  is  required  for 
some  positions.  Send  resumes 
to:  jobs@shellsoftinc.com.  EOE. 


Optimum  Technologies  seeks 
Software  Engineers  to  design  8 
develop  complex  software 
applns  and  systems  using  UNIX, 
Windows,  C++,  VC++,  VB, 
PL/SQL,  Unix  Scripting  (sed, 
awk,  grep)  Linux  Scripting,  SS7, 
Oracle,  SQL  Server  and  related 
tools.  MS  or  eqvlnt  in  Comp  Sci, 
Electronics  or  Communications 
Engg  8  3  yrs  exper.  required. 
Will  consider  applicants  with  BS 
8  5  yrs  exper.  Job  in 
Woodridge,  IL  8  other  locations. 
Apply  to  HR,  Optimum 
Technologies,  1230  Golfview 
Dr.,  Woodridge,  IL  60517.  Fax: 
630  985-7825. 


Software  Engineer 
Must  have  a  Bachelor's 
Degree  in  Computer  Science. 
Design,  build  and  maintain 
company  software  systems 
for  Printers  Manufacturer, 
using  knowledge  of  C  and 
C++  in  MFC  environment. 
Must  also  possess  knowledge 
of  OOD,  assembler  program¬ 
ming,  Java  and  Java 
Scripting.  SQL  is  a  plus.  40 
hrs/wk,  9-5.  Competitive 
salary.  Send  resume  to: 
Prism,  Inc.,  1950  Evergreen 
Pkwy.,  Ste  500,  Duluth,  GA 
30096. 


Systems  Analyst  responsible  for 
design  and  development  of  soft¬ 
ware  applications  for  the  compa¬ 
ny  and  its  clients.  Help  clients  in 
state  of  art  internet  and  client 
server  technologies  under  Win¬ 
dows  NT  using  VB  Script,  COM. 
ActiveX  and  Java  Script.  Re¬ 
sponsible  for  writing  code  in 
Visual  Basic  and  Java  using 
Object  Oriented  Programming 
Techniques.  Use  Object  linking 
and  embedding  technologies 
and  ActiveX  to  make  the  appli¬ 
cations  reusable.  Must  have  a 
Bachelor's  degree  in  CS  or  for¬ 
eign  degree  equivalent.  Must 
have  2  yrs  of  exp.  in  job  offered. 
Salary:  Competitive.  Send  res¬ 
ume  to:  Raj  Shekaran  Software 
Research  Assoc  70  Mansell  Ct. 
Ste.  100,  Roswell.  GA  30076 


ALGORITHM  DEVELOP¬ 
MENT  ENG  —  Designs 
and  develops  pattern 
recognition  algorithms  for 
medical  applications. 
Master’s  degree  in 
Elec. /Computer  Eng.  Will 
pay  prevailing  wage. 
Send  resume  to  Ziling 
Huo,  Beckman  Coulter, 
Inc.  11800  SW  147th 
Ave.,  Miami,  FL  33196  or 
fax  to  (305)-380-3647. 


Systems  Analyst-Oracle 
needed  to  analyze,  design/ 
develop,  document,  test 
and  implement  systems 
and  programs.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Network  Analyst  needed  in 
New  York  City  to  support 
automation  servers  and 
infrastructure,  build  severs, 
administer  MS  Exchange, 
provide  OS-level  diagnos¬ 
tics,  and  resolve  network 
connectivity  issues.  Comp¬ 
etitive  salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Programmer/Analyst:  40hr/wk, 
8am-5pm,  $57,449/yr.  Min. 
Req.-BS  in  Computer  Science 
or  related.  Design  database, 
website  application;  business 
systems  design,  development 
and  support  and  application 
integration;  various  software 
programming,  analysis  and  net¬ 
working  using  C++,  Visual 
Basic,  Unix,  Oracle,  Fortran  and 
SQL;  develop  project  using 
Functional  Analyst  skills;  imple¬ 
ment  object  oriented  design  and 
GUI  developers,  6  month  above 
exp.  or  in  related  occupation: 
Software  Engineer/Research 
Assistant.  "Employer  Paid  Ad". 
Contact:  MDCD/ESA,  P.0  Box 
11170,  Detroit,  Ml  48211-1170 
Ref.  No.  #202619. 


Seeking  qualified  applicants  for 
the  following  positions  in 
Memphis/Collierville,  TN: 
Senior  Programmer  Analyst. 

Formulate/define  functional 
requirements  and  documenta¬ 
tion  based  on  accepted  user  cri¬ 
teria  Requirements:  Bachelor’s 
degree*  in  computer  science. 
MIS  or  related  field  plus  5  years 
of  experience  in  systems/appli¬ 
cations  development  in  a  main¬ 
frame  environment.  Exper¬ 
ience  with  airline  freight  rating 
systems/applications,  COBOL 
and  IMS  DB/DC  also  required. 
"Master's  degree  in  appropriate 
field  will  offset  2  years  of  gener¬ 
al  experience.  Submit  resumes 
to  Sibi  George.  FedEx 
Corporate  Services,  1900 
Summit  Tower  Blvd..  Suite  1400, 
Orlando,  FL  32810.  EOE 
M/F/DA7 


Programmer  Analyst  need¬ 
ed  to  develop,  test  and 
implement  systems  for  on- 
air  product.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com 
or  send  your  resume,  to: 
ESPN,  HR  Dept-KP,  ESPN 
Plaza,  Bristol,  CT  06010. 
EOE/AA/M/F/D/V 


Web  Designer-needed  to 
maintain  graphic  quality  of 
web  sites  and  manage  the 
creation  and  development  of 
support  graphics,  redesign 
and  branding  as  well  as  per¬ 
form  graphic  production  for 
material,  including  art  and 
copy  layouts.  Competitive 
salary  and  benefits. 
Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com  or 
send  your  resume,  to:  ESPN, 
HR  Dept-KP,  ESPN  Plaza, 
Bristol,  CT  06010.  EOE/AA/ 
M/F/D/V 


Senior  Systems  Analyst- 
Oracle  needed  to  provide  pro¬ 
ject  leadership  and  analyze 
complex  business  processes, 
define  business  require¬ 
ments/tech  specs,  and 
design,  develop  test  and 
implement  new/enhanced 
programs  and  systems. 
Competitive  salary  and  bene¬ 
fits.  Fax  860-766-2425,  e-mail 
Kieren.Portley@espn.com  or 
send  your  resume,  to:  ESPN, 
HR  Dept-KP,  ESPN  Plaza, 
Bristol,  CT  06010. 

EOE/AA/M/F/D/V 


Computer  Programmer  Analyst 

Full  time  position  to  work  as 
Computer  Programmer  Analyst, 
needs  knowledge  of  Mainframe 
application  using  CICS,  DB2, 
COBOL,  COGEN,  JCL,  VSAM, 
EASYTRIEVE,  ADW-KEY  4.1, 
SQL,  C,  JAVA,  HTML,  JAVA 
SCRIPT,  XML,  PERL.  CA7, 
INSYNC,  FILE-AID.  Requires 
Bachelor's  degree  in  Technol¬ 
ogy  or  equivalent  and  2  years  of 
experience  in  the  job  offered. 
Send  resume  to  Pyramid 
Consulting  Inc.  8665  Providence 
Drive.  Noblesville.  IN  46060. 


MILLIONS  OF 
READERS 

MILLIONS  OF 
SURFERS 


ONLY 
THOUSANDS 
OF  DOLLARS 

TOTAL  IMPACT 
TOTAL 
SAVINGS 

Put  your  message  in 
ITcareers  and 
ITcareers.com  and 
reach  the  world’s 
best  IT  talent. 


ITcareers 

where  the  best  gel  better 
1  800  762  2977 

ITcareers.com 


WA 


Become  a  IBicrosoft  Windows  2000  Security  Expert. 

It's  easy.  Just  point,  click  and  choose  the  format  that  works  best  for  you: 
•CD-ROHl  •UJeb-Based  •Hands-On  *Uirtual  Classroom 

Uisit  iletSmart  today  at  www.nwnetsmart.com 


careers.com 


IT  CAREERS 


Programmer/Analysts:  De¬ 
sign,  develop,  validate  and 
implement  specialized  Labor¬ 
atory  &  Pharma  related 
Management  Information 
Systems  in  LIMS  Lab- 
Manager  environment  (FDA 
regulated  environment)  con¬ 
forming  to  cGXPs  and  21 
CFR  Part  11  pertaining  to 
electronic  records  and  signa¬ 
tures.  Prevailing  wage/bene¬ 
fits.  HR,  enGenius  Consulting 
Group,  Inc.,  3100 
Breckenridge  Blvd.,  Ste  100, 
Duluth,  GA  30096.  EOE. 


Assistant  Lead  Syst¬ 
ems  Programmer  w / 
BS  in  Comp.  Science 
and  3  years  exp.  want¬ 
ed  by  insurance  com¬ 
pany  in  Galveston,  TX. 
Respond  to:  HR  Dept., 
American  National 
Insurance  Company, 
One  Moody  Plaza, 
Galveston,  TX  77550. 


Senior  Engineers  needed  in 
Austin,  Texas  to  supervise, 
research,  design,  develop,  test 
automation  software  for  fiber 
optics  communications,  manu¬ 
facturing  applications.  Design 
computer  user  interface  to 
deploy  applications  for  use  in 
Latin  America.  Use  industrial 
computer  and  instrument  archi¬ 
tecture  and  GPIB.  Use  PID  and 
computer  vision  tools  for  indus¬ 
trial  automation.  Must  have  a 
Master's  in  Electrical  or  Control 
or  Electronic  Eng  and  1  yr  exp. 
in  job  offered  performing  duties 
listed  above.  E-mail  resumes  to 
ruth.hale@vi-tech.com.  Put 
code  SrE  on  the  resume. 


Software  Engineer 
Formtek,  Inc.  seeks  applicants 
for  a  Software  Engineer  position 
at  its  Walnut  Creek,  California, 
location  to  develop,  test  and 
support  enterprise  content  man¬ 
agement  applications  utilizing 
Oracle  database  technology. 
Unix  and  Microsoft  operating 
systems,  programming  with  soft¬ 
ware  development  languages 
including  C++  and  JAVA;  Tasks 
include  development  of  client- 
server  and  web-based  applica¬ 
tions  for  content  management. 
Require  BS  in  Computer 
Science  and  a  minimum  of  two 
(2)  years  directly  related  experi¬ 
ence  Resume  to:  HR,  1777 
Oakland  Blvd,  Suite  300,  Walnut 
Creek,  CA  94596. 


Senior  Group  Leader  needed  in 
Austin,  Texas  to  lead  design, 
development  of  automation  soft¬ 
ware  for  fiber  optics  communica¬ 
tions  applications,  use  test  and 
measurement  software  for 
inspection  of  communication 
equipment,  use  open  database 
connectivity,  object  oriented 
analysis  and  design,  and  Visual 
C++,  oversee  design  of  comput¬ 
er  user  interface  to  deploy  appli¬ 
cations  within  Latin  America. 
Must  have  a  Bachelor's  in 
Electrical  or  Electronic  Systems 
Eng  and  2  yrs  exp.  in  job  offered 
performing  duties  listed  above. 
E-mail  resumes  to  ruth.hale@vi- 
tech.com.  Put  code  SGL  on  the 
resume 


Programmer  Analyst 

Design,  develop  and  maintain 
query/report  applications  and 
GUI  based  applications  for  order 
entry  and  manufacturing  sys¬ 
tems  using  VB.  ODBC  and  SQL 
on  relational  dbs  and  Image/ 
SQL  db  running  on  Unix/Win¬ 
dows  NT;  design  web-based 
applications  using  ASP/HTML 
and  COM  objects  to  search  and 
retrieve  engineering  drawings 
created  on  CAD,  and  upgrade- 
maintain  company  web  site 
using  HTML/Java  Scripts;  Inte¬ 
grate  the  bar  code  enabled  third 
party  shipping  systems  to  order- 
entry  system. 

Requires  a  BS  in  Computer 
Science,  Math  or  Engineering 
plus  6  months  experience  in  a 
related  field.  Full  time  with  com¬ 
petitive  salary. 

Send  resume  to:  HR 

Department,  Hubbell  Electrical 
Products,  P.O.  Box  5325,  St. 
Louis,  MO  63115.  No  calls/EOE 


Cap  Gemini  Ernst  &  Young  U.S 
LLC  is  currently  seeking  individ¬ 
uals  to  fill  Consultant  and  Mana¬ 
ger  positions  in  multiple  loca¬ 
tions  nationwide  and  in  Califor¬ 
nia,  including  the  Orange/Los 
Angeles  counties  area,  the  San 
Jose  area,  and  the  San  Francis¬ 
co  Bay  Area.  Please  apply  on¬ 
line  at  http://www.us.cgey.com/ 
careers/eRecruit.asp  using  Job 
Ref#1014  for  Consultant  or 
#1015  for  Manager.  CGEY  is  an 
Equal  Opportunity  and  Affirma¬ 
tive  Action  employer.  All  quali 
fied  applicants  will  be  consid 
ered  for  employment  without 
regard  to  race,  religion,  color, 
national  origin,  age,  sex,  marital 
status,  sexual  orientation,  dis¬ 
ability  or  status  as  a  Vietnam- 
era,  special  disabled  and  other 
covered  veteran  status. 


SOFTWARE  DEVELOPER, 
SENIOR-TMA  Systems  LLC  has 
an  opening  for  a  Senior 
Software  Developer  at  our 
Tulsa,  Oklahoma  location  to 
design  and  develop  facilities 
management  software  applica¬ 
tions  according  to  customer 
requirements,  evaluate  requests 
for  new  or  modified  computer 
programs,  and  conduct  exten¬ 
sive  testing  of  newly  designed 
applications.  Position  requires  a 
Bachelor's  degree  in  Computer 
Science,  Engineering,  or  a  relat¬ 
ed  field  and  two  years  of  expe¬ 
rience  working  in  the  position 
offered  or  as  Software  Dev¬ 
eloper-Facilities  Management 
Software.  Please  fax  your 
resume  to  918-858-6655  or  e- 
mail  your  resume  as  an  attach¬ 
ment  to:  HumanResources@ 
tmasystems.com 


F/T  Computer  Systems  Adminis¬ 
trator.  To  manage  information 
system  activities  and  design 
POS  systems  using  Visual  Basic, 
Microsoft  SQL  Server  2000  & 
7.0,  MS  Frontpage,  Access 
2000,  and  Vb  Script.  Must  have  4 
yrs.  of  exp.  Must  have  Bachelor's 
degree  or  foreign  degree  equiva¬ 
lent  in  Software  Engineering. 
Course  work  must  have  included 
Assembly  and  Machine  Lan¬ 
guage,  Computer  Architecture  & 
Microprocessor  courses.  Salary: 
Competitive.  Send  resume  to:  T. 
Ford.  Le  Petit  Bistro,  Inc.,  5600 
Roswell  Rd.,  East  Bldg.,  Ste  250, 
Atlanta,  GA  30342.  No  Calls 
Please. 


2  SOFTWARE  ENGINEER:  (1) 
Reqs  BS-CS/CE  w/  2  yrs  Exp  in 
job  offered  or  as  Software  En¬ 
gineer  Knowledge  of  iDEN  Layer 
2/  3,  MM,  iPTE,  VoIP,  TTCN,  C 
required  Knowledge  of  Linux  / 
Symbian,  Win  CE.  GSM,  SIP 
desired.  (2)  Reqs  BS-CS/CE  w /  2 
yrs  Exp  in  job  offered  or  as 
Software  Engineer.  Comprehen¬ 
sive  Knowledge  of  iDEN  Technol¬ 
ogy  and  Phone  Configurations, 
IPTf,  ISDS,  XFIash,  WebJAL, 
RSS.  DDTS,  Clear  Case,  QA 
process  including  test  plan, 
analysis,  test  case  development, 
execution,  defect  reporting  and 
documentation.  C,  VB,  Oracle 
and  Rational  suite  required. 
Knowledge  Unix,  Windows  envi¬ 
ronments,  Configuration  Man¬ 
agement  Tools  (preferably  Clear 
Quest),  AETG,  J2ME,  E-Com¬ 
merce,  middle-ware  technologies 
desired.  Mail  resumes:  Signature 
Consultants,  2200  W.  Commer¬ 
cial  Blvd.  #207,  Ft.  Laud,  FL 
33309,  Attn.Marilena 


QUALITY  ASSURANCE  ENGIN¬ 
EER:  Responsible  for  configuring 
and  testing  e-Commerce  based 
document  archiving  and  Retrieval, 
document,  document  mining  and 
report  analysis  software  applica¬ 
tions  for  UNIX  and  NT  platforms. 
Will  troubleshoot  and  analyze  this 
software  with  various  version  of 
SQL  Server.  Will  provide  3rd  level 
support  to  Technical  Support  Team 
and  Engineers.  Will  create,  config¬ 
ure  Web  Servers  and  write  kom 
shell  scripts  to  automate  software 
testing  Responsible  for  SQL 
Server  database  administration  in 
QA/QC  lab.  Requires:  B.S.  in 
Electronic  Engineering  or  Compu¬ 
ter  Science  and  1  year  technical 
support  experience.  Demonstrated 
knowledge  of  SQL  Server,  Sun 
Solaris,  Windows  NT,  Internet 
Information  Server.  Novell  Net¬ 
ware,  and  TCP/IP.  Demonstrated 
ability  in  scripting  in  C.  40  hrs/wk 
(9:00  a.m.  to  5:00  p.m.);  $64,000/ 
yr.  Send  two  (2)  resumes/letters  of 
application  to:  HR,  INSCI,  Two 
Westborough  Business  Park, 
Westborough,  MA01581. 


Computer  Systems  Analyst, 
Atlanta:  Use  knowledge  of  sys¬ 
tems  software,  hardware  & 
operations  of  construction  & 
engineering  companies  to  ana¬ 
lyze,  develop,  implement,  modi¬ 
fy,  maintain,  document,  support 
&  test  solutions  for  engineer¬ 
ing/construction  clients.  Develop 
integrated  production  schedul¬ 
ing,  inventory  control,  cost 
analysis  &  project  management 
subsystems.  Train  users.  Requ: 
Bachelors  (or  equiv.  in  education 
or  combination  of  experience  & 
education)  in  Computer 
Info/Management  Info  Systems 
or  related  +2  yrs  in  job  or  2  yrs 
as  Consultant-project  and/or 
systems  consulting.  Send 
resume  to:  HR,  DataLogistics, 
1805  Hembree  Rd,  Ste  C, 
Alpharetta,  GA  30004. 


Seeking  qualified  applicants  for 
the  following  positions  in 
Orlando,  FL:  Senior  Progr¬ 


ammer  Analyst.  Formulate/ 
define  functional  requirements 
and  documentation  based  on 
accepted  user  criteria.  Req¬ 
uirements:  Bachelor's  degree'  in 
computer  science.  MIS,  engi¬ 
neering,  math  or  related  field 
plus  5  years  of  experience  in 
systems/applications  develop¬ 
ment.  Experience  with  one  or 
more  of  the  following  required 
for  these  positions:  Shell,  C, 
Unix  (Sun  Solaris),  C++, 
RDBMS.  "Master's  degree  in 
appropriate  field  will  offset  2 
years  of  general  experience. 
Submit  resumes  to  Sibi  George, 
FedEx  Corporate  Services, 
1900  Summit  Tower  Blvd.,  Suite 
1400,  Orlando,  FL  32810.  EOE 
M/F/DA/. 


COMPUTER  PROFESSIONALS 
Opportunities  for: 

•  WEB  ARCHITECTS/ 
DEVELOPERS 

•  SYSTEMS  ANALYSTS 

•  WEB  GRAPHIC  DESIGNERS 

•  NETWORK  ENGINEERS 

•  PROGRAMMER/ANALYSTS 

•  SOFTWARE  ENGINEERS 

SKILLS: 

•  COLD  FUSION  •  SPECTRA 

•  ORACLE  •  VISUAL  BASIC 

•  VISUAL  C++  •  SIEBEL  •  ASP 

•  COM,  DCOM  •  JSP  •  HTML 

•  JAVA.  JAVA  BEAN  •  EJB  JAVA 
SERVLETS  •  WEBSPHERE 

•  IBM  MQ  SERIES  •  XML.UML 

•  MTS  •  CLARIFY  •  PERL 

•  OBJECTPERL  •  SPYPERL 

•  SMALLTALK  •  PL/SQL 

•  VISUAL  AGE  •  COBOL,  SPL, 
UNIX 

Visit  our  website  @ 
www.computerhorizons.com 

Attractive  salaries  and  benefits. 
Please  forward  your  resume  to: 
H.R.  Mgr.,  Computer  Horizons 
Corp.,  49  Old  Bloomfield 
Avenue,  Mountain  Lakes,  New 
Jersey  07046-1495.  Call  973- 
299-4000.  E-mail:  jobs@ 
computerhorizons.com.  An 
Equal  Opportunity  Employer  M/F. 


Systems  Analyst 

Synapse  Group,  Inc.,  a  leading 
computerized  magazine  market¬ 
ing  company,  is  looking  to  hire  a 
qualified  SYSTEMS  ANALYST 
to  plan,  develop,  test,  document 
and  update  computer  programs 
to  increase  operating  efficiency; 
to  enter  program  codes  into 
computer  systems;  to  review 
quality  of  GUI  applications,  data¬ 
base  table  verifications  and 
reporting  structures;  and  to 
monitor  performance  and  pro¬ 
vide  technical  assistance  to  pro¬ 
gram  users.  Qualified  appli¬ 
cants  are  required  to  possess  at 
least  a  Bachelors  degree  in 
Computer  Science,  Information 
Systems,  or  it's  equivalent. 
Sound  knowledge  in  internet 
applications,  HTML,  SQL,  JAVA 
and  ORACLE  preferred.  We 
offer  a  competitive  compensa¬ 
tion/benefit  package  and  an 
environment  where  achieve¬ 
ments  are  recognized  and  pro¬ 
fessional  growth  is  encouraged. 
Qualified  applicants  are  encour¬ 
aged  to  mail  resumes  to:  HR 
Department,  Synapse  Group, 
Inc.,  Four  High  Ridge  Park, 
Stamford,  CT  06905. 


Developers  II  needed.  Seek¬ 
ing  qual.  cand.  Possessing 
BS  or  equiv.  and/or  rel.  work 
exp.  Part  of  the  req.  rel.  exp. 
must  include  2  yrs  working 
w/Oracle  (5yrs.  of  Oracle  pre¬ 
ferred).  Duties  include:  Data 
modeling  &  analysis;  Develop 
shell  scripts;  Interface  b/t 
mainframe  systems  &  Oracle. 
Work  w/Java,  Oracle 
Discoverer  &  Oracle  RDBMS. 
Mail  res.,  ref.  &  Sal.  Req.  to 
Mutual  of  Enumclaw,  Attn: 
Michele  Mead,  Job  ref:  XJ6, 
1460  Wells  St.,  Enumclaw, 
WA  98022. 


Require  experience  in  design 
and  development  of  applica¬ 
tions  using  C++,  UML, 
Oracle,  DB2,  J2EE,  Weblogic 
on  Unix  and  Windows  plat¬ 
forms  and  must  include  tech¬ 
nical  leadership.  Relocation 
within  USA  possible.  Attrac¬ 
tive  compensation  package. 
Send  resume  to  Suresh 
Thankavel,  Wisdom  Infotech 
Ltd.,  3540,  South  Rivershire 
Dr.,  Suite  #  7,  Greenfield,  Wl 
53228. 


Developers-Mainframes 
Design,  develop,  analyze  and 
maintain  computer  applications 
programs  of  low  complexity  for 
mainframe  applications 

Business  application  develop¬ 
ment,  maintenance  and  support 
in  both  centralized  and  distrib¬ 
uted  data  management  sys¬ 
tems.  Work  with  senior  and  lead 
developer  teams  in:  systems 
development,  documentation 
troubleshooting  and  enhancing 
applications  programs, 

researching  and  recommending 
software  and  hardware  solu 
tions.  Duties  involve:  program¬ 
ming  in  COBOL,  COBOL  II 
Easytrieve,  DB2  and  CICS;  and 
working  with  mainframe  tools 
TSO/ISPF,  MVS,  and  JCL  on 
UNIX  IBM  Mainframe  systems 
Min.  Reqts:  BA/BS  (or  foreign 
equivalent)  in  Computer 
Science,  Electrical  Engineering, 
Mathematics,  or  related  AND 
two  (2)  years  of  experience  in 
job  offered  or  the  related  occu¬ 
pation  as  computer  programmer, 
system  analyst,  engineer  or 
related.  Must  possess  working 
knowledge  and  experience  with: 
(1)  Cobol  and  Easytrieve  com¬ 
puter  languages:  (2)  two  of  fol¬ 
lowing:  DB2,  MVS,  JCL,  TSO, 
ISPF;  and  (3)  working  in  distrib¬ 
uted  data  mainframe  manage¬ 
ment  systems.  Offered  salary  is 
$54, 900/year,  fulltime  (40 
hours/week),  benefits.  Multiple 
Openings.  Please  send  resume, 
in  duplicate  to  Case  No. 
200114225,  Labor  Exchange 
Office,  19  Staniford  Street,  1st 
Floor,  Boston,  MA  02114. 


Programmer  Analyst  -  Plan, 
develop,  test,  and  document 
Oracle  Applications  for  clients: 
analyze  operational  and  perfor¬ 
mance  requirements;  write 
codes;  bridge  functionality  gaps; 
design  screen,  report,  and 
forms;  solve  technical  problems. 
Work  on  various  Oracle 
Applications,  such  as  Financials, 
HRMS,  General  Ledger,  and 
Accounts  Payable.  Use  Oracle 
Designer,  Kintana,  Oracle 
Discoverer,  MS  Word,  MS  Excel, 
Noetix,  Oracle  Developer, 
PL/SQL,  SQL,  Unix,  Windows 
NT,  Toad,  and  Oracle  database. 
Reqs:  Bachelor's  degree  or  its 
foreign  equivalent  degree  in 
Computer  Science  or  Computer 
Engineering  and  2-year  experi¬ 
ence  in  the  job  offered  or  in  a 
related  occupation  as  a 
Programmer  Analyst,  Oracle 
Consultant,  Principal  Consul¬ 
tant,  Application  Developer,  or 
System  Analyst.  Will  accept  a 
Bachelor's  degree  in  Engin¬ 
eering  or  its  foreign  equivalent 
and  4-year  work  experience  in 
the  job  offered  or  in  a  related 
occupation  in  lieu  of  the  require¬ 
ment  of  a  Bachelor's  degree  and 
2-year  experience.  Must  have  1- 
year  experience  with  at  least  two 
Oracle  applications  and  using 
PL/SQL,  Toad,  and  Unix. 
$66, 828.78/year,  40  hrs/wk,  9a- 
5p,  M-F.  Job  location:  various 
unanticipated  locations  through¬ 
out  the  U.S.  Mail  resume  to  Site 
Administrator,  Greene  County 
Team  PA  CareerLink,  4  West 
High  Street,  Waynesburg,  PA 
15370-1324,  and  refer  to  refer¬ 
ence  number  WEB  293811. 


Jr.  Programmer.  Asst,  in 
designing,  developing  & 
admin,  info.  ntwk.  sys.  & 
appl.  including  Local  Area 
Networks,  website  hosting 
on  Linux,  Windows  2000  & 
Windows  NT  Platform.  Prep, 
specifications  to  design, 
code  test  &  debug  prog. 
Req:  BS  in  comp.  Sci.  or 
Info.  Sys.  40  hr/wk. 
Job/Interview  Site:  San 
Diego,  CA.  Send  resume  to 
Nextwerk  Development  Inc., 
9225  Dowdy  Dr.,  #218,  San 
Diego,  CA  92126. 


Managing  Network  Lngine+r  will 
provide  technical  support  to  cur 
rent  and  prospective  customers 
through  interaction  with  cus¬ 
tomers.  support  engineers,  sus¬ 
taining  and  development  engi¬ 
neers.  and  other  equipment 
vendors.  Specifically,  will  over¬ 
see  laboratory  and  field  test  tnal 
preparation,  remote  diagnosis, 
probiem  re-creation,  information 
research,  and  customer  site  vis¬ 
its.  Will  be  responsible  for 
resolving  and/or  managing  the 
resolution  of  escalated  cus¬ 
tomer  issues  by  providing 
updates  and  utilizing  the  cus 
tomer  service  lab  to  recreate 
problems  in  order  to  resolve 
these  issues.  Will  also  partici¬ 
pate  in  new  production  introduc¬ 
tion  as  part  of  the  company's 
new  product  development 
team.  Specific  tasks  for  this  role 
include  identifying  support 
requirements.  departmental 
needs,  customer  upgrade  readi¬ 
ness.  local  and/or  remote  sup¬ 
port  of  new  product  rollout,  inter 
nal  training,  and  product  testing. 
Will  also  develop  upgrade  plans 
for  assigned  accounts.  Add¬ 
itionally,  will  support  post  sales 
activities  (problem  resolution 
installations,  upgrades,  new 
product  introductions,  account 
reviews,  etc.)  as  well  as  main¬ 
tain  a  call  tracking  database. 
Requires  Bachelor’s  Degree  in 
Computer  Science.  Engineering 
Mathematics,  Physics,  Tele¬ 
communications  or  Commun¬ 
ications  and  four  (4)  years  of 
experience  in  Job  Offered  or 
four  (4)  years  of  experience  in 
network  engineering  in  a 
telecommunication  environ¬ 
ment.  Candidate  must  also  pos¬ 
sess  demonstrated  expertise 
designing  and  configuring  carri¬ 
er  networks.  Salary  $109,000/yr; 
Mon-Fri,  9:00AM  -  5:00PM. 
Submit  two  (2)  copies  of  resume 
to  Case  #200116208,  Labor 
Exchange  Office,  19  Staniford 
Street,  1st  FL,  Boston,  MA 
02114.  EOE.  applicants  must 
be  U.S.  workers  eligible  to 
accept  employment  in  the 
United  States  on  a  full-time 
basis. 


Technology  Officer. 

Unanticipated  client  locations  in 
the  U.S.A.  Analyze,  design, 
develop,  implement,  integrate, 
manage  and  execute  computer 
software  projects  (development 
of  new  products  and  client  site 
installation/implementation) 
including  determination  and 
selection  of  hardware  and  soft¬ 
ware  strategies.  Review  and 
select  USA  and  overseas  part¬ 
ners  and  alliances  to  assist  in 
these  projects.  Execute  offshore 
development  and  implementa¬ 
tion  strategies.  Req'd  Bachelors 
degree  in  Comp.  Sci.,  Engg  and 
8  yrs.  exp.  in  the  job  duties  or  in 
Comp.  S/W  developing,  consult¬ 
ing,  project  mgmnt.  or  mktg.  of 
Comp.  H/W-S/W  Svcs. 
Exposure  to  various  UNIX, 
Windows  or  Client-Server  based 
technologies;  exposure  to  off¬ 
shore,  off-site  development/exe¬ 
cution  of  S/W  projects.  Respond 
by  resume  to:  (Ref.  #GG8415), 
NAM  Info,  Inc.,  17  Canterbury 
Court,  Piscataway,  NJ  08854. 
(no  phone  calls). 


Computer:  Software  Engin¬ 
eers  needed.  Seeking  qual. 
cand.  possessing  BS  or  equiv. 
and/or  rel.  work  exp.  2  yrs  of 
exp.  must  include  working 
w/VB  &  Oracle.  Duties 
include:  Analyze,  develop  & 
implement  applications;  Code 
&  test  applications;  Conduct 
user  training  &  maintenance 
support.  Work  with  VB, 
Oracle,  Active  Reports,  and 
LIMS.  Mail  res.,  ref.  &  Sal. 
req.  to  HR  Dept,  at  Paradigm 
Genetics,  Inc.,  108  Alexander 
Dr.,  P.O.  Box  14528, 
Research  Triangle  Park,  NC- 
27709-4528. 
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Everything 


you  need 
in  a  router 
(at  half 
the  price), 


■  Cost-effective  access 
routing  for  branch  office 
connectivity  and 
Internet  access 

■  Recognizable  Command 
Line  Interface  (CLI) 

■  No  retraining  or 
costly  certification 

■  Built-in  stateful 
inspection  firewall 

■  Interoperable  with  other 
standards-based  routers 

■  Optional  PBX  connectivity 

■  Optional  dial 
backup  system 

■  Built-in  DSU/CSU  for 
WAN  termination 

■  Free  24x7  telephone 
technical  support 

■  Optional  extended 
installation  and 
maintenance  program 


Introducing  the  NetVanta  3000  Series  from  ADTRAN. 

This  powerful  new  access  router  from  ADTRAN  is  everything  you 
need  in  a  router,  and  then  some,  at  a  cost  that's  up  to  55  percent 
less  than  other  brand  name  routers.  This  high-quality,  low-cost 
alternative  features  a  stateful  inspection  firewall,  a  DSU/CSU,  and  a 
familiar  CLI.  Comprehensive  dial  backup  and  PBX  connectivity  are 
available  at  a  minimal  cost.  Interoperable  with  other  standards-based 
routers,  the  NetVanta  3000  series  fits  seamlessly  into  your  existing 
network.  Backed  by  unlimited  telephone  support  and  a  5-year 
warranty,  the  NetVanta  3000  series  is  clearly  the  intelligent  choice. 

New  vendor  to  routing?  No  way!  ADTRAN  has  incorporated  its 
router  technology  into  selected  WAN  connectivity  products  for  the 
past  five  years;  with  more  than  75,000  now  installed  in  networks 
around  the  world.  The  NetVanta  3000  series  is  the  latest  in  a  long 
line  of  market-leading  internetworking  and  connectivity  solutions, 
from  a  company  with  a  17-year  history  of  customer  satisfaction. 


Dare  to  compare  the  new  NetVanta  3000  series! 

www.dare2compare.adtran.com 

877.212.0327  Technical  Questions 
877.280.8416  Where  to  Buy 
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Experts  choose  ADTRANT 
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WARNING!  Web  pages,  executables  and 
other  attachments  may  contain  viruses 
that  can  be  harmful  to  your  computer. 

What  would  you  like  to  do  with  this  file? 


Open 

Save  to  disk 


Relax  completely  because  you  are 
protected  by  eTrust™  Antivirus,  which 
keeps  your  computer  and  network 
safe  from  even  the  most  malicious 
virus  threats. 


Protect  your  business  with  eTrust”. 
For  more  information,  visit 

ca .  com  /etrust/a  nti  virus 


eTrust™  Security  Solutions 


©  2002  Computer  Associates  International.  Inc.  (CA)  All  rights  reserved 


